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WOOSTER 83355 BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 


BRUSH MANUFACTURERS SINCE — THRU 4 WARS 





SUSI ES 


Resourcefulness in devel- 
oping special methods for 
processing nylon bristle, 
and the adeptness of 
Wooster brushmakers, are 
but partial reasons why 
Wooster Foss-Set nylon 
Brushes are different. Daily 
wartime usage has demon- 
strated how well they pick 
up, hold, and spread ma- 
terial -- evenly, smoothly, 
speedily. They are definit- 
ely known to out-wear hog 
bristle brushes. Then too, 
they can be cleaned in all 
usual brush cleaners and 
solvents. 


AVAILABILITY 


The immediate available supply of 
nylon has been preempted by the 
government and it will not be until 
the reserve surplus of war materials 
has reached a point where the pro- 
duction of nylon exceeds govern- 
ment needs that it can be offered for 
civilian use. 





























Mil started 


to do the selling! 





respond when they have read the Yale & 
Towne ad which appeared inthe March 18 
issue of the SATURDAY EVENING POST. 

The appearance of this ad set the stage 
for hardware dealers’ participation in the 
national “Food Fights For Freedom” 
program. Information on what you can 
do to further along this promotion... 
and at the same time get some welcome 
business ... is contained in the current 
issue of the YALE VICTORY NEWS which 
has been appearing recently in the hard- 
ware magazines. 

This is the seventh of Yale’s Wartime 
Progress Plan promotions. Though many 
Yale & Towne products may be scarce, 
due to Yale’s war manufacturing respon- 
sibilities, Yale advertising—one of the 
most widely acclaimed wartime promo- 
tion campaigns in the hardware field— 
still helps make the sale! 
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Anvil Tools 
Awls 

Bars — Ripping 
Bit Braces 
Boring Tools 
Breast Drills 
Chisels — Cold 
Chisels — Wood 
Dolly Blocks 
Hammers 

Hand Drills 
Knife 

Levels 

Marking Gauges 
Mitre Boxes 
Planes 

Punches 

Rules 

Saw Sets 
Scrapers 

' Screw Drivers 


Sledges 
Soldering Irons (Electric) 
Spoke Shaves 
_ Squares 

> Vises 








The building of American fighting power — through shipyards, train- 
ing camps, factories and housing projects — depended on quickly plac- 
ing such familiar tools as hammers, screw drivers, planes and bit 
braces in the hands of armies of craftsmen. 

Stanley met this gigantic demand by applying “battle standards” 
to tool design, simplifying many items for mass production without 
sacrifice of strength and precision. With the lifting of restrictions, 
Stanley Tools will again be styled, finished and packaged to sell 
across your counters. 

Just as they served in vital war construction, Stanley Tools will 
meet the needs of the great reconversion era to come. Build your 
postwar plans on an adequate stock of STANLEY TOOLS. Their 
superior quality, backed with ample displays and dealer aids, will 
simplify your selling job. 


= Stanley Tools, 111 Elm St., New Britain, Connecticut 


STANLEY 


THE TOOL BOX OF THE WORLD 
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Tar sue . . . defying a rough-and-tum- 
ble ocean . . . needs stiff-willed stamina 
in the bolts and nuts that secure its ribs. 


That stove . . . built on a fast-moving 
schedule . . . needs bolts and nuts that are 
quick on the get-away and take tighten- 
ing without fumbling or jamming. 

For fastening strength that will resist 
whatever beating your customer's prod- 
uct will get in service . . . for accurate 
mating that hurries your customer's prod- 
uct along an assembly line: advise him to 
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Shaping a Stove’s Course 


fasten with RB&W bolts and nuts. 


RB&W developments in cold-forming 
and cold-punching have set new stand- 
ards in holding power, accuracy and ap- 
pearance for all kinds of fastening devices. 


The dependability a customer would 
expect from the accumulated experience 
of 99 years and the results of hundreds of 
thousands of dollars’ worth of research 
work . . . is wrapped up with every ship- 
ment of RB&W products. If you make 
sure your customers realize this, you can 








develop a substantial and profitable vol- 


ume on your RB&W line. .. and, at the 
same time, be assured yourself that the 
RB&W fasteners, in use, are performing 
in a way to protect your own reputation 
for providing quality merchandise. 
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RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, lll. Sales Offices af: 
Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 
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AND ALLIED FASTENING DEVICES SINCE 1645 
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Sorry, no pails... Just 
the pumps and nozzles. 


HARDWARE ACE 
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FOR IMMEDIATE SALE 


1,240,000 


INSECTICIDE-SPRAYERS 


It’s news! It’s terrific! It’s patriotic! Now 
it can be sold, through the Government's 
cooperation, this OCD-approved stirrup 


which becomes an_insecticide- 


pump, 
sprayer by merely adding an Oakes plas- 


tic nozzle-spray. 


We, in conjunction with other hardware 
wholesalers, are asked to distribute more 
than a million of these insecticide-spray- 
ers. Used with a bucket, they are swell 


for fighting fires, spraying insecticides or 


whitewash, watering the garden, disin- 


fecting poultry or livestock, pumping out 


small boats or flooded cellars, washing 


the car, and many other uses. 


How many can you use? 50? 100? 1,000? 
5,000? Tell your own jobber, who is co- 


operating with us. Or wire us direct. 


Time is of the essence. The gardening sea- 
son is under way. Before you do another 
thing, cut yourself in on this windfall. It is 
patriotic, as well as profitable, to get 
these spray-pumps into the hands of gar- 


deners, farmers, and others without a 


day’s delay. We are counting on you. 


Let’s hear from you... now! 


*This advertisement paid for by Supplee-Biddle of Philadelphia 
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| SUPPLEE-BIDDLE CO., 513 Commerce St., Philadelphia 5, Pa. 


1 Gentlemen: 


i Please have shipped through the jobber of my choice, as indicated at right: 


Pumps Only © 99c each = 


Pumps & Nozzles @ $1.19 each 





City 


State. 
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My Choice of Jobbers Is: 

No. 1 
i 

No. 2 | 
i 

No. 3 i 
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A Message 
to MYERS 
Dealers: 


To make the most of the consumer acceptance enjoyed 





by this famous brand name, let everyone in your territory 
know that you are in the pump business. Link your name, 
your store, your trucks with the name Myers. We supply 
everything you need for this purpose and give you com- 
plete local support to help you line up prospects now 
for future business. Ask your Myers salesman, or write us. 


The F. E. Myers & Bro. Co., 1003 Church St., Ashland, Ohio 


WATER SYSTEMS PUMPS + SPRAYERS HAY UNLOADING TOOLS 
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Get Ready for Bigger-Than-Ever 


WATER BAG SALES! 


fren Hew NATION-WIDE RADIO 

PROGRAMS ADDED TO BIGGER 

FARM PAPER ADVERTISING 
CAMPAIGN IN '44 























a there’ll be a “‘parade of customers” headed 
your way for Wenzel Eagle Brand Water Bags— 
the best bet for everyone who wants plenty of cool 
water to drink, when working out-of-doors in the hot sun. 


Backed by a nation-wide radio program—blanketing 
the country over 56 separate stations—plus the largest 
farm-paper campaign in Wenzel’s history—this fast- 
moving staple can easily be your sales leader in the 
coming season. 

So—get your orders in now—have your stocks ready— 
you'll find that 1944 profits are “‘in the bag” sure 
enough! 

Note: There are no priority delays—the WPB con- 
siders water bags essential to agriculture. 





All These Sales Advantages 
WORK FOR YOU 


1. WATER ALWAYS COOL 
—even in 100° sunshine 


2. WATER ALWAYS CLEAN 
—no dust or dirt gets in 
3. QUICK AND EASY TO FILL 

—has removable top 


4. EASY TO TAKE WITH YOU 
—ropd loop for hanging 
—easy-grip handle for carrying 


5. LIGHT—CONVENIENT 
folds to pocket size when not in use 


6. NOTHING TO BREAK 
—or get out of order 


| Bann oe ee 
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I. WENZEL TENT & DUCK Co: 





1035 South Ninth St., St. Louis 4, Mo. 




























H. - TENT & DUCK CO., ST. LOUIS 4, MO. [iigdiieilsinieiaeeadiens 7 


7 | 

ST. Louie bs t Please ship us a trial order of one dozen Eagle I 

. Louis Brand Water Bags at $8.25 per dozen. Also one | 

q t FREE bag for display purposes, which we agree to 

MINUTE MAN TYPE i fill with water and hang outside our store. | 
NO SOAKING NECE SARY . 

READY FOR Wetane USE I ) 

i NAME___ | 

i} I ADDRESS. tl ak ik a heipemeinpeciaabaaliti | 
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SAVE TIME, WEIGHT, METAL, 
MONEY AND LABOR WITH 


MEYERCORD 
DECALS 


Meyercord Decals are serving the war effort in a thousand 
different ways. ..saving metal... money... weight... 
and man-power. Decal nameplates, instructions, inspec- 
tion data, serial numbers, dial faces, insignia, etc., are used 
on tanks, combat and merchant ships, planes and commun.- 
ication equipment. They’re durable, washable, and can 
be reproduced in any color, size or design. No screws, 
bolts or rivets required for application. No sharp edges. 
Meyercord Decals can be applied to flat convex or con- 
cave surfaces...for interior or exterior use...on metal, 

wood, fabric, rubber...even CRINKLED METAL! Special 

mar-proof Decals are resistant to temperature extremes, 
fumes, abrasion, vibration. Free designing and technical 
service. For complete information address Dept. 11-4. 


THE MEYERCORD CO. 


World’s Leading Decalcomania Manufacturer 


5323 West Lake Street * Chicago 44, Illinois 
* 
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ST You must identify your 


store with the “U” Plan 
decal in order to reap the 
full benefit of Universal's 40 
million advertising messages 
appearing in 14 national 
magazines throughout ‘44. 















“U" Plan window dis- 
plays tell customers at 
a glance that your store is 
Post-War Planning Head- 
quarters. Display free blow- 










3 We will furnish you 
with free newspaper 
mats for the purpose of 
making announcements 
in local newspapers that 
your store is “U” Plan 
Headquarters. 








4 Send out “U” Plan for 

“NV” Day announce- 
ment letters and Check Lists 
to your customers. Returns 
will create a backlog of 
potential orders identified 
as to names and addresses. 
















































---—— 7 Help win the war in 
| vax Foance | ‘44. Contact your 

local bond headquarters 
and arrange to sell War 
Bonds and Stamps as a 
patriotic part of the “U” 
Plan for “V” Day. 






























& Establish your own pri- 

ority or preference 

system for an orderly 

approach to post-war 

business. Put tomorrow's 

, business on your books 
today. 


































5 Set up interior dis- 

plays to establish a 
definite Post-War Plan- 
ning Bureau in a promi- 
nent part of your store. 
Take full advantage of 
the increased floor traffic. 














Unless you are doing all seven things indicated 
above, you are not making full use of the “U” Plan. 
Omit one link in the Plan and you weaken its over- 
all effectiveness. Be a “U’’ Planner from start to 
finish. Use ali the free promotional material contrib- 






uted by Universal and profit from the maximum 
results of a thorough tie-in with the national adver- 
tising. If you are not already a “U” 


Plan for “V” Day dealer, send in the \poe 


coupon today for complete Plan Book. 











IVERSAL 


LANDERS, FRARY & CLARK Dept. HA 
New Britain, Conn. 


Gentlemen: 
I wish to become a “U” Plan Dealer — please send 








Name. 














Address. 




















FRARY & CLARK © NEW BRITAIN, CONN. 





City State. 
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“Right up through the Balkans” WELCOME S 


SAIL THE ARM-CHAIR STRATEGIS! 
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ninety days” 
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Southern Jobbers ! 


While in town. come out and 
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| visit your source of supply on 


| ladders and woodenware. 


| At present our production is 
limited, but we'll be mighty 
glad to see you. 





The RICH Ladder & Mfg. Co. 


1000-28 DEPOT ST. CINCINNATI, OHIO 





Might be a good idea, at that. 
But wars aren’t fought—much less 
won—in arm-chairs. And you can 
4 eye” never tell when a war will be over 
—until it is! 
Certainly the time to put in our best licks is when 
the tide of battle is running in our direction. One 
big push—and it might be over. But slackened 
effort today could prolong the war for many years. 
So here at The F. H. Lawson Co. there is no letup 
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in our war output—much as we wish to be again [ 
in the market with our normal Lawson line. But % 
we can hope that the longest part of the war is mK 
over and that within another year a European x 
peace may come. 
And the ink won't be dry on the next Armistice 
before we've started getting ready to serve you Ww 
again. With a line of Lawson products combining ; ap 
the fullest measure of Lawson prewar quality with 2 
designs and materials in harmony with the postwar 
world. 
s 1 
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THE F. H. LAWSON COMPANY 


CINCINNATI, OHIO 
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See So-Lo 


Hotel Gibson + Cincinnati, Ohio 
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SO LO RUBBER 

m REPAIR KIT 
NOW AVAILABLE FOR 
IMMEDIATE DELIVERY 


So-Lo Kit contains large can of 
So-Lo Plastic, tube of So-Lo Blue 
Bond Rubber Cement, and 
Roughener. Retails for 29¢. 











in Dehydrated Form 


Feature a complete line of 
mending products needed in 

every home. A Fix-Me prod- 
uct for every home mending, 
repairing, or renewing need in 
5¢ packets. They buy ‘em by 
the handful. Self Selling Dis- 
play Helps. Write for details. 








| 
| 
Waterproof — washable — non-skid — easy to | 
apply. 9x18 nosing retails ..10¢; 9x24 nosing retails .. 20¢; 
9x24 nosing retails . . 30¢. 


A BIG SELLER! 









, GLAZE 


GLAZE 


Whitens chips, cracks, dark spots on 
porcelain or enameled surfaces. Retails 
-» 10¢. 


Immediate Deliveries—Any 
Quantities of These FAST SELLERS 


So-Lo Works, Inc. 


Loveland Ohio 
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WITT 


welcomes SOUTHERN 
HARDWARE JOBBERS 4:5’, 
to CINCINNATI 





TO OUR FRIENDS AND 
CUSTOMERS 


YOU ARE CORDIALLY INVITED 
TO VISIT OUR PLANT 
WHEN YOU ATTEND THE 
SOUTHERN HARDWARE JOBBERS' 
ASSOCIATION CONVENTION 
APRIL 17-20 











The WITT CORNICE CO. 


WINCHELL AVENUE 
CINCINNATI 14, OHIO 


Marie Originators of 
tr ||| & the Corugated en 
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You don’t need a fortuneteller to point out 
that there’s going to be quite a scramble in the 
appliance business when the war ends. 


Manufacturers will be scrambling to get into 
production and get their merchandise back on 
the market. 


Wholesalers. will be scrambling to get stocks 
from manufacturers; dealers, to get stocks from 
wholesalers. 


Finally, the public—letting loose a great, 
pent-up buying urge—will be scrambling to 
purchase appliances from dealers. 


The pitfalls of prosperity 


This un-damming of public buying urge and 
public buying power is almost sure to create a 
tremendous appliance-demand in your business. 


But we think there are pitfalls in the situa- 
tion . . . pitfalls for manufacturers, for the 
public, and for you. 


Manufacturers may be tempted to rush into 
the market with untried products or products 
of inferior quality. 

The public may be tempted to buy such prod- 
ucts ... to buy almost blindfold in their desire 
to fill their need for appliances. 


And you—the dealer—may be tempted to 
meet this demand with almost any kind of 
products you can lay your hands on. 


If this happens, we think there can be only 
one result in the Jong run. 
You'll find yourself with a lot of complaining, 


disgruntled customers. Your business, your rep- 
utation, will suffer. And you’ll have a rebuild- 


ing job to do in the years after the postwar boom. 
We pledge . . . and we suggest 


We don’t want this to happen, and, as far as 
General Electric products are concerned, we 
will make you this promise: 


We intend to get back into appliance pro- 
duction as quickly as possible after the war. 
But—in doing so—we will not lower our stand- 
ards of quality manufacture. We will not “rush 
out”’ with new products, hastily conceived and 
untried. No matter what pressure is put upon 


“us, we will nof turn out inferior merchandise, 


merely to cash in on an inflated demand. 


In short, we at General Electric, will not 
endanger your name and your reputation by 
offering you any product that is not worthy of 
the General Electric name and the General 
Electric reputation. 


We'd like to suggest that you weigh all these 
things in your mind as you think about your 
postwar business. 

And we'd like to suggest that you consider 
putting the General Electric name beside yours 
. .. for good business and a steady business, in 
the years that lie ahead. 


General Electric Appliance and Merchandise 
Department, Bridgeport, Conn. 
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FOR VICTORY 


Today, General Electric is working full speed to hasten 
the day of victory. 
You can help, too, by buying War Bonds NOW! 
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Everything Electrical for After-Victory Homes 


GENERAL @ ELECTRIC 


Hear the General Electric radio programs: “The G-E All-Girl Orchestra’ Sunday 10 P. M.—E.W.T. NBC 
“The World Today” news every weekday 6:45 P. M.—E.W.T. CBS 
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MODEL 621-8-0 
Duplex Coal or 

Oil and Gas Ranges 
2 and 4—4 and 4 





MODEL 20-44 “Victory “ Gas Range 














MODEL 34-43 
Coal and Wood 
Ranges and 

Cabinet Ranges 








“You'll Never Win Unless 
You Play Your Hand!” 


No Sir! You can't build a sound post-war range business by 
dropping out now! There's still a war going on, but now is the time 
to begin strengthening your reputation as headquarters for Glenwood 
Ranges in your district. 


Get the most for those certificates. You don’t gamble when you 
have Glenwood Ranges on your floor. And remember you're not 
only doing the best thing for your store, but you're serving the best 
interests of the “‘ Home Front” by making available to your customers 
merchandise some need badly but have been unable to find. 


The finest materials available are going into Glenwoods. Work- 
manship is the same top-notch mechanical skill that has made the 
name GLENWOOD a household word for over two generations. 


Hard-hitting Glenwood radio and newspaper advertising will bring 
customers to Glenwood dealers clear around the calendar. So get 
those orders (with certificates) for new Glenwood Ranges and Heaters 
off today to Glenwood Range Company, Taunton, Mass. 


Glenwood continues to make vital parts for 
the tools of war that bring Victory closer. 
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T DOESN'T TAKE a crystal-gazer to 
ne that open season for moths 
will be here any day. Those moths 
can mean profits for you...IF you 


development of Socony-Vacuum 
Research Laboratories. They are 
backed by powerful advertising in 
leading magazines. They’re quickly 





available... just order from your 
nearest Socony-Vacuum office, or 
Affiliated Companies, or address 26 
Broadway, New York City. 











give your customers a sure-fire 























5 moth-proofing product. 

‘ So get out your stocks of Bug-a- 

a boo Moth Crystals right now. Give Bug-a-boo Bug-a-boo 
’em dramatic display. Put up price 
signs, Benda tate that tug-ahee VICTORY GARDEN SPRAY SUPER INSECT SPRAY 
Moth Crystals have a clean, piney * * 
fragrance. No lingering moth ball Kills or controls prac- : Far exceeds U.S. Dept. 


odor. No trouble to use, either. 
by Placed in chests or closets, they 
evaporate, saturating the air with a 


of Commerce minimum 
requirements for AA 
grade insect spray. 


tically all garden pests. 
Contains rotenone. You 
get 12 to 18 gallons 
































i : ! , 

ne potent vapor that kills moth worms. from just 4 ounces! : Won t damage clothes, 
»d O ; included i Harmless to humans or pets. walls, or draperies. Has a pleas- 

ne of mere — — am Easy to mix. Available in 4 oz. ant, piney scent. Available in 

each package — available in 1]b., and 8 oz. packages. pints, quarts, and gallons. 
yu : 3lb., and 5 Ib. sizes. 
ot Bug-a-boo Moth Crystals are a 
st 
rs 
c- wiTH 2 
PLETE 

e VAPORIZERS SOCONY-VACUUM 
; Sipe 
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Bug-a-boo 
Moth 
Crystals 


SCENTED WITH Pine 
Kil TH, 
E Mor, 
THaT ” Worm, 
PAMAGE Cron, a 
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MOTH CRYSTALS 


by Socony-Vacuum 
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GILBERT afaim CLOCKS 


GLAD RAG is the modern way to clean 
and polish silverware, gold, brass, cop- 
per and all metals. No paste, powder 
or liquids needed. The polish is in the 
cloth. Just rub to polish. Absolutely 
safe. Order now. Keep fast - selling 
GLAD RAG on display. Available 


A Name with a Background through your jobber. 
GLAD RAG ROSIE SAYS 











a FUTURE you can depend on 


GLAD RAG IS A 
PROFITABLE SELLER. 
FEATURE BOTH REGU- 
LAR 10¢ SIZE AND 
, 7 > LARGE SIZES. 




















GLAD RAG PRODUCTS CORP. 


a“ 30S°E 4 STREET + WEW YORK 
f 
—_ 


oh Re 


Necessary restrictions pre- 
clude normal operations in the 











clock field today. This is as true ] 
in your case as in ours. 5 
; 

But today it is also neces- b 

sary to plan for the future—to ; 
determine the lines from which ft 
you can expect maximum quality, & 
service and value when peace- Fa 
time business activities are re- x 
sumed. ; 
“ 





In making those plans, re- 
member Gilbert's traditional 
leadership during 137 years as 
“clock makers to the nation.” 





Within the limits of wartime produc- 
tion, supplies are available only through 
jobbers, under allotments equitably 
based upon previous sales. 


The Wm. L. Gilbert Clock Corp. || 
“clock makers to the nation since 1807” F G G B E A T E R S 


WINSTED, CONN. AND 


CAN OPENERS 
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ONCE AGAIN 
GILLETTE BROADCASTS THE 


KENTUCKY DERBY 


AND TURNS THE 
SPOTLIGHT OF PUBLIC INTEREST 
ON YOUR STORE 














j 
i 


O GIVE your customers the greatest thrill in 

sports—and safeguard your profits—Gillette 
presents the Kentucky Derby from Churchill 
Downs over the Columbia Broadcasting System, 
May 6th, for the fifth consecutive year! 





er for 
Here’s your Store orit! 


Derby Week! 


This seventieth annual running of America’s fore- 
most turf classic will be covered by Ted Husing 
and Jimmy Dolan. Your Number One men’s 
items—Gillette Blue Blades and Gillette Shaving 
Creams—will be featured! 























een” 





You know from experience how well it pays to tie 
in with this great national event which puts your 
store squarely in the limelight. To make this easy, 
Gillette has prepared a window display that’s a 
real stopper and yours for the asking. During 
Derby Week be sure to keep Gillette Blue Blades 
and Gillette Shaving Creams out in front. 


Gillette Safety Razor Company, Boston 6, Mass. 












hj X| 
5 ror 25c ~ “7 Es 
TUNE IN 10 ror 49c Oo | 3 
KENTUCKY DERBY y 
Saturday, May 6, at 6 E.W.T. } ) 
Columbia Broadcasting me 
BRUSHLESS. 
25c 
APRIL 13, 1944 3 19 

















41% PROFIT MARGIN... 
with Nw TAPERLITE Streamlined Assortment 







































Candles are a big new hardware-store item— 
especially during these times of war shortages! 
For a quick and continuous response—for real 
profits, order your striking new counter display 
of Will & Baumer Taperlites. 


Taperlites are the only popular-priced hand- 
dipped candles with the new Firmfit End that 


prevents tipping and dripping . . . and they're \ . 
made with all the style and fine craftsman- ' * SANS 
ship that are Will & Baumer standards. War- Sie 
time uses and emergencies make fast-selling "? ALA ‘ 

4 


Taperlites a must on your counter. 





Freel! This Handsome Counter Display Stand 


«+ « With your order for the new introductory “‘ Assortment 1,000" containing: 





8 doz.10” Taperlites to retail at 15¢ a pair Standard Color Arrangement—2 doz. White; 
8 doz.15” Taperlites to retail at 20c a pair 2 doz. Old Ivory; 1 doz. Blue; 1 doz. Peach; 1 
TOTAL RETAIL VALUE......... $16.80 doz. Foliage Green; 1 doz. Yellow. 

COST TO DEALER ............ $10.0 Other colors available if desired: Cream, Pink, 


0 
DEALER’S PROFIT ......$6.80 or 41% Red, Dark Blue, Apple Green, Sunshine Yellow. 
Display Dimensions: Length 24”, width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 


ORDER Your Introductory Assortment from Your Wholesaler TODAY! 
If He Can't Supply You, Mail Your Check for $10.00 Direct—Terms: Less 2%, F.O.B. Factory, Syracuse, N. Y. 


WILL & BAUMER CANDLE CO., INC, Estoblished 1866 


Fancy Candle Sales Office: 15 Gast 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N. Y. 



















When there Are new 


- panine a-plenty... 


i, 
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“BISSELL” will once again offer you the quick- 
est turnover and the surest profits in the 
business! ° 

Until then, Bissell ads like this one—in 
Good Housekeeping, Ladies’ Home Journal, 
Woman’s Home Companion and McCall’s 
—help your customers keep their sweepers 
sweeping. 

And help keep Bissell the name folks think 
of first when they think of sweepers! 


BISSELL CARPET SWEEPER CO. 
Grand Rapids 2, Michigan 
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“NEW BISSELL?” ASKS SALVAGER. | “1 JUST DO 3 SIMPLE THINGS TO 
! BISSELL'S DOING WAR WORK KEEP MY SWEEPER SWEEPING. #1- 
ANO SWEEPERS ARE SCARCE. SO... EMPTY BISSELL AFTER EACH USE / 
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“a DROP OF OIL A MONTH ON THE 
WEAR SPOTS! My BISSELL WILL , 
RUN SMOOTH FOR THE DURATION! 


*#92-CUT RAVELINGS AND CLEAN 
BRUSH ( MAKES EVEN A“BISSELL’ 
WORK, BETTER! ) AND # 3-......... 






—— 





“A LITTLE CARE MEANS LONGER WEAR® 


BISSELL SWEEPERS 


Sweep QUICKLY - Empty EASILY 


WARMING: Bissell has ne “house-to-house” repair ee 
men. If repairs are needed, see your dealer or write—~ : 
Bissell Carpet Sweeper Co., Grand Rapids 2, Mich, 
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No. R-357— Perfection 4-Burner Range. 
Patented High-Power Burners, Roomy “‘Live 
Heat” oven with heat indicator. Removable 
clean-up tray under burners. In pure black and 
white enamel. Ration board certificate required. 





No. 353 — Perfection Flat-Top Stove. Wide 
cooking top. Three High-Power Burners giving 
quick, steady heat. Finished in pure black and 
white baked enamel, Ration board certificate 
required, 


“Sure, I'm 


happy! 


} PERFECTION OIL STOVES 
are hack!” 


T’S A GRAND FEELING to step into your 
I store and see Perfection oil cookstoves and 
heaters on the floor again. Grand, too, to know 
that they’re superior as ever -in materials and 
workmanship—pre-war Perfection quality. 
guaranteed to give years of clean, economical. 
reliable performance. 


In spite of the large volume of war production 
that keeps the Perfection plant humming. 
Uncle Sam has authorized us to make five 
models of our complete line to meet essential 
civilian needs. But in limited numbers—so get 
your orders in early. They'll be filled in 
order received. 


We're backing you with an advertising cam- 

paign in 34 magazines—the biggest campaign * 
in the oil-burning appliance industry today— 

55,000,000 messages to start those PERFECTION 

PRoFiIts rolling in again! 





MAKE THEM LAST! 


Help Uncle Sam by helping your customers get 
the longest possible service from their present 
Perfection-made appliances. Keep them your 
customers by supplying them with PERFECTION 
wicks and replacement parts. 











PERFECTION STOVE COMPANY 


7676B PLATT AVENUE © CLEVELAND, OHIO 


MEAN 


MORE WAR BONDS 


D SWEAT Less 





BLOOD 





No. 2201—"Tvanhoe” Fuel Oil Space 
Heater. Produces 28,000 B.T.U. per 
hour, Compact — occupies only 18 + 
261% in. floor space. Grille pattern on 
sides to aid radiation and circulation. 
In attractive dark brown ‘‘Crinalac”’ 
enamel finish, Ration board certificate 
required, 





No. 525—Perfection Portable 
Kerosene Heater. Lightweight, 
popular low-cost heater. Easy to carry, 
air-cooled handle. Steel upper drum, 
black baked enamel lower drum, 
Ration board certificate required. 





No.406-B—"Puritan”™ Water Heater. 
Insures continuous hot water at low 
cost. Two steady flow heating units, 
removable jacket. Glass reservoir, 
Priority required. 
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This is Pyrey “Sa 
Isn't it lovely 7 : 





























ON’T miss this chance to boost your 

wedding gift business! Your Pyrex 
ware Brides Display Kit will reach you 
about April 1st—use it! Tie-in with the 
big national Pyrex ware Brides Promo- 
tion. 75,000,000 full-color Pyrex ware 
sales messages will appear in 30 national 
magazines and 108 Sunday newspapers 
between April 20th and June Ist. An 
average of more than two messages for 
every family in your community! 


It’s easy to tie-in. Your Kit contains a full- 

e color reprint of the national Pyrex ware ad- 
vertisement (shown at the right) for you to use in 
your window or on your counter. 











Feature this 

* Brides Display. 
It’s in full color . . . 
holds actual Pyrex 
dishes. Use it in 
your window or on 
































































your table. ® 
oF 
@ GIFTS AT OUR x 
Use this pre- emeeaax WAR we: > nec 8 
° d Ad in PA 
pare I 
your local news- BRAND a 
paper. It features OVEN WARE 
the same items as for better and faster 4 
ey > MOVERS the national Pyrex baking a 
ian eevenenns RES ware advertisement. ee ee P 
Here’s the year round sales ! 
* help... the familiar orange ; 
YOUR BRIDES DISPLAY KIT WILL ARRIVE ABOUT APRIL Ist. It contains the ad reprint, the display Pyrex ware labe! and trade-mark. ee: 
and the newspaper mat described above. Use all three to corner the Brides gift market! It’s a name your customers know. 2 





Plan your Pyrex Ware Brides Promotion now with your Distributor’s Salesman. 
CONSUMER PRODUCTS DIVISION, CORNING GLASS WORKS ... CORNING, NEW YORK 
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It’s results that count! Keep that in mind when pick- 
ing the fuel oil heater to win with when we’ve won the 
war, and DUO-THERM will be your choice! For the 
record shows that Duo-Therm consistently has “run the 
table” against all competitors. 





Sales and service education rep- 
(2) resents just one way in which 

Duo-Therm stood out in front be- 

fore war stopped the game. Duo- 
Therm called its shots with the most complete 
training program in the industry—including ed- 
ucational sound sales films and practical sales 


manuals. And this was only one of nine ways in 
which Duo-Therm led the whole field. 


































Q9-way winner 


The record proves that Duo-Therm —before 
its men and machines turned to war work— 
ranked first among fuel oil heaters in: ] 


1. Product Performance 6. Advertising and Sales 














2. Sales Volume Promotion 

3. Dealer Profits 7. Sales and Service Education: 
4. Product Improvement 8. Permanency of Personnel 
5. Quality and Policies 


9. Financial Stability 


So it’s a cinch that Duo-Therm is the fuel oil heater to win 
with when production starts again. 


¥g 
SET NTT HURL EINE SIRES oe il as S, 








WRITE 
DUO-THERM 
AND MAKE A DATE 

TO TALK OVER 
POST-WAR 
PLANS 
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-| Duo-Therm 





oe DIVISION OF MOTOR WHEEL CORPORATION, LANSING, MICHIGAN 
— 
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© 1944, Motor Wheel Corp. 


America’s Leading Manufacturer of Fue] 0il Heating Appliances 
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SOUTHINGTON 


MECHANICS’ TOOLS 
STEEL 
SQUARES 
ALL 
STYLES 
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301 Style of Mos 3, SR. 14 and 100 









SOUTHINGTON Stand- 
ard Steel Squares, Take 
Me- 


chanics, and Aetna Steel 






























Down Square for 


Squares for the casual or 
amateur user are all guar- 


vice built into them. Also 


18” 








Send for Catalog and 
Prices. 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
SOUTHINGTON, CONN. 





24” 


Est. 











| As we said “as far as we 
know there will be no Power 
Mowers of any make avail- 
able for distribution through 
usual channels in 1944" ... 
all of the facilities of MOTO- 
MOWER are all-out for the 
war program — they're cut- 
ting grass for Uncle Sam. 






anteed accurate with ser- | 


Bevels and Try Squares. | 


1867 | 





| Unless THEY Want te Push flgain 


_ 4600 Woodward Avenue 







-» STANDARD. As 
iMustrated. Heavy 
tubing, detachable 
brass tip. 

. ANGLE. 45 degrees 
angle. 

~-FLEXIBL 


E. 
Reaches dificult 
places. 


w N 






HYDRAULIC PUMP OILER 


Produces 250 Ibs. tip pres- 
sure. 

Delivers 1 to 150 drops per 
stroke as desired. 


* Pumps oil easily from any 
position or angle. Leakproof. 


* Extra heavy welded steel. . 


Handles any oil that flows * Natural-grip steel handle. 


- gasoline to heaviest oils. | * Easy to clean or repair. 


You'll find plenty of cus- 
tomers for this World’s 
| Greatest Oiler! Thumb-oper- 
ated pump forces any kind of 
| oil—in any volume—any place 
wanted. Thoroughly proved 
by years of use for farm 
machinery, factories, shops, 
mills, garages, etc. Ruggedly 
built—Guar. 5 Years! 
See Your Hardware Jobber 
A limited numer are available, 
even though we a. very busy with 


war contracts. Order through your 
Hardware Jobber, NOW. 


DUTTON-LAINSON CO., Miz. Div. 
| HASTINGS, NEBR. 


Manufacturers Since 1886 





| 








| i: For 
| time 
and 
"| am going to get a new Moto-Mower,” was | kep 
the prompter that made our business good mies 
for years. And we feel awfully out of char- ee 
acter to have to resort to only' prompting a 
owners now, instead, to keep their present to § 
MOTO-MOWERS in good repair . . . Unless . Wi 
they want to push again . . . they'll have to bo 
take good care of them ... as far as we know hing 
there aren't going to be any new Power iw 
Mowers this year... It's already "last call" | pe 
to put things in order for Spring ... so a» 
don't delay a day in getting your MOTO- = te 
MOWERS put in first class shape. Spare i w 
. kkk ke 
parts are available. Back the Attach an 
The was dons 
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For almost a hundred years we have devoted full 
time to the manufacture of pumps. Through wars 
and depressions and feasts and famines, we have 
kept a single objective in mind — — to produce 
more efficient, more economical, more enduring, 
trouble-free pumps—nothing but pumps. Admin- 
istrative, engineering and production “know 
how” has been handed down from generation 
to generation. 


With this kind of a background it is easy for us 
to adapt ourselves to the needs of the day well 
in advance of the times. Several years before the 
war we applied the jet principle to produce Jet- 
O-Matic, the lightest, strongest, most compact 
and most efficient domestic water system on the 
market. It took the market by storm and still 
leads the field in popularity. 


We are not resting on our laurels as the oldest 


and largest manufacturer of pumps exclusively. 


fh 


ike father .j 


COULDS 


SENECA 
























You can become a Goulds dealer with the assur- 
ance that the Goulds pumps and water systems 
you sell will be foremost in the field. Take these 
things into consideration before you select the 
manufacturer who will supply you with water 
systems for the postwar market. 


Write for descriptive literature on our complete 
line of domestic water systems. 


UPPER RIGHT 

Goulds famous Jet-O-Matic 
Domestic Water System — 
one unit for shallow or 
deep well operation. 


CENTER 


Goulds Cid” Shallow 
Well Pumping Unit. 


LOWER LEFT 


Goulds Cid” Deep 
Well Pumping Unit. 






PUMPS Inc. 
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DREADNAUGHT| FLOOR | “pue K BILL” 


SANDERS i laa 
is in the 


for Profitable Rental Service | 


If you are fortunate enough to own one or more of these mo- 
chines be sure they get the care they deserve and look to us 
for the parts and service needed to keep them in good condi- 
tion for the duration. 


Our facilities are all devoted to war work and we are happy 
to have the opportunity of doing our share to win the war. 
Plans, however, have been completed for bringing out the fin- 
est, most advantageous sanding equipment the country has 
ever seen—just as soon as the war is over. Hence for maximum 
rental profits after the war, keep the name "DREADNAUGHT" 
definitely in mind. And in the meantime remember: 


Service and Parts for ALL DREADNAUGHT 
Sanders in use are adequately available. 








Ready-Cut Sandpaper Sheets can be shipped 
immediately. 


Consult us on Any Floor Sanding Probiem—We | R 0 C K F 0 R D B R A S S Ww 0 R K S 


want to be as helpful as possible. ROCKFORD. ILLINOIS 


CLARKE SANDING MACHINE CO. | The Complete Line of 
Dept. HA—344 Muskegon, Michigan | “Plumbing Brass Goods Since 1890” 








NEOCETa 
CAPACITy 
SPREADING ABILITY. . 
WORKING QUALITY. . . 
CHARACTER OF FILM . . 











BRANEHES IN ALL PRINCIPAL CITIES — FACTORY AT BALTIMORE — 29, MARYLAND 
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APPLIANCE 
STORE Ss \ 


ONLY A 


| fRLeX 


CAN MAKE 
SILEX COFFEE 

















National Brands are the things in your store that say: 


|. “Hello, friend!” 


j ANUFACTURERS have expended billions in know products that have been nationally adver- 
M advertising and promotion to establish tised over a long period of years. So prominent 





° trade names that have become household words. display of nationally-advertised brands reaches 
z Among these famous brands are washing ma- out and says “Hello, friend” ... attracts new 
E chines, refrigerators, ranges, toasters and many customers inside your store. 


. other items that you regularly carry in stock. Long profits on low price merchandise are 

The good will represented by these trade tempting. But, if you are building’ your business 

; names is an asset of incalculable value to the for permanence and assured profits, you have a 

E producers, distributors and to the retailers. A tremendous stake—your stock interest in the bil- 

4 known brand inspires confidence. It insures fast lions of dollars expended to establish these trade 
turnover of inventory, with protected profits. names. 

Remember, with so many newcomers in town, Silex is the greatest name in glass coffee 

not every passer-by knows you. But they all do makers—the coming great name in steam irons. 


THE SILEX COMPANY, Hartford 1, Conn., Creators of the Glass Coffee Maker Industry 


S41 € X 


TRADE MARK REGISTERED U. S. PAT. OFF. 


PERERA: 
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povepen ad Since 1887 


HINGES 
PULLS 
* 
KNOBS 


CATCHES 24 - yee b 
ALL FROM ONE SOURCE: a a 


Over forty years of experience and still developing © Standard Washers 

mew and better hardware to meet the needs of modern @ S. A. E. Washers 

eabinets. You can depend on National Lock to give you : 

the latest creations in the hardware field. Matched sets, © Riveting Washers 

in plain or colored combinations, unusual plastic crea- © light Steel Washers 

oa ona all ace eg os All = omeet in- © Square Washers 

dividua ckages — complete, ready to install. Here is © Machinery Bushing Washers 
fiiable line, priced right — and packed to reduc 9 

a profitable line, priced rig and pac o reduce © Coniane W 


selling costs. 
Write us about your Cabinet Hardware needs. ® Brass Washers 


\ NATIONAL LOCK COMPANY || MRALCOUGHIM AES arL ican @O) 


ROCKFORD, ILL. 2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 

















THE CENTRAL 


peat fiet peoussed 
MICROMETER 


All sizes from one inch to six 

inches available for immediate 
delivery from stock. 
Central Certified Accuracy 
Micrometers May Be Purchased 
singly or in de luxe sets. Write 
for illustrated catalog. 


THE CENTRAL TOOL CO. 


MICROMETERS OF CERTIFIED ACCURACY ) ron omer oan 
AUBURN-:-++ RHODE ISLAND >i 


CENTRAL 
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to replenish your stocks of 
WICKWIRE SPENCER 
NAILS AND BRADS 


Production is now adequate—shipments are going forward 
—and your distributor can now fill your orders for Wickwire 


Spencer Nails and Brads. 


It will pay you to place your order now—to replenish your 
stock and be prepared to meet your customers’ orders for 
these profitable, top-quality hardware items. 


You can get Wickwire Spencer Nails and Brads in all 
standard sizes from 6" to 3". Attractively packaged—they 
lend themselves to counter display. With very little counter 
space you can build an attractive display that will serve as a 
point-of-sale reminder and result in extra sales for your store. 


For customers who use larger quantities, Wickwire Spencer 
Nails and Brads are available in economical 25-lb. cartons, 
or 100-Ib. kegs. Or we will make special nails to order. 


Call your jobber now for Wickwire Spencer Nails and Brads. 


and subsidiary, American Wirc Fabrics Corporation 


500 FIFTH AVENUE 


Abilene + Buffalo + Chattanooga + Chics32 + Detroi} - 
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NEWS ON NETTING 


While current production of 
poultry netting, insect screen 
cloth and hardware cloth is not 
sufficiently adequate to assure 
prompt shipment we hope to 
increase production very soon. 
Until then our supplies are being 
allocated as fairly as humanly 
possible. 








Houston +» Los Angeles + Philadelphia - San Francisco + Tulsa +» Worcester 


WICKWIRE SPENCER STEEL COMPANY 





FRIENDLINESS 


29 





Few rifles and shotguns are available 
for your sporting goods department 
these days. You know the reason—the 
same plants which furnished them in 
peacetime are now producing weapons 
for our fighting men. 


Savage is supplying these vitally needed 
military arms in large quantities, as in- 
dicated by the following letter from 


the Army Service Forces, Office of the | 


Chief of Ordnance: 


"I congratulate all members of your organ- 
ization on the fact Savage Arms Corpora- 
tion plants in Utica, New York, and Chic- 


More than 2 Million of them made by SAVAGE 
to Back the Boys Overseas 


opee Falls, Mass., have produced more than 
2,000,000 military small arms weapons. 
This is truly a great record. .You produced 
not only the required numbers of these arms, 
but they have been proven most dependable 
in battle.”’ 


When the time comes, Savage will again 
produce a great peacetime line of sport- 
ing arms—with models for every shoot- 
ing requirement. 


The same skill now devoted to war pro- 
duction will then build rifles and shot- 
guns of outstanding value... finer and 
more salable than ever. 


Savage Arms Corporation. Plants at Utica, N. Y., and Chicopee Falls, Mass. 
Manufacturer of Savage, Stevens and Fox Sporting Arms. 


@ SAVAGE |e 


SAVAGE Model 99 Hi-Power Rifle 
Calibers .300 Savage and .250-3000 Savage. 
Choice of big game hunters everywhere. 
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“Victory” Poultry Yards . . . 


a profitable market for Pittsburgh Welded Poultry Fence 


The success of millions of Victory Gardens last 
year, and the beginning of Victory Poultry 
Yards, was a new adventure in home food pro- 
duction which will be continued and extended 
this year by thrifty Americans everywhere. As 
the supply requirements of our invasion forces 
increase, the need for home-raised vegetables, 
eggs and poultry will become greater. 

Demand for more Pistsburgh Welded Poultry 
Fence and Close-Mesh Welded Fabrics will be 


correspondingly larger and, fortunately, more 


Pittsburgh 
Close-Mesh 
Welded Fence 
Fabrics 


This wire fabric 
serves amultitude 
of purposes for 
the large pro- 
ducer, and is 
equally valuable 
to the “Victory” 
poultryman. It is 
smooth, strong, 
and non-raveling. 
Because there are 
no sharp, damag- 
ing edges or pro- 
jections to injure 
fowls, it is ideal 
for modern, sani- 
tary poultry floors 
and battery 
fronts. Available 
in a variety of 
meshes & gauges. 


fence will be available this year than last. While 
such sales may be individually small, there will 
likely be hundreds of them to each one made to 
the larger poultry raiser. Thus new, valuable 
store traffic and sales will be created. 

The needs of established poultrymen, too, can 
be best satisfied from the P#ttsburgh line . . . still 
the most complete on the market. 

Write today for availabilities of Pittsburgh 
Welded or Hinge-Joint Poultry Fence and Close- 
Mesh Fabrics. 


PITTSBURGH STEEL COMPANY 
1621 Grant Building - Pittsburgh, Penna. 
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Ready 


to sound the 
clarion call of 


Vic tory 








Us 


BLACK LEAF 40 
has So Many Uses! 


- @ It kills many destructive insects onl 

a flowers, fruits, vegetables and other type!) 
Gardens of vegetation; or spread on roosts it kill 
Drench for Sheep poultry lice and feather mites. As a dip 
| and Goats it is effective for scab on sheep and lic 
| Flowers and ticks on sheep and cattle. Used als 
| Fruits to control internal parasites in sheep ani 


STEE L & | Shrubs goats. Full directions with every package 
b r WRI GHT Wilde) Tobacco Pa ag & Chemical Corp aneeenere ; 


me?) UE Se 





























They Look For the Leaf on the Package 








FIRST 
WHITNEY pe Refine d mn 
GRASS SEED , QUALITY 
a PRONE sd 
and VALUE 


“Np you, SELL IT FAST | The finest, all white sec- 


ond growth hickory in the 





















| whole world is selected for 
Tie-in with the trend! During the next few weeks your cus- | Daniel Boone Handles. One 
tomers are going to be “grass seed minded". Display or one thousand of these handles 
your Whitney Grass Seed prominently—it'll sell itself! Yes, are distinctive for this one quality 
and easily be one of your Spring profit-leaders. —the best in hickory. 


N ° /| Ad ti d The finest tools of America’s most 
ationa y ver ise famous makers are factory fitted with 
Daniel Boone Quality Handles because they 
Whitney Grass Seed is being promoted by one of the are the strongest, toughest, most durable, 
biggest advertising campaigns in Whitney ‘history—in and economical handles that can be obtained. 
Better Homes & Gardens and through the gardening Your jobber can supply them—your customers 


sections of leading metropolitan newspapers. Capitalize who require top value will appreciate them. 
on this advertising! Display Whitney merchandise, use q P PP ' 


Whitney sales helps. Write at once for full details. 














TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD’S LARGEST HICKORY HANDLE MANUFACTURER 
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One Farmer 
and his Wife 









Tomorrow’s Saturday, and this farmer and his wife will drive to town. They'll visit several 
stores and buy all the items on a long shopping list—things for the house and around the 
farm—things needed for the children. Almost everything they buy will be a product that 
they’ve read about and chosen because it’s advertised in FARM JOURNAL. And they'll spend 
most of their money in the stores which recognize the preferences of rural customers— 
the stores which use FARM JOURNAL as their guide to the products it pays to stock. 


e 66°83 
One farmer and his wife? Yes—but they’re just 
like the millions of farmers and their wives 
whose aggregate income is billions greater 
than ever before. They’re putting lots of it into 
war bonds and spending still more for the 
things they want and need. Meet those dollars 
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half way by featuring things advertised in FARM 
JOURNAL. Read by over 2,500,000 rural fam- 
ilies, many of whom shop in your Own area. 
FARM JOURNAL is America’s leading rural 
magazine — the largest in point of circulation 
—the strongest in sales influence. 






















These are the products in your line advertised in 


Of the 
current issues of the FARM JOURNAL. Display them. Yt 

















ALCOA een Lynn FEEDS PLANET - TOOLS 
ARMCO STEELS FYREYT PLUMB A ONLY ONE 
BAG BALM DILATORS GENERAL ELECTR a Pats ENDING TAPE 
NERAL ELECTRIC 
BILTRITE RUBBER HEELS GLIDDEN PAINTS PURINA FEEDS covers the rural market 
& MASH-NIC GOLDEN | FLEECE POT CLEANER . PYREX Wane 
BOND | FLASHLIGHT BATTERIES HERTZLER & ZOOK COMBINATION SAWS _—-REPUBLI 
BOSS KEROSENE bat DR. HESS & CLARK PAN-A-MIN De. DAVID ROBERTS PRODUCTS 
R 
CARBORUNDU rit ¥ ee R-V-LITE WINDOW MATERIAL FARM 
CAT'S PAW RUBBER HEELS & SOLES KELVINATOR DR. SALSBURY'S PRODUCTS = JOU R NALE= 
CERESAN bevy! " sent RIFLES 
HORE K-R- ICIDE 
b= \ i _—— LANTZ HAY FORKS SEMESAN BEL 
COLEMAN APPLIANCES bs “ RRO FEEDS $O-LO PATCHING CEMENT 
COOLERATOR F. E. MYERS & BRO. C’ SPOHN’S COMPOUND 
CORONA OINTMENT DR. ame yh 4 Provucts TA-PAT-CO COLLAR PADS 
Cc Ss NEVERSLI EYS TOXITE * 
DANA’S DEHORNING PASTE NITRAGIN F ROCULATIONS TRUE TEMPER TOOLS 
~ ¢- AWS N BERTONE 
HERM HEATE! PARMAK ELECTRIC FENCER WALKO TABLETS 
DUTCH BOY WHITE LEAD PETERS CARTRIDGES WESTERN CARTRIDGES 
EVEREADY FLASHLIGHT BATTERIES PINCOR MOTORS WESTINGHOUSE PRODUCTS 
FRIGIDAIRE PITTSBURGH PAINTS ZENITH RADIOS 








Successful merchandising is based on facts. Write today and have us tell you how many FARM 
JOURNAL subscribers live in your own county. In two out of three U. S. counties (practically 
all but the metropolitan areas) the FARM JOURNAL has more readers than Life, The Saturday 
Evening Post, or Collier’s. 














GRAHAM PATTERSON, Publisher Washington Square, PHILADELPHIA 


JOURNAL 
ano Farmers Wift 
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All the elements of a smashing 
“Big Time’ Campaign, are 
featured in Debydray Mer- 
chandizing Program. 


5 VITAL FACTORS 


] TIMELINESS — millions of messages when millions of 
people are painting — tuned to a ready market! 


? CONCENTRATION — the 62,000,000 Dehydray mes- 
sages —155 million reader - potential — are concentrated 
into the active Spring Selling Season. 


DEALER TIE-UP—Like planting a Victory 
Garden — Coupons, tens of millions, 
planted in the field, will bring a rich har- 
vest to Dehydray Dealers, whose names 
are featured in Dehydray Key City Adver- 
tising — at NO COST TO DEALERS! 


A, POTENT — Big enough to do a big job!... 
Dehydray Ads have "banner value”— half 


page in color clear across the page — three 
column ads in Key City Papers! 

















































And that's only the beginning! We'll keep hammering away 
at your market, again and again, by—— 


ee NG. 
WER-GETTING: MONEY watt 08 





custo 











$36,000,000.00 


Market for NEW water paints 
estimated at $36,000,000.00! 
Reap your shore of this lush 
market with ECONOMICAL— 
easy-to-use DEH YDRAY! 








DEHYDRAY ~ 


PROFIT 
PROVED! 














787 FIRST AVENUE, New York 17, N.Y. 
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This is the easy-to-use CP Business Building 
Plan that increases your floor traffic NOW and 
sells your customers on higher quality Gas 
Ranges for postwar delivery. Built on the patri- 
otic theme of creating jobs for service men, this 
Plan ties you into winning the war and winning 
the peace, increases sales of War Bonds, helps 
create good jobs and provides you with a back- 
log of profitable orders. 

Gas Ranges bearing the famous CP Seal meet 
the highest performance standards of engineers 
and home economists of the entire Gas indus- 
try. That is why the CP Seal is the American 
woman’s buying guide—the symbol by which 
all cooking appliances are judged—the nation- 
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ally advertised emblem your customers will 
look for on your sales floor. 


GAS RANGES BEARING THE CP SEAL 
ARE MANUFACTURED BY 


O’Keefe & Merritt Co. 
Roberts & Mander Stove Co. 
Geo. D. Roper Corp. 
Standard Gas Equipm’t Corp. 
The Tappan,Stove Co. 
Western Stove Co., Inc. 


A-B Stoves, Inc. 

American Stove Co. 
Caloric Gas Stove Works 
Cribben & Sexton Co. 
Detroit-Michigan Stove Co. 
The Estate Stove Co. 
Glenwood Range Co. IN CANADA 

James Graham Mfg. Co. Clare Bros. & Co., Ltd. 
Grand Home Appliance Co. Gurney Foundry Co., Ltd. 
Hardwick Stove Co. Moffats, Ltd. 


For a complete kit and full details on how to build profitable 
Gas Range business, mail the coupon below. 
ee eee ee 
tm Gas Appliance and Equipment Manufacturers 
60 East 42 St., New York 17, N. Y. 


| Please send a complete CP Business Building Kit to: i 


Name. 





Firm 
| Street___ 


Hpastogpoann 
BE et Ee CT A eS ee 








USERS have found : 
the DIFFERENCE ! American 


MOLDED 


PLASTIC 


“INDESTRUCTO” 


PLUMBING SPECIALTIES! 


Molded Plastics are mof all alike 
American has pioneered big improve 
ments over ALL other kinds. Once more 
We will not aMict the trade with 
makeshifts to be endured for the dura- 
tion. American units are PERMANENT 


FOR IMMEDIATE SHIPMENT: 
Saran* Plastic Tubing and Fittings. 
* Trademark of The Dow Chemical Uo 


Branch Offices Located in Principal Cities 
J. M. Butts Co.....291 Peachtree Bidg. Potter-Roemer Ce. 
Atlanta, Ga. Los 
J. M. Kane -.sse+-P. O. Box 1552 Clyde Cary 
Fort Worth, Texas San Francisco, Cal. 
Jonn mene = oo oe Jackson St. Products Preferred. Inc., 47 Kemble 8t 
as 


’ . Boston, Mass. 
Mitehell Love 712-16 Ne. 16th St. Paul R. Spencer Co 
Philadelphia, Pa. Denver, Col 
Johan G. Kelly, Ine., 24-14 Bridge Plaza Seuth 
Long Island City, New York 
Canadian Distributors: 
W. H. Cunningham & Hill, Ltd., 269-271 W. Richmond St., Toronto 2, C»nada 


AMERICAN MOLDED PRODUCTS SALES COMPANY C1 zesers tee 








Every rope user should learn to conserve rope—a vital “tool” of war. 
The Rope Conservation Campaign booklet, “The Rope You Save Fights 
For You," will tell you how. Copies will be furnished upon request. 


THE HOovVEN & ALLISON COMPANY 


SPenners of Fine Cordage Since 18S6.9~ 
>. @ 39.5 6.0): 8fe) 
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RED EDGE - RED EDGE - RED EDGE + RED EDGE « RED EDGE + 


o ge <y 
EPIDEMIC 
DISEASE 

on We 


RED EDGE - RED EDGE + RED EDGE - RE 


« RED EOGE*RED EDGE*RED EDGE* RED EDGE + 
¢ 3903 d3u¥°3903 03¥-3903 034-3903 G3iw 


*® The blood-sucking Anopheles mosquito 
bites—and the dread malaria germ is left 
in the blood stream of its human victim. 

In the mosquito infested jungles of the 
South Pacific malaria has infected our fight- 
ing men—putting them out of action as 
surely as Jap bullets. 

And right here at home... the malarial 
mosquito lurks in many areas of the United 
States . . . attacking the workers on the pro- 
duction lines... . putting them out of action. 

Other insect carriers transmit typhoid, dys- 
entery, anthrax. And the common house fly 
.... bred in filth... equally dangerous as 
a potential disease carrier. . . seriously 
menaces the health of Americans every- 


where. 
Red Edge Screen Cloth is right in the thick \ 


of the fighting . . . on both fronts . . . helping 
to protect the health of American fighting~. 
power and production power and the 
American home. 

Will you help in your sector? Make the 
limited amount of Red Edge Screen Cloth 


we can supply you go as far as possible. 


REYNOLDS WIRE CO. Ky DIXON, ILL. 


oe nena 
FOR CIVILIAN USE...RED EDGE 


Self-Measured Screen Cloth 
in the Round Package 


is now manufactured in widths of 24, 26, 28 
30, 32, 36, 42 and 48 inches—in 12 and 
16-mesh Black (painted) — and 16-mesh 
AluminA (electro-plated with zinc)—for the 
duration... subject to further limitations if 
necessary. 
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NOW YOU’LL SELL 
MORE DUCO CEMENT 


Over 10,000,000 messages 
each month will help swell 
your sales volume 


In these leading national magazines, 

Duco Cement advertisements now are seen 

every month by your customers; by those 

who want to make the old things do by 

; CEMENT Pin : repairing broken articles now hard ty re- 
kae"s ; place... by the model builders ... . and by 
’ the hobbyists doing wood working, leather 

crafting, and the dozens of other home 

occupations that call for Duco Cement. 


This program means a bigger demand 
than ever for Duco Cement ,... and that 
means extra profits for you! You can rec- 
ommend Duco Cement for almost every- 
thing. It strongly binds wood, china, 
crockery, glass, leather and metal. It’s 
clear, waterproof, flexible. Easy to use— 
dries quickly—joins permanently. 

Tie in with this Duco Cement adver- 
tising. Display Duco Cement prominently 
on your counters . . . see how quickly 
a reminder sells it . . . how quickly profits 
mount up. Check your stock—and order 
Duco Cement from your jobber, whole- 
saler or warehouse now if your supply is 
low. E. I. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. 


POND 


Q86. U.S. pat. OFF. 


REG. U.S PAT OFF 
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KNOWN FOR QUALITY THE WORLD OVER 


About a century has passed since John Lucas produced his first batch of 
paint in an old grist mill at Gibbsboro, New Jersey. The people in his com- 
munity soon recognized the superior quality of John Lucas’ product, and 
it did not take long for his reputation to spread. In time, Lucas Paints were 
in demand in nearby states, then throughout the United States, then in 
foreign countries. Today, Lucas Paints are recognized for their quality 
in 51 countries all over the globe. 


Down through the years, Lucas has recognized, too, the importance of sell- 
ing helps for its dealers. That’s why Lucas is known and looked up to, not 
only for the quality of its paints, but also for the many live merchandising 
and business-building ideas it originates for Lucas dealers. 


Quality products and original merchandising ideas make Lucas Paints 
doubly easy to sell. And the Lucas quality that brings customers back makes 
the Lucas line profitable! Write TODAY for information regarding the 
Lucas Paint Franchise in your neighborhood. 


The Paint Line That Has Everything! 


Ke: 


JOHN LUCAS & COMPANY, INC. ee om + PHILADELPHIA, PENNA. 


OFFICES, FACTORIES, WAREHOUSES IN PRINCIPAL CITIES 
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Flexscreen 
NEW FEATURES 


STRONGLY 
PROMOTED 


will PLUS your 
SALES and PROFITS 


Watch for Flexscreen, prewar’s fastest-growing fire- 
screen. BEAUTIFUL—fire spark curtain of flexible, 
woven mesh. CONVENIENT —Unipull. POPULAR. 
Future Flexscreen, NEW BUY-REASONS. Available 
immediately upon removal of production restrictions. 


BENNETT 


THE SAFETY FIREPLACE CURTAIN 


THE BENNETT COMPANY = Fireplace Division 
é NORWICH NEW YORK é 














No. 4143 Z 
Swivel Mirror 
Vanity Set 


Entire front, sides 
and top mirrored. 


10% inches wide, 6% inches deep, 8% inches high to top of 
mirror. All white mirrors, with blue ‘mirror trienanioge. Two 
small top compartments, one large bottom drawer, 9x6 
inches, 2% inch deep. $28.80 per doz. % doz. smallest 
quantity sold, weight: 48 lbs. to the doz. 


In three doz. lots $27.00 per doz. 


No. 4086 Z 
Fashionable 
Letterholder 


Refined, Cultured, 
Elegant 


5 inches wide, 4 inches high, 6 inches long, made of black 
walnut with felt pads, partitions made of fine, clear, strong 
glass, hand engraved, with smooth round edges. Boxed in- 
dividually, % doz. smallest quantity sold. 
$18.00 per doz. 

Weight 12 Ibs. to the doz. 

We carry a tremendous assortment of GIFT GOODS, ranging in 
price from $1.80 to $90.00 per doz. Complete set Z of illustrated 

price lists mailed to any hardware store on application. 


Se 115-119 Z 
LEO KAUL cence 


South Market St. 
Chicago 6, Ill. 








a 


% ter, brick, wooed, 
concrete, etc. 


4 Pint 25° 


CENTRAZ Brick Point 


fire brick joints 
i in fireplaces 
and furnece 


Ze 


Cement Fleer 
Cleaner... 


++ for removing 
oils and greases 
and paint from 
cement floors. 


rine... 49° 


higher 
ORDERS OF 12 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT 
A READY MARKET— ATTRACTIVE PROFITS 
CENTRAZ Products ore nationally distribyted — Ask your Jobber or write 


CHRISTY COMPANY, INC. 


1417 PINE STREET . . ST. LOUIS 3, MO. 








Quick Sellers :GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 





LINOLEUM 
PASTE 


use 

for laying and 
patching. Also 
on drain 


ig boards and stair 
treads. 


Packed: 
Pinte—Quarts—Gallons 


The Old Reliable 





CONSUMERS 
CRACK 
FILLER 


OR WOOD PUTTY 


Mixes smooth, 
dries hard and 
stays put — will 
not chip, crack, 
shrink or peel. 
Fills holes, cracks or breaks 
in wood, stone, etc. 
S-oz. and 1-lb. cartons. 





Packed 1 gross to the ense. 











CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS [18] MISSOURI 
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WINCHESTER 
batteries give fp hityai light 


right on the mark 


Today, that mark is Victory. And this means no 
Winchester flashlights and precious few batteries for 
you. First, because it’s no secret that they’re made of 
“critical”? materials. And second, because those that 
we do make are urgently needed for war work in vital 
war industries. Tomorrow, with peace, you can have 
all the Winchester flashlights and batteries you want. 
Winchester Repeating Arms Company, New Haven, 
‘¢ Conn., Division of Western Cartridge Company. 
UNUSUAL LIGHTS THAT aii 


SERVED MAS eee A : WHEN THE LIGHTS GO ON AGAIN 


rich Doodoe nuts are strung 
one above another on palm stalks , 
The top nut ts lighted—burns 
through—lights the next one Y eae EN 
Cont this with the long hours - WATCH 
et-fast ight from Winchester *tSa5 \ 
a 


ghts and batteries 











In a “newsy” way, these unusual ads, appearing NOW in leading national 
consumer, farm, and outdoor magazines, hold for you the market you have 
built up for Winchester Flashlights and Batteries and help to create new 
customers for you after the war. Winchester Repeating Arms Company, 
New Haven, Conn., Division of Western Cartridge Company. 


WINCHESTER 
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TOOL MAKER 


MILLERS FALLS 


FOR THE TOOL-MINDED 


It’s an American trait that is helping to win 
the war . . . this being tool minded. Even 
though we may not make our living at it, 
most Americans know how to handle tools 
... and demand good tools. 

Tops in tool making for a tool-minded 


nation is Millers Falls. That familiar trade- 


mark is a guarantee of dependability, dura- 


FOR EXAMPLE . 


PRECISION 
TOOLS 


Calipers and 
Dividers 


Feeler Gages 
Surface Gages 
Micrometers 
Depth Gages 


Combination 
Sets 


Steel Rules 


Center Gages 


Screw Pitch 
Gages 


MILLERS FALLS COMPANY — 


42 


bility and precision. Most items available 


for prompt shipment . . . Check your stock 


and order now. 

Millers Falls quality line includes planes, 
hack saws, levels, precision tools, hand and 
breast drills, screw drivers, portable elec- 
tric tools, mitre boxes, auger bits, braces 


and many other items. Details on request. 


GREENFIELD, MASSACHUSETTS 
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. .. because it’s easier to use 
and gives a longer-lasting point 


Simonds Cross-Cut Saw Files are specially 
designed to maintain the proper shapes of saw-teeth 
and gullets...imparting new-saw efficiency to resharpened 
saws, with a minimum of time and effort. Equal width from heel to point 
gives added cutting surface for longer wear...and also gives the saw-tooth a 
keener, longer-lasting point. 

Simonds Red Tang Files cut with unmatched ease because the file-teeth are designed like the 
teeth of Simonds Metal Saws... they bite in and roll off long, uniform chips, instead of merely 
“scraping the surface”. That’s why file-buyers and old hands in the filing room ask for Simonds 
Red Tang Cross-Cut Files. They know that these Red-trade-marked files are made in only top 

quality, to give them top performance and value. Order from the nearest Simonds office. 


SHORTEN THE WAR...BUY BONDS! 


Branch Offices 1350 Columbia Rd., Boston 27, Mass. * 127 S. Green 

St., Chicago 7, Ill. « 228 First Ave., Sam Francisco 5, Calif. « 311 S. W. 

Fitst Ave., Portland 4, Ore. * 520 First Ave. So., Seattle 4, Wn.e 31 W. 
Trent Ave., Spokane 8, Wash. 


PRODUCTION 
TOOLS FOR CUTTING 
METAL, WOOD, 
PAPER, PLASTICS 
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YU, come a daly when washing towels will be sim 
plified to “put “em in—eet the diale—take tem out!” They'll 
come out 84Y and Juxurious, made eoft and fresh by the 
Westinghouse Laundromat. 

This postwar appliance, already tested in twenty-five 
thousand homes, has proved that it can make dreams come 
true. Its operation is completely automatic—it fills itself with 
water, washes, rinses, spins amazingly dry, shuts itself off. 

Yes, the day will come when Westinghouse, maker of 
30,000,000 worthy appliances. will give you this entirely 2e¥ 
and patented method ing. is why the 


Laundromat js worth waiting and sa 


; € a 
estin ouse } unoml 


Plants io 25 Cities --- Olfices Everywhere 


48-po9e Home u 
hme service of West 
namics Np nie. « Tone in on John Charles Thome* prestinghout? Program: 


NBC, Sunday. 2:30 P. Me~ e”.t. 








ra ccagutreaee 
Fy i At rh in, 


- i) 
lliiimeinel 
= : HIVES ’ 


Perhaps we’re biased! But we believe this major adver- 
tising campaign, TO START IMMEDIATELY, on the 
Westinghouse automatic washer—the Laundromat— 
is the season’s biggest news in the appliance industry. 

The Laundromat is typical of the kind of postwar 
electric appliances Westinghouse will offer. It’s a revo- 
lutionary product—patented in its method of operation 
—daring in design—outstanding in efficiency. But it’s 
far past the blueprint stage. It has already proved 
it can make dreams come true—for today 25,000 
Laundromats are operating in American homes in just 
a few territories, and all sold before Pearl Harbor. 

You’ve wanted dope on postwar plans. The public 
wants information on postwar products. So we believe 
this is the time to release dramatically some news 
of what consumers can expect in the postwar world... 


DARENES.... 


not the day the war ends, but in the years that follow. 

There is another big reason for this Laundromat 
campaign. Notice the ad closely. It helps on a much- 
needed wartime job that Uncle Sam wants done—the 
conservation of clothes and textiles. So each Laundro- 
mat ad gives laundering information on specific cloth- 
ing or textile articles—rayons, colored clothes, men’s 
shirts, slip covers, curtains, and others. This adver- 
tising not only gives postwar news but advice that’s 
needed right now. 

Starting on April 7, ads like the one shown here will 
appear in 4 colors in top-flight magazines. Laundromat 
“commercials” will be on the air in our “Top of the 
Evening”’ Blue Network radio program. And, further 
news of this new Westinghouse promotion will be 
released early in May. 


BETTER CARE @ LESS REPAIR 


:30 P.M., E.W.T. 
WESTINGHOUSE PRESENTS: Them a oie groning’, Blue Network, eg ea. Fri 10:15 P.M., E.W.T. 
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The new, improved J&J 
RAPID-FLO Fibre Bonded 
filter disks are today provid- 
ing added safety on dairy 
farms from Coast-to-Coast. 
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CLEAN MILK 
PRODUCTION 
Every Day 
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@ Like most manufacturers we are thinking and 
planning post-war improvements. But after-the- 
war developments in milk filter media can’t help 
the dairy farmer today when, as never before, we 
need every ounce of milk that can be produced. 


A New High in Safety 
Fibre separation (channeling and washing) ...a com- 
mon fault in old-style filter disks, and a frequent 
cause of rejected milk . . . has now been overcome by 
the new, exclusive JaJ Fibre Bonding process. 
Well informed dairy farmers have preferred 
RAPID-FLO for years. Now fibre bonding adds a 


new all-time high in safety and reliability . . . Post- 
war quality at no extra cost. 


Help the Drive for Clean Milk 

You can help clean milk pro- 
duction by providing your cus- 
tomers with the vital double 

rotection of JaJ RAPID-FLO 
Disks: 1. A safe, efficient filter 
for removing dirt which may 
get into milk in spite of all pre- 
cautions. 2. A reliable basic 
check-up on sanitary precau- 
tions for producing clean milk— 
the farmers’ own sediment test. 


FILTER PRODUCTS DIVISION 


f 4949 W. 65TH STREET { CHICAGO 38, ILLINOIS 
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DATOM'S FAMOUS HEAT-RESISTANT GLASS ROASTERS 


For Rapid Turnover — New Profits 


PROMPT DELIVERY! 
* Heat Resistant: 


Every item laboratory tested; guaranteed 
for one year against breakage by heat. 


* Modern and Timely: 


Of non-priority, crystal-clear glass. 


* Practical Seller: 


For the duration—and after. 


* Popularly Priced. 





No. 16 OVAL DOUBLE ROASTER 
Interlocking side handles. 

Capacity: 1242 tb. roast or 1012 Ib. fowl. 

Length: 16”. Height: 6/2”. Packed individually. 

3 double roasters to carton. 

Note: Each single piece serves as open roaster. 


No. 55 STREAMLINED ROUND ROASTER 


With heat-sealing cover. 
Capacity: 6 Ib. roast. Diameter: 10”. Height: 7”. 
Packed individually. 8 roasters to carton. 


No. 14 OBLONG DOUBLE ROASTER 
Interlocking side handles. " 

Capacity: 912 Ib. roast. Length: 152”. Height 512”. 
Individually packed. 3 roasters to carton. 

Note: Each single piece serves as open roaster. 


No. 12 TRIPLE-UTILITY ROASTER Also a large assortment of glass serving platters, 
Cover may be used as warming dish or serving platter. 
Capacity: 6 Ib. roast. Size: 1342” x 844” x 5%”. 

Packed individually. 8 to carton. mailboxes, etc. 


glasseroles, coffee makers, refrigerator trays, 


Write for further information and price THE D ATOM co. 


lists. 200 Fifth Avenue, New York 10, N. Y. 
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AT LAST—a product you can offer with assurance when 
Get the most out of , customers ask: “What can I do to get rid of moths?” 
this big market with Tests prove one easy application is enough. Don’t miss; 
the product that have PERMA-MOTH ¢his spring—for good volume, fast turnover, 
full profits and customer satisfaction. Write for full information. 


DOES THE JOB! O-Cedar Corp'n, 2246 West 49th Street, Chicago, Illinois 





POLISHES e WAXES « CLEANERS « POLISH MOPS « DUSTERS 
r MOTH PROOFING PRODUCTS « SKIN PROTECTIVE CREAMS 
POLISHING CLOTHS « INSECTICIDES 
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SELL ALL 3 


_ INSECTICIDE LEADERS 


l. TAT ANT TRAPS 


America’s original, best-known and leading ant 
trap, still available with genuine THALLIUM 
SULPHATE, world’s finest medium of ant control. 


DESTROYS 
“ANTS 


FAIR TRADE 


RETAIL 25¢ 








Guaranteed to destroy both sweet and grease- 
eating ants. Don’t risk your customers’ good-will 


Dealer cost $2.00 des. 
in compact, attractive 
display carton. 


by selling inferior substitutes. 


Prevents insect bites. 
gnats, chiggers and flies. Last year’s BEST 
SELLER to millions of soldiers, Victory garden- 


INSECT 
2. TAT REPELLENT LOTION 


Repels mosquitoes, 
RETAIL 


ers, campers and fishermen. An even more 


spectacular seller this year. 
bottle can’t spill. 


Shaker - type 
Packed in in- 


dividual self-display, one doz.to 


carton. 


3. TAT 


Offers swift, safe and sanitary control of roaches. 
Same size as TAT Ant Traps, but contains foods 
One dozen to 


especially attractive to roaches. 
display carton. 


ROACH 
TRAPS 


RETAIL 


Dealer cost $2.00 doz. 


JUMBO SIZE 
Dealer cost $2.80 doz. 


THREE OTHER TIMELY ITEMS, priced for profits, are still available for prompt ship- 


ment—first come, first served! 


CANVEX—A pigmented compound for waterproofing 
and protecting canvas. Preserves and beautifies awn- 
ings, convertible car tops, beach umbrellas, sails, 
canopies, etc. Available in clear and 7 sunfast colors. 
From pints to gallons. 


STRIPSOFF-—For removing wallpaper. Really gets 
water in back of the paper instead of on the floor. 


Saves hours of hard work. Attractive SELF-DEMON- 
STRATOR sent FREE to all Dealers stocking STRIPSOFF. 
From 2 ounces to gallons. 


TAT MOLE BAIT—Whole raw peanuts especially 
treated with Thallium Sulphate—the best known 
method for eliminating destructive moles. From 15¢ 
packages up. 


SOILICIDE LABORATORIES %ou'%< 
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Dealer cost $2.52 dor. 


FILE QUIZ 


—for hardware folks, in the 
interest of good service to cus- 
tomers. Compiled from infor- 
mation contained in“File Filos- 
ophy,” the 48-page Nicholson 
book on the history, manufac- 
ture, kinds, use and care of files 
in general. Especially helpful 
to the newer hardware store 
employees. 

FREE COPIES OF “FILE FILOSOPHY.”* 
_ many do you need for your staff? 


FREE REPRINTS OF THIS PAGE — 


if you want them. 
NICHOLSON FILE CO. - 25 Acorn St 


PROVIDENCE 1, R. 1., U. S. A. 
(Also Canadian Plant, Port Hope, Ont.) 


AVaz <== = 


Here are ten of the more commonly known file types. Every hardware 
store clerk should be able to identify them—by their shape, cross 
section and cut of teeth. Check your “score” against these ANSWERS. 
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ACCO CHAIN REPAIR LINKS 
NOW AVAILABLE IN 6 SIZES 


@ Your customers will thank you for reminding them to 
buy Acco repair links for chains. They’re the handiest 
gadgets men can carry in their tool kits or pockets. 

With these repair links they can repair broken chain 
strong and safe in just a few minutes. Or they can join 
odd lengths together. That’s a big advantage at a time 
when every bit of chain is more valuable than ever before. 
It saves useful material and makes a limited supply of 
chains go farther. 

American Chain repair links are cold-forged from rolled steel. Long, tapering laps make a smooth 
assembly. Links can be closed cold or heated for welding. Easy to close and they stay closed. 
Bright smooth finish. 


OTHER POPULAR SEASONAL ITEMS: American Chain is also supplying its wholesalers (under 
existing limitations) with the following chains, which are in great demand at this season: Cow Ties, 
Tie-Outs, Halter Chains, Pump Chain, Sash Chain, and 2/0 Tenso. Deliveries are also being made 
on Campbell Cotter Pins. 

AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 





he ESSENTIAL PRODUCTS... .TRU-LAY Aircroft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys 
HAZARD Wire Rope, MANLEY Auto Service Equipment, MARYLAND Bolts ond Nuts, OWEN Springs, PAGE Fence, Shaped Wire, 
Welding Wire, READING-PRATT & CADY Valves, READING Stee! Castings, WRIGHT Hoists, Cranes .. . In Business for Your Safety 
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‘More Selective Distribution” and 
Simplification in the Post-War Era? 


OR about two. years 
there has been consid- 
erable discussion and 

speculation regarding _ post- 
war hardware industry polli- 
cies, especially in connection 
with “more selective distribu- 
tion” and simplification. All 
too frequently, these two very 
closely allied ideas have been 
considered without real 
thought as to their true rela- 
tionship. In principle, they 
are both premised on the same 
kind of facts: the first applied 
to distribution arrarigements; 
the second applied to scope of 
production. 

Both procedures are based 
on an anlysis of sales experi- 
ences and records. A manu- 
facturer finds a very high per- 
centage of his profitable trade 
sales going through a rela- 
tively small number (among 
the total) of the distributors 
he has been selling. He dis- 
covers what might be called 
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“borderline wholesalers,” 
large retail outlets handling a 
substantial volume and _ out- 
right wholesale customers who 
perform a function of selling 
his goods, primarily, for re- 
sale to consumers. He de- 
cides to concentrate his direct 
sales distribution through a 
smaller and more profitable 
group (which .might include 
all three types of customers 
mentioned), dropping the 
others. This is “more selec- 
tive distribution.” 


Simplification 

The same producer learns 
that a high percentage of his 
sales is for a restricted num- 
ber of items in his line and 
that many numbers cataloged 
actually represent an_ insig- 
nificant and unprofitable part 
of his total volume. He de- 
cides to concentrate on the ac- 
tive and profitable items which 


account for most of his volume 
and so discontinues the “cats 
and dogs.” This is simplifica- 
tion. 

The underlying principle in 
these two programs isthesame: 
1—concentration of sales 
through those who, profitably 
to the producer, sell the most; 
2—concentration on the items 
in his line which represent the 
major part of his sales volume. 

Theoretically at least, more 
selective distribution with sim- 
plification should materially 
reduce costs and make a 
manufacturer’s line more prof- 
itable and more competitive 
for both wholesalers and _ re- 
tailers to handle, also more 
profitable even under reduced 
margins for the manufacturer. 

Several hardware manufac- 
turers are hinting at more se- 
lective distribution and one or 
two have started to practice it 
in advance of the post-war 
period. But—until more nor- 
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mal production of civilian 
goods is possible, a true ap- 
praisal of its economic advan- 
tages is difficult. Neverthe- 
less, this is a subject very 
much in the minds of many 
hardware manufacturers and 
is being given considerable 
study in their post-war plan- 
ning. 

Simplification is under con- 
sideration in some hardware 
manufacturing establishments 
but by no means does it seem 
to receive as much attention as 
it merits. In fact, many pro- 
ducers are quite outspoken in 
expressing their intentions of 
resuming full pre-war lines 
and adding more numbers to 
their normal lines when it is 
possible to do so. Offhand, 
this seems like a backward 
step. 


Opposite Theories 


Mail order houses and 
chain stores have always 
streamlined their assortments 
of merchandise and have con- 
centrated on the items of a line 
which have the widest sales 
possibilities. Hardware whole- 
salers and retailers generally 
have operated on the opposite 
theory and have handled com- 
plete lines, frequently without 
regard to sales experiences. 
Under war conditions, both 
have disposed of many shelf- 
warmers which they should not 
re-stock. Their inventory in- 
vestment might better be di- 
rected toward more active 
numbers. Under war condi- 
tions, dead stocks have been 
cleaned out and distributors 
have found that many sizes, 
grades, finishes and styles, in 
some lines, were superfluous. If 
both wholesalers and retailers 
decide to maintain streamlined 
inventories after the war, 
manufacturers will have to 
simplify any lines which have 
unnecessary numbers, styles, 
sizes and finishes. 

If hardware manufacturers, 
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in the majority, pursue a post- 
war policy of more selective 
distribution with simplifica- 
tion, both wholesalers and re- 
tailers may properly be ex- 
pected to fall in line and be 
more selective in their buying 
connections. This should also 
produce economies in distri- 
bution and should make hard- 
ware wholesalers and retailers 
more competitive and permit 
them to operate profitably 
even on reduced margins. 


Inevitable Trend 


The thought of reduced 
margins for manufacturers, 
wholesalers and retailers may 
not be very palatable, but a 
trend in that direction seems 
inevitable in the post-war era. 
Competition now existing, plus 
the spread of tire company- 
owned retail stores and the 
great growth of the consumers’ 
cooperatives threathen a lively 
fight for the consumer business 
on hardware and allied lines. 
Mail order branch stores, 
chain stores and even depart- 
ment stores have openly de- 
clared their intentions of in- 
creasing their scope of hard 
lines. These competitors can 
definitely be counted on to 
streamline their operations as 
a major factor in holding their 
costs in line.’ Independents 
must follow a similar policy 
and discard traditions that are 
not part of a sound program 
for being competitive and 
which are not conducive to 
profitable post-war operations. 

Manufacturers, too, will 
face new competition in many 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 98 











hardware store lines. Hun- 
dreds of new production units, 
government -inspired or 
financed, have developed dur- 
ing the war and many of these 
operators intend to try to stay 
in business. The nature of 
their production equipment 
encourages them to think of 
making hardware store mer- 
chandise and many are al- 
ready experimenting toward 
that goal. Some of these 
“war babies” may become 
important potential competi- 
tors in the hardware manufac- 
turing field. They are free of 
inhibitions, traditions,  etc., 
have enjoyed an unexpected 
rapid growth and literally 
don’t know “what cannot or 
what should not be done.” 
Some of these newcomers may 
steal choice customers away 
from hardware manufacturers 
who have not kept their trade- 
relation fences in good repair. 


Survival of the Fittest 


We don’t know when the 
war will be over, but we are 
confident that the post-war pe- 
riod will be lively, interesting, 
revealing, startling and full 
of healthy competitive factors 
greater than ever faced before 
by the hardware industry. It 
will make better hardware 
manufacturers, whole salers 
and retailers, for only the bet- 
ter ones will survive after the 
first rush of post-war pros- 
perity has settled down to a 
more normal tempo. 

We expect more selective 
distribution, more simplifica- 
tion, more concentrated buy- 
ing on a streamlined basis 
and reduced margins to play 
an important factor after the 
war is over. We urge the en- 
tire hardware industry to give 
all of these factors the most 
careful consideration. If this 
is done all parts of the indus- 
try will enjoy bigger, better 
and more profitable business. 
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If you don't see 
what you want 
ASK FOR IT! 


Harry believes 
in Signs.-- - 
and looks ahead 


The local hardware man — let’s call him Harry Brown — took 
a lot of good-natured kidding for a while about those signs of his. 
You know the signs ——- the home-made variety that advise you, 
cheerfully: ‘If It’s Hardware We Have It,” or, “If You Don’t 
See What You Want Ask For It,’’ and the like. 

When Uncle Sam cut into Harry’s business in a big way, folks 
began to speculate audibly about the signs and just what they 
meant. And Harry, being only human, was sometimes tempted 
to take them down... send 

But there was a stubborn streak in the hardware man. Besides, 
his signs did mean something — to him. Not literally, of course, 
but as a symbol. They were a reminder not only of the past but , 
of the future — and he was looking ahead. They were a promise 
of things to come — Ais way of keeping the flag flying —- and 
so he explained them to folks who asked. 

Before very long those signs will resume their original meaning 
for Harry — and for you. And to hardware dealers everywhere, 
who have kept the flag flying in countless ways, ILCO pledges 
earliest possible delivery of its war-proven line as soon as our 
government gives the word. 


v a z 


You can still buy ILCO Security Hatdware for war essential needs, 
under WPB-547. Such orders will receive our best attention, and we will 
gladly assist you toward interpreting priorities. 20 


Independent Lock Company 


Fitchburg, Massachusetts 
Branches in All Principal Cities 
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Concentrated Purchasing Will Aid | | 


N. F. VAN HOOGENHUYZE 


1 HAVE read many 


articles about post-war planning 
in both business papers and news- 
papers and | have attended many 
conferences discussing post-war 
problems. After summarizing it 
all, I am not alarmed about the 
future of the wholesaler or retailer 
of hardware. I feel that both the 
wholesaler and the retail dealer 
will have to work out their own 
individual problems. 


Fundamentals Unchanged 


The one important fact to re- 
member is that the fundamentals 
of business are the same as they 
have always been and they will 
continue to be the same. A suc- 
cessful firm uses sound principles 
of business and plans its opera- 
tions in a progressive spirit but 
uses caution so that it can readily 
adapt its program to changing 
conditions. Our firm has always 
used this plan and will continue 
to use it. Every year since we have 
been in business, our desire has 
been, each year, to reduce our 
cost of doing business and to in- 
crease our annual sales and net 
We have steadily main- 


We have en- 


profits. 
tained this goal. 


“They shall beat their swords into ploughshares, 


Dealers who purchase from a few sources will 
be able to reduce time spent in buying and 
devote it to planning and selling. Both the 
wholesaler and retailer will have to work 
out their individual problems after the war. 


deavored to give the dealer the 
best possible service. One of our 
mottos is—‘Service can not be 
bought and it can not be sold—it 
must be given.” 

We study our dealers’ problems 
in every territory, and try to have 
the merchandise each territory 
needs. We also impress upon the 
dealer that we are carrying a large 
stock of repair parts for him te 
supply his customers, and that by 
being able to supply the consumer 
with these parts when needed, both 
he and ourselves are performing 
a function that chain stores and 
streamlined houses are not per- 
forming. We make a special point 
to know our dealers and let them 
know that our main thought is to 
assist them in progressing in their 
business. 

I realize that our dealers will 
have lots of new competition after 
the war is won but our plan is to 
assist them in meeting this com- 
petition in several ways. One is 
by studying their problems and 
helping them in increasing their 
sales, by showing them that they 
must carry a more complete as- 
sortment of lines of merchandise 
so that the consumer will be able 
to select what will suit his pur- 
pose best and what the consumer 
is planning to buy. As an exam- 
ple; a dealer who has been carry- 
ing stoves to retail up to $29.50 
will be able to increase his sales 
as well as satisfy a customer if he 
also has $69.50 stoves on his floor. 
Some dealers have hesitated stock- 
ing the higher price stove former- 
ly, therefore a big problem before 
the wholesaler is to convince the 


retailer to have better assortments 
of merchandise, as the consumer 
is ripe to continue buying from 
him. 

Habit is one of the most impor- 
tant things in life and people buy 
where they are in the habit of 
trading. The shortage of gasoline 
and tires has put the small towns 
and the small dealers in a position 
to get back a large volume of the 
sales which they lost to the larger, 
cities and chain stores. Now, if 
they will take advantage of what 
they have gained they will retain 
a large share of these sales. 


Aggressive Salesmen Needed 


The hardware wholesaler must 
have aggressive salesmen, sales- 
men who will be able to keep the 
retailer enthused so that he will be 
able to see the possibilities in his 
business. The retailer must have 
better trained salespeople and he 
must spend some time training 
them. He must sell his employees 
on the fact that the retail hard- 
ware business is a good business 
to be in and that it has a future 
for the person who will work, 
study, plan and who is aggressive. 

Many think that high quality 
merchandise will continue to be 
more in demand than the low or 
medium price merchandise. I feel 
that while we will have a normal 
sales on the high price merchan- 
dise, the low price and medium 
price merchandise will be what the 
wholesaler and retailer will get 
his large volume of sales on. For 
example; the 10-cent package of 
razor blades sales volume became 
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Dealers in the Post-War Period 


By N. F. VAN HOOGENHUYZE 
President, 
Wm. Van Hoogenhuyze 
Hardware Co., 
San Antonio, Texas 


large because more people had 10 
cents in their pockets to buy razor 
blades than had 25 cents. The 
articles that will be bought by the 
consumer to be used occasionally, 
such as pliers, hammers, saws, 
padlocks and many others, will 
have large sales volume in the low 
price bracket. 

We have always sold manufac- 
turers’ standard brand merchan- 
dise and we plan to follow this 
policy. We also advocate that our 
dealers buy standard brands be- 
cause the manufacturers have ad- 
vertising programs with which the 
wholesaler and retailer can tie up. 

We have always advocated that 
a dealer concentrate his purchases 
with a few wholesalers and when 
normal times come again we sug- 
gest that dealers follow that meth- 


od. We have always followed the 
method of concentrating our pur- 
chases and have found it profit- 
able. If the dealer follows this 
policy he will find that it will re- 
duce his time in buying and give 
him more time in planning and 
selling. 

We feel that a wholesaler should 
have a post-war plan at this time, 
therefore we are actively selling 
post-war orders. We use a differ- 
ent color order sheet from our 
regular orders so that we can 
readily identify it. 

There will be many young men 
who will return home after the war 


is won and go in the retail hard-’ 


ware business. These young men 
will be trained to think, they will 
be full of enthusiasm, they will 
have vision and they will be de- 
termined to succeed. This will be 
one of the problems with which 
the retailer will have to cope, but 
there will be a place for both be- 
cause America is a young, vigor- 
ous, healthy growing nation made 


* * * 


Hardware Age 
Post-War Forum 


“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


up of small businesses which have 
made it the greatest nation on 
earth. 

Free enterprise, coupled with the 
incentive to prosper, will make the 
hardware business—manufacturer, 
wholesaler and _ retailer—continue 
to grow and prosper and will make 
better merchandise, that can be 
sold to the consumer for less 
money. 


Start an Up-to-Date Prospect List Now 
For Post-War Radio and Appliance Sales 


In addition to well known appliance items, 

frozen food cabinets; room coolers, garbage dis- 

posal units, etc., will enjoy wide demand. Early 

post-war models not radically different. Really 

new models won't come until months after end 
of war, says J. H. Rasmussen of Crosley. 


J. H. RASMUSSEN 
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L, is none too early to 


start to get prepared for the tre- 
mendous post-war market in radios 
and major household appliances 


that will get under way as soon as 
civilian production is again per- 
mitted, probably before the com- 
plete cessation of hostilities, de- 
clared J. H. Rasmussen, commer- 
cial manager. The Crosley Cor- 


and their spears into pruning hooks.”..... ii. 4: Michah,1V,3 











Join the Hardware Age Post-War Forum! 


Life will proceed at a faster tempo and business conditions will be 
greatly changed “When the war drums sound no longer, and the 


battle flags are furled.” 


Post-war prosperity will be inevitable and 


every branch of industry will endeavor to make the most of it. Com- 
petition will be keener than ever it was in the past and many new 
phases will enter into the business of distribution. It will be a time of 
change and all branches of the hardware business — manufacturers, 
wholesalers and retailers—should formulate their plans for the busi- 
ness that will await them after the war. They should start planning now! 


The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute 


your ideas upon this vital subject. 





poration, Cincinnati, before the 
Minnesota Hardware Dealers’ As- 
ociation at Minneapolis, Minn., 
on Jan. 20, 1944. 

Mr. Rasmussen urged hardware 
dealers of Minnesota and nearby 
states, who may have lost their 
identity as radio and major house- 
hold appliance dealers in the past 
year or two, to start identifying 
their stores as radio and appliance 
stores now—1in preparation for the 
time when products are available. 

“Certainly, it is not too early to 
start an up-to-date prospect list,” 
he asserted. 

In addition to electric refrigera- 
tors, washers, radios, and other 
household products that were 
being made before the war, there 
will be a greatly-increased busi- 
ness in new major appliances that 
were just getting started when 
war came. “Frozen food cabinets 
probably will be in great demand 
when production is permitted,” he 
said. “The room cooler was just 
beginning to come into its own in 
1941. Forecasts for post-war man- 
ufacture of room coolers vary from 
100,000 to 250,000 a year but, 
with the right unit at the right 
price, sales might mount to a mil- 
lion a year.” 

Other untapped markets, which 
may be expected to develop after 
the war, include electric kitchen 
cabinets, garbage disposal units, 
electric dishwashers, etc., he 
pointed out. 

“Some types of metals are now 
being made available for civilian 
production and the man-power 
log-jam is beginning to ease be- 
cause of some reduction in certain 
types of war production, like small 
arms, ammunition and tanks,” Mr. 
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Rasmussen said. “As a _ result, 
many authorities are predicting a 
sizeable increase in certain civilian 
production which will get to mar- 
ket before mid-1944. At Crosley, 
despite our record volume in 1943, 
we still have unfilled orders for 


‘more than a year’s production in 


war material, of which a substan- 
tial portion is signal equipment. 

“Greater efficiency has made it 
possible for us to produce greater 
quantities of war material in De- 
cember, 1943, than we were pro- 
ducing in mid-1943 and with 
fewer employees. 


Planning for Expansion 


“We are now laying our plans 
for further expansion of our busi- 
ness to prepare for the tremen- 
dous markets which we believe 
will exist after the war. All of our 
plants have been completely mod- 
ernized, and the most modern 
equipment and machines have been 
installed. Additions have been 
built and new properties have been 
added, including our own tool and 
die plant. 

“Millions of American families 
need new refrigerators right now. 
They need the first models to be 
produced which will be from the 
tools and dies last used. However, 
where critical materials were used 
in the last production, there may 
be material substitutions. 

“Sales stimulation will be pro- 
vided by the sharply-improved 
second models, which probably 
will have a normal year’s model 
changes. Still later, the really new 
models, which probably will not 
appear until the final phases of 


the war have been terminated for 


some months, will provide a real 
sales impetus. 

“In the meantime, everyone 
who buys will have obtained a 
sound value, a beautiful and ef- 
ficient refrigerator. Approximate- 
ly the same program will be fol- 
lowed in radio. Undoubtedly, the 
first models to be produced will 
have new designs in wood cabi- 
nets.” 

The speaker pointed out that 
the radio and major appliance 
business has almost limitless op- 
portunities but that it requires a 
greater degree of specialization 
than some others. 

“To be successful, it should not 
be a side-line business, on a hap- 
hazard basis,” he asserted. “Good 
service is a ‘must’ for a success- 
ful operation. Attractive store and 
window display, promotion and 
advertising go hand-in-hand with 
radio and appliance merchandis- 
ing. 

“Inventory investment, the 
amount of floor space required, 
and other factors involved should 
be in relation to the operation and 
the potential of the trading terri- 
tory. 

“Many retailers are today mak- 
ing complete plans for their post- 
war radio and appliance depart- 
ments. Enlarged department floor 
space plans are already being laid 
out. Merchandising programs have 
been developed. Arrangements 
have been made for department 
heads who are to start work sev- 
eral months in advance of the time 
production. will begin. 

“These companies will be ready 
to do two jobs well: (1) to em- 
ploy war workers when their war 
jobs are done and to employ 
soldiers when they return; and 
(2) to establish a radio and appli- 
ance business on such a firm 
foundation that they will secure a 
much larger percentage of the 
business in their communities than 
they have obtained in the past.” 
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Sell 4000 Lhs. of Seed a Year 


Stocklin & Kramer gets results 
from its attractive department 
and eye-catching advertisements 





A DVERTISING, at- 


tractive show window displays and 
an unusually attractive store dis- 
play help the Stocklin & Kramer 
hardware store in Chillicothe, 
Ohio, sell in excess of 4000 lbs. of 
garden seed in the course of a 
year. The bulk of the store’s seed 
sales are to home gardeners, but 
large quantities are also sold to 
farmers. 

Displays are doing their job 
earlier for the firm with at least 
two windows featured for two 
weeks at a time. It is in March 
and up into the latter part of 
August, and sometimes into Sep- 
tember, that seeds really move out 
of the store, attracting some cus- 
tomers from as far away as 20 
and 30 miles. Attractively illus- 
trated seed catalogs furnished by 
growers are handed out at the 
store. The larger and older seed 
customers receive them by mail. 

Advertisements are used three 
or four times a year for seed and 
other gardening needs. Last year’s 
March 18 advertisement, which is 
shown below, is typical of the kind 





More than 140 different kinds of seeds were shown in this compact and 
attractive rear-of-the-store display which in ,itself suggests a garden. 


used for this department. A look 
at the seed display’s attractive set- 
up illustrates further another rea- 
son for the fine volume. 





GARDENING Vicrony 


Help speed victory with a garden. Not only will 
you aid your country but you will help yourself to 
more and better food as “= = estate health 


and a ruddy attractive complex: 


LANDRETH’S GARDEN SEEDS 
BASH’S FLOWER SEEDS (pkgd.) 
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Woodruff’s Lawn Grass Seed 
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This ad, five columns by 4%, in. in size, helped promote Victory Gardens. 
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More than 140 kinds of bulk 
seeds are offered. The neatly ar- 
ranged seed drawers; with illustra- 
tions, of varieties contained in 
most of them, are enhanced by a 
green crepe paper, lattice style 
canopy which gives it a spring 
garden touch. 





ON AVAILABLE GOODS 


59 





































Horse collars and pa 


Left—Raymond Goodall in the 





ds are suspended from the 


A WIDE and varied 


assortment of merchandise appeal- 
ing to the farm trade has helped 
Raymond Goodall, owner of Good- 








ceiling of the store. 


repair shop. Right— Some of the brushes 


carried for all farm purposes. 


Catering to Farmers Swells/ ¢ 


all's Cash Hardware, Harvard, 
Ill., earn a worth while profit dur- 
ing the war time period. Farmers 
come to this store from nearby 
towns and areas to buy, because 
they have heard that it carries a 
large stock of agricultural items. 
They seldom go away disap- 
pointed. 

The farmer who walks into this 
store will be able to see about 15 
to 20 electric motors on hand, a 
sizable assortment of harness. 
large stocks of farm hardware, 
dairy brushes and cleaning com- 
pounds, milk pails, cream cans. 
steel goods, roofing, rope, twine. 
barn brooms and brushes, filter 
disks and other items, all of which 
are needed by farmers. 

There are several ways in 
which Raymond Goodall gets his 
stocks of farm merchandise. In 
the first place, he reads all of the 
war regulations carefully to find 
out what he must do in order to 
obtain priorities for customers on 
certain items, He keeps this data 
in a special folder that can be 
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Left—A variety of eq 





uipment for farmer customers. Right—Upstairs 











display of milk cans and steel goods. 


Ils | Goodall’s War-Time Sales 
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used at a moment’s notice. He 
makes trips to other stores in va- 
rious localities and buys stock they 
cannot sell, stock which he can 
use. In some instances he has 
purchased stock of dealers who 
have gone out of business. 

He does not hesitate to visit his 
jobbers to see what can be had 
and he doesn’t wait for their 
salesmen to come and see him. He 
tries to buy needed items long 
before the actual season, and, in 
this way, usually gets shipment 
when he can profitably use the 
merchandise. By following this 
procedure he was able to buy a 
number of electric motors up to 
1% h.p. so that he had a fair 
stock with which to take care of 
the trade. One recent window 
display contained 15 of these elec- 
tric motors. Mr. Goodall has the 
experience so he can help farmers 
install motors on their premises 
if they can get no other help to 
do it. 

He has accumulated quite a 
stock of harness by purchasing 
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Harvard, IIl., firm follows four 
point program that is bringing 
in traffic and repeat business 


far in advance of his actual needs. large rack of harnesses in a down- 
He has a current display of har- stairs farmers’ store. In addition, 
ness in one of his windows, a he has many horse collars and 





t. 
Milk cans, brooms, rope and other items are stored in the basemen 
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pads in stock which are suspended 
from the ceiling. A long line of 
farm lanterns are also displayed 
from hooks along the ceiling. 

Mr. Goodall’s record is much 
more impressive when it is re- 
vealed that he opened this hard- 
ware store a year ago by buying 
out a former owner. In a little 
more than a year, he has doubled 
the best volume that the former 
store was able to attain and is 
well on the way to a further in- 
crease during 1944. Mr. Good- 
all’s father operates a hardware 
store at Capron, Ill., and Ray- 
mond managed this store for his 
father for many years and thus 
obtained some valuable experi- 
ence. 

McHenry County, in which Har- 
vard is located, is called the 
“Milk County of America,” be- 
cause of the large amounts of 
milk produced there. Thus it is 
only natural that Raymond Good- 
all should have in stock a large 
stock of milk pails, cream cans, 
dairy brushes, washing com- 
pounds, pail disinfectants and al- 
lied items. Dairy brushes are 
displayed on two separate tables 
in the main aisle of the store and 
sell readily when shown in this 
manner. Many brushes for comb- 
ing down cows and horses are 
also carried in stock. 

Farm tools and supplies, rang- 
ing all the way from screw driv- 
ers, tractor and machine wreriches 
to butchering tools, clevises, bits, 
etc., gladden the hearts of farmers 
who come to the store to buy. 
Most of the small tools are dis- 
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Butchering knives 
and other cutlery 
are displayed at 
the front of the 
store where they 
are bound to at- 
tract attention of 
local farmers. 


played in boxes in a step-up ar- 
rangement near the rear of the 
store. 

Milking machines, stoves, and 
other rationed items are also car- 
ried. Mr. Goodall does a large 
business on milking machines and 
is known throughout the. entire 
area for his work on sales and 
service. 

“T certainly am well satisfied 


with the way sales have been go- 
ing at the store,” says Mr. Good- 
all. “Starting a hardware store 
during the war period with its 
merchandising scarcities seemed 
like a risky thing to some of my 
friends, but they are convinced 
that 1 made a wise move. I had 
long wanted to get into business 
for myself, and I grabbed the 
chance to get this store at Har- 
vard. I put the word ‘cash’ into 
the store name so that I wouldn’t 
be bothered with credit problems. 
[ know now that this business is 
going to grow, and I am con- 
vinced we will beat our 1943 sales 
record by the end of 1944, Farm 


goods are available in wider va- 


‘riety and greater quantities now 


and I think the situation will im- 
prove still more. 

“One factor which helped me a 
lot in this store is that I have al- 
ways been willing to help farm- 
ers with their problems, whether 
it is service or information on 
rationing or helping them with 
filling out forms. Farmers appre- 
ciate this kind of service. I real- 

(Continued on page 115) 


Novel Stand Helps Sell Reels 


EINHOLD BROS. HARD- 

WARE, Milwaukee, Wis., has 
a fine fishing supplies department 
up near the front of the store 
where the feature is a novel fishing 
reel and line arrangement on a 
couple of bent rods. Here the fisher- 


man can come up and twirl the reels 
to his heart’s content without taking 
them off the rod. Pilfering cannot be 
done without a great deal of trouble. 
Store officials say that this arrange- 
ment calls a lot of attention to fish- 
ing supplies and helps to sell them. 


KANNAN 


~~» 
’ 





- 


This fixture makes it possible for fishermen to spin the reels to 
their hearts’ content and puts them in a buying frame of mind. 
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Growing Plants Add New Volume 
To Davis’ Seed Department 








A VARIETY of 


growing vegetable, plants and 
flowers add new volume and at- 
tract new customers to A. L. Davis’ 
Son, Inc., Binghamton, N. Y., dur- 
ing the early spring and summer. 
Literally, hundreds of “flats,” flat 
boxes holding 100 plants, are 
handled during the course of the 
season which for this type of 
product is quite short. 
Tomato,cabbage, pepper, onion, 
broccoli, cauliflower, and head let- 
tuce plants are carried. Boxes of 
these plants are displayed on flat 
tables near the seed department 
toward the rear of the store. In 
addition to these vegetable plants, 
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Binghamton, N. Y. firm buys them 
from local greenhouse and finds 
they help build store's traffic 


geranium, petunia, and several 
other varieties of flowers are car- 
ried in “flats.” 

Growing plants are purchased 
from a local greenhouse. Arrange- 
ments are made with the grower 
to supply so many “flats” of the 
various varieties each day. These 
are delivered early in the morn- 
ing and the entire stock of 
plants is sold during the day. 
Handling growing plants in this 
manner reduces losses to a mini- 
mum and insures fresh, strong, 
sturdy plants. 

This line produces a satisfactory 
margin and adds materially to the 
volume of the seed department. 
It is necessary however, to make 
adjustments on plant purchases 
now and then. Plants become 


broken or damaged in removing 
them from the boxes, no matter 
how careful the salesperson may 
be. Customers may even damage 
plants when they unwrap them at 
home. The company has a policy 
of replacing any plants that cus- 
tomers claim are damaged. This 
keeps the customers’ good will 
and assures their future business. 
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GOVERNMENT 





aM American people 


are justifiably taking part today 
in the superlative performance of 
our industrial and business system 
in producing and delivering the 
sinews of war. Private enterprise 
never before has done such a mag- 
nificent job at so small a profit 
and with less complaint. 

One of the reasons is that men 
have an incentive and understand 
exactly what that incentive is. But 
the great patriotic urge, which is 
the incentive behind our amazing 
effort today, must be replaced, 
after the war has been won, by the 
normal incentive to earn a profit 
and a wage. 

Any sound post-war domestic 
program must contemplate: 

(1) The production of goods 
and services at a level sufficiently 
high to occupy all who wish to 
work and are able to do so. 

(2) A national income ade- 
quate to purchase such products 
and to service and amortize our 
national debt. 

Responsibility for the attain- 
ment of these objectives rests upon 
government, management, labor, 
capital and agriculture, but it is 
the responsibility, first, of govern- 
ment, representing all the people, 
to formulate the policies under 
which our national economy can 
function best. 

I am going to suggest certain 
measures which I consider essen- 
tial to an orderly conversion from 
war to a sound, prosperous peace 
economy. 

l. First, and foremost, we 
should accept as a guiding prin- 
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The Opportunity for Risk Capitol 


A 12-Point Program for Post-War 
That Will Put Needed Capital to Work 


By EMIL SCHRAM 
President 
New York Stock Exchange 





EMIL SCHRAMM 


#7 

Mr. Schramm was born in 1893 in 
Peru, Ind., and after graduating from 
high school became manager and 
later owner of large tarming interests. 
In 1933 he entered the Reconstruction 
Finance Corporation and was elected 
chairman of the board in 1938. In 1941 
he became president of the New York 
Stock Exchange, a position which he 
still holds. 


ciple the fact that ours is still an 
expanding, a dynamic economy, 
not a static and mature one. 

2. In the post-war period our 
government should nourish the 
profit motive, not merely toler- 
ate it. 

3. Our tax laws should recog- 
nize the urgent necessity of build- 
ing reserves adequate for financ- 
ing not only the change-over to 
peace-time production but, also, 
for the enormous expansion which 
will be required to satisfy the post- 
war requirements of our people. 

4. We should have explicit as- 
surance that excess profit taxes 
will be discontinued upon the ter- 
mination of the war. 

5. The fact should be clearly 
recognized, in appropriate amend- 
ments to our tax laws, that peace- 
time risk is taken for the sake of 
profit; that neither business man- 





agers nor private investors will 
assume financial risk without an 
opportunity to realize and retain 
legitimate profits. 

6. Restrictions which tend to 
retard industry and which will 
prevent healthy post-war expan- 
sion be removed or relaxed with- 
out impairing desirable govern- 
mental protection. 

7. Business and labor should be 
able to deal with each other with- 
out having the cards _ stacked 
against either one or the other. 

8. Arrangements should he 
made for the conclusion of rene- 
gotiation proceedings as speedily 
as possible and a definite and 
sound policy for the cancellation 
of war contracts should be 
adopted without delay. 

9. Congress and the executive 
departments should decide 
promptly upon the policy that it is 
to be pursued in disposing of gov- 
ernment-owned or government- 
financed industrial plants and in- 
ventories. 

10. The method by which men 
and women in the military estab- 
lishment and in governmental em- 
ploy are demobilized should, of 
course, be geared, in so far as 
possible, to the capacity of private 
enterprise to absorb them. 

11. The country should have, as 
soon as possible, a clear indica- 
tion of the type of public works 
which the government proposes to 
undertake in the post-war period. 
Public works of a purely luxury 
nature should not be undertaken. 


12. In the reconstruction period 
(Continued on page 97) 
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“aw DEALER LETTER 


‘The summer our chins 
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ACK in ’42 we were glad and 

proud that we had been 
among the first to pitch in to 
help supply the armed forces 
with much-needed military arms 
and ammunition. 


That summer our chins natu- 
rally drooped a bit when we had 
to announce to our friends, 
“Sorry, but this job for Uncle 
Sam is so big that we can’t sup- 
ply you with Remington sport- 
ing arms and ammunition — for 
awhile, anyway.” 


You see, we couldn’t help 
thinking, “For a good many 
years, thousands and thousands 
of our friends in the trade have 
looked to us for the Remington 


1 started to write us friend- 
ly letters backing us up 
100% — letters which went 
something like this: “Sure, it’s 
going to be tough not getting 
any more sporting arms and 
ammunition. But war’s war. Go 
to it! We'll get along somehow. 
And we want you to know 
there’ll be shelf space waiting 
for Remington products in our 
store—whenever you can supply 
them again.” 


Those letters have been an 
example of the splendid Ameri- 
can spirit shown by the hard- 


drooped LOW .. 


sporting arms and ammunition 
—the shotguns and rifles, Rem- 
ington Express shells, Reming- 
ton Hi-Speed .22’s, and Reming- 
ton big game cartridges—that 
have made up a sizable portion 
of their profits. And now we 
have to cut off their supply 
completely, and force them to 
make up that part of their 
profits, if they can, in other 
lines of merchandise.” 


All we could say to these 
good friends was, “We—are all 
out for the war effort, and we 
know you want it that way.” 


Then a wonderful thing hap- 
pened. Almost right away, too. 


gain 


ware and sporting goods trade 
in the present war emergency. 
Suppliers of other war-curtailed 
items have undoubtedly re- 
ceived letters like those, too— 
and discovered that same spirit. 


You can bet those letters 
have cheered us—made us lift 
our chins high again and throw 
out our chests until the buttons 
popped! And we mean every 
word of it. 


We’re proud to be associated 
with such people! Remington 
Arms Company, Inc., Bridge- 
port, Conn. 


Express and Hi-Speed are Reg. U. S. Pat. Off. by Remington Arms Co., Inc. 





By A. G. MEZERIK 


Author and 
Business Consultant 


What About Government) $ 


The time is at hand for us to 
thrash out this problem in our 
own and the national interest 


E VERY time anyone 


begins to talk about the huge prob- 
lem underlying the disposition of 
war-time surplus goods and plants, 
the conversation winds up in a 
dull and astronomical statistical 
maze. So many thousand type- 
writers, thousands of tons of steel, 
train loads of food and millions 


one is “punch drunk” and unable 
to see the down-to-earth human 
needs, desires and fulfilments 
which should be paramount. 

To a soldier, surpluses mean 
help or hindrance in finding a 
job and whether he will be given 
priority to buy the radio and 
photographic equipment he has 
learned to use and love. He sees 
himself set up in a little shop on 


of the things you wear, until every- 


Main Street surrounded by his 











A. G. MEZERIK 


A. G. Mezerik, author of this article, is a busi- 
ness writer with a flair for getting people in 
authority to give the “behind the scenes” pic- 
ture. In Washington, assembling data for this 
article, he spent many intimate hours with 
legislative and administrative leaders directly 
charged with formulating and executing plans 
for liquidating government surpluses: 

He has long been a business consultant, his 
affiliations including food manufacturers, pub- 
lishing firms, the American Standards Associa- 
tion and the American Hotel Association. 


He is the author of one book on equipment 
and purchasing problems and another, dealing 
with the post-war impact on business and in- 
dustrial life will soon be published. His most 
recent articles for magazines have been seen 
in the Saturday Evening Post, Harper's and 
Good Housekeeping. 


This article copyrighted 1944 BNS 








own tools, servicing his community 
with a trade the Army taught him 
and stock the government sold 
him. He visualizes himself riding 
in his favorite car, a G.I. jeep. In 
that soldier’s wonderful world-of- 
tomorrow there are few statistics, 
nonetheless he has concrete, fixed 
ideas about what the war-time 
surplus is and what can be done 
about it for him. 


The Farmer Knows the Jeep 


The farmer has heard about 
the jeep, too—how the little battle- 
car will do anything around the 
farm except milk the cow. His 
short and simple shopping list for 
surplus commodities goes on to 
include out buildings, and home 
repairs to be made from surplus 
barracks and building materials. 

The industrial worker may not 
have a list at all. He eyes the 
plant where he works right now, 
deeply concerned that if it goes 
on the surplus list maybe he will 
be surplus, too. To him an un- 
used factory spells out unemploy- 
ment. 

The manufacturer wants his 
plant to operate. He doesn’t want 
to close down because government 
dumps a product similar to his 
and saturates the market with 
goods sold at a price below his 
production cost. 
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The distributor can see himself 
in the picture clearly. He has 
been on short rations all through 
the war and is eager to let out his 
belt a couple of notches. He wants 
those surplus goods to come into 
his wholesale house or retail store, 


and quickly. 


Do Distributors Fit In? 


With the release of surpluses, 
that vast number of people en- 
gaged in distribution, all share the 
same fear—that speculators, pro- 
moters and monopolists will grab 
the stocks for resale at exorbitant 
prices—or that government will 
dispose of the products directly to 
the consumer, by-passing the 
organized channels. 

None of these worries too much 
about surpluses in the aggregate. 
Each plans in terms of his own 
needs, Each is vitally concerned 
with the prevailing confusion in 
Washington. 

There William L. Clayton, long 
Assistant Secretary of Commerce, 
is now installed as Surplus War 
Property Administrator to imple- 
ment the recommendations of the 
Baruch-Hancock report. There, too, 
the WPB, the armed forces, Trea- 
sury Procurement and Congress 
are well along with plans for get- 
ting surpluses used up. There is 
no disagreement on the size or im- 
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portance of the total disposition 
problem, only on how and for 
whom it is to be carried out. 
When the submarine menace 
was at its height, the Army sought 
to keep a two years’ supply of all 
essentials on hand. The Army 
now can, on finished goods, oper- 
ate with a four months’ inventory. 
While far from achieving this 
goal, the Army Supply Service has 
at least started to find what stocks 
it owns and where they are. Raw 


and semi-finished materials, even 
some finished items, can be util- 
ized by other war agencies. A 
division of the Army discovers an 
oversupply of aluminum, which 
the Navy needs. Or the Army 
finds it has too many blankets on 
hand which the Marines can use. 
UNRAA and the Red Cross, too, 
are buying and stocking up blan- 
kets, sheets, foods and other sur- 
pluses for relief use. 

Items needed for civilian use in 





“All share the fear that government will dispose of the products 


directly to the consumer and will by-pass the organized channels. 
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this country, and that list is long, 
are released to the Treasury Pro- 
curement Division, there to be 
sold for redistribution. Here the 
far-flung distribution apparatus of 
American business should be used 
and while Washington agrees that 
civilian articles should be released 





plus which comes into the market 
in peacetime will do so at the 
expense of employment and pro- 
duction — for what is already 
mined, grown, or manufactured is 
labor already used. Using up 
these surpluses now makes post- 
war employment. 


“Any plan to give one buyer any advantage over 
another buyer is potentially a source of graft.” 


through normal channels, specu- 
lators have enjoyed too many of 
the feasts already offered. 


The Complexities Multiply 

The trouble is that the operation 
is loose, the Army still doesn’t 
know where its surpluses are, and 
the method of distribution is 
neither clear nor much more than 
a wishful expression that specula- 
tors do not grab. Perhaps the most 
intelligent individual program in 
Washington is the review of limi- 
tation and materials orders under- 
taken by WPB. Believing that dis- 
posal of surplus is paramount in 
conservation, WPB is well along 
in surveying all limitation orders 
to discover what materials orders 
are affected by them. 

As this works out, when a sur- 
plus of copper is discovered, the 
Office of Civilian Requirements is 
queried to see where copper in 
necessary civilian articles can be 
used to best advantage. The limi- 
tation on copper is relaxed and 
the materials order amplified. The 
copper surplus is absorbed to the 
benefit of the consumer and the 
economy. It is important to de- 
tail this procedure for in it is im- 
plicit the realization that any sur- 


The Baruch report, Mr. Clayton. 
and Congressmen all realize that 
disposition of surplus commodities 
is in part a war-time problem. 
Confusion arises about how to do 
it so that the results won’t create 
more unbalance in our economy 
rather than less. 


Is Highest Price 
the Answer? 

One difficulty lies in working 
out a method whereby the inter- 
ested parties, particularly in the 
distribution field, advise on how 
and when the surplus should come 
into the market. Another is the 
assurance that the material will 
be available to small business and 
to the consumers who need it. 
Here the human terms suffer in 
the face of the magnitude of the 
surpluses. The Surplus War Ma- 
terial Administrator believes the 
government must get as much as 
possible for the products; which 
means the highest possible price. 
Yet that philosophy precludes dis- 
position of this vast surplus, either 
now or for years to come, on the 
yardstick of restoring a balanced 
economy, the very goal on which 
everybody agrees. 

Visualize a situation where this 
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series of circumstances arises. 
There becomes available for sale 
ten million shirts. The cotton in- 
dustry has at that time the capac- 
ity to produce all the shirts wanted 
in its best markets. Appearance in 
these markets of the surplus shirts 
would glut these preferred markets 
and close down the plants. Mean- 
while in the Mississippi Delta 
there might be a need for shirts 
and less money with which to buy 
them. Would it be better to make 
a differential in favor of selling 
these shirts to those who need 
them, and couldn’t otherwise pay 
for them? Present programs do 
not cope with this problem, yet 
business, labor and farmers might 
all agree to its long-run benefit. It 
is especially important, since sur- 
pluses will include not only shirts 
but many other forms of wearing 
apparel, foods, hardware, trucks 
and transport equipment, medical 
supplies, chemicals, building sup- 
plies, communications equipment. 
and other easily manufactured 
items. 


Who Gets the War Plants? 


The problem runs over into the 
disposal of war plants. While the 
country has a little more time to 
think this through, since most 
plants will not be offered until the 
war ends, policies, as presently de- 
fined or better yet undefined, are 
loaded with dynamite. In the 
solution of this plant question the 
answer to post-war employment 
and prosperity largely lies. Mr. 
Baruch, in his report, and many 
another competent official, includ- 
ing Donald Nelson, agree on that 
but there is nothing programmed 
as yet which meets the situation. 

Here we need to get a quick look 
at the size of the bear we will have 
by the tail. Of fifteen billion dol- 
lars invested in government owned 
war plants, about five billion has 
gone into plants for making ex- 
plosives, guns, ammunition and 
for shell loading—a group almost 
impossible to convert to peace-time 
production. Another five billion 
has gone into the shipbuilding 
and aircraft industries which can- 
not nearly maintain their peak 
war-time volume. This group of 
industries is further complicated 
because every conversion to other 
products in these plants will affect 
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WATER ANYWHERE... 7, 


In steaming jungles or sun-parched desert lands, 
combat engineers must be able to distribute safe, 
potable water the same day fighting forces “take 
over.” For this purpose portable purification units 
are used, their pumps powered by gasoline engines. 
Another of the many vital services by hundreds of 
thousands of rugged, dependable Briggs & Stratton 
engines now on duty with our armed forces. 


There’s still plenty to be done, but our 
increased facilities now enable our engi- 
neering and development staffs to take 
on new assignments. We're geared up 
to help you on gasoline-engine-powered 
equipment for war production — or for 
your postwar requirements. 
The outstanding war regord of 
Briggs & Stratton engines — 
in a great range of standard 
and special applications — is 
conclusive evidence that 


“It's powered right—when it’s 
powered by Briggs & Stratton.” 


BRIGGS & STRATTON CORP. 
MILWAUKEE 1, WISCONSIN, U. S. A. 


BUY WAR BONDS 
FOR VICTORY 


~ GASOLIN 
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RUSTY-BLADE 
READINGS 


The blade of the MASTER 
Tufboy Brite-Blade is coated 
with a white, corrosion-proof 
enamel that is unaffected by 
moisture or acids. Its white 
face, combined with its jet- 
black figures and graduations, 
make reading easy, even in 
dimly lighted places, and its 
unbreakable zinc alloy nickel- 
plated case can take more 
than the average beating. 

The Brite-Blade is the spe- 
cial favorite among men who 
must work under damp or 
acid conditions. 





other established lines of business. 
That leaves a readily usable and 
convertible block of plants which 
represent five billion dollars. 

Think for a minute of a good- 
sized corporation, one whose plant 
and equipment, apart from its 
capital and inventories, runs to a 
million dollars. There aren’t a 
tremendous number of even that 
size, yet five billion dollars repre- 
sents the equivalent of five thou- 
sand such corporations. 

Seventy per cent of all these new 
plants are in tremendous units 
costing ten million dollars or 
more to build. Only the biggest 
corporations could buy them. 
These big corporations are closest 
to them now since 85 per cent of 
the entire fifteen billion dollars of 
facilities are operated by only one 
hundred firms. If the plants go 
on the auction block, many a busi- 
ness man and government official 
fears that they for a 
song, be closed down after sale, 
or used to exercise monopoly con- 
trol over production and _ price. 

It is a particularly vital problem 
for the small and _ independent 
business man, on whom so many 
words and so few deeds are lav- 
ished. He represents local owner- 
ship, small capital and initiative. 
These plants, in his hands, would 
help decentralize the economy and 
would increase regional self-suf- 
ficiency, perhaps with resulting 
higher-levels of production and 
consumption in all parts of the 


would go 


country. Yet the Baruch plan, 
which is already in action,. while 
providing for expanding the finan- 
cial set up of the Smaller War 
Plants Corporation, recommends 
that no price preference be given 
to any buyer. Granted that any 
plan to give one buyer any ad- 
vantage over another is poten- 
tially a source for graft, experts 
believe that the possibilities for 
graft are equally great in both 
lines of action and that our pro- 
tection is in legislation, open deals 
and vigilance. 

Disposing of plants in the south 
and west so they can give regional 
employment and provide for re- 
gional needs which would not 
otherwise be satisfied will require 
preferential treatment. This runs 
counter to the Baruch principles 
that one section of the country 


. shall not be favored against an- 


other. To local interests and enter- 
prise, this problem is so alive that 
it has become a subject of wide 
discussion. 

So, too, is the entire question of 
government operation of govern- 
ment-owned plants which may be 
in competition with private busi- 
ness. This is specifically banned 
in the Baruch Report. 

All in all, it is understandable 
why Congress must devote much 
time to discussions on disposal of 
government surpluses. It is in- 
deed essential before the war ends 
that sound disposition machinery 





Window Display Attracts Victory Gardeners 











Write today for your sup- 
ply of the new pocket 
sized 16-page manual 
“Rules for Measurement.” 





MASTER RULE MANUFACTURING COMPANY 
815 E. 136th Street, New York, Dept. A4 
Branch: 541 S. Spring Street, Los Angeles, Calif. | 





An attractive Victory Garden window was offered to customers last Spring 
by the D. & F. Kusel Co., Watertown, Wis. The display featured a large 


wheelbarrow at the center and in it was a large bag of fertilizer. Leaning 

against the barrow was a spading fork. Flanking the display on both sides 

was a display of other garden tools, fertilizer and also some spraying equip- 

ment. It was a window which turned the thoughts of many people to garden- 
ing, and made some of them come in and buy. 
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Get SOILAX from your jobber. 


Retail Price: 25¢, 1% Ib. 


Economics Laboratory, St. Paul, Minn. 
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be evolved which provides ade- 
quate protection on disposition of 
both commodities and _ plants 
against monopoly, graft, specula- 
tion, and the scrapping of useful 
articles and facilities in a world 
of need. 


We Had Better Be Right! 


The day is in sight when a man 
can go out on the market and buy 
the kind of steel he wants, when 
he wants it and from whomever he 
wants it. When that day comes we 
will be back in the competitive 
system and it is then that the 
benefits of a wise policy on the 
disposition of these great surpluses 
will be felt. The stakes are great. 
If we make serious mistakes we 
will get a depression. If we see this 
surplus as the basic ingredient of 
an expanding economy—we will 
get these surplus commodities out 
—not where they necessarily bring 
the high dollar but where they 
can be absorbed with benefit to 
the national economy. We will put 
those plants to work under as 
waried an ownership as possible 
right where they can make jobs 
and raise purchasing power most. 
If in the process of achieving 
widespread employment and solid 
gains to the productive wealth of 
the country, the government real- 
izes a few billion less than it 
would get by haggling over price 
without regard to progress, that 
isn’t important. 

Without neglecting pressing 
duties of winning the war, the 
time is at hand for people to 
thrash out this problem in their 
own and the national interest, 
wherever they live and whatever 
their walk in life. Local groups, 
trade associations and national 
organizations have real contribu- 
tions to make both inside and out- 
side of Washington. 

Whether surplus is a jeep, a 
shirt or a Willow Run plant, al- 
ways we run back into human 
needs. That’s the essence of the 
liquidation of government sur- 
plus. The machinery has started 
to roll. Millions of returning 
soldiers and all of the rest of us 
are interested in the solutions. For 
the way government chooses, de- 
termines in great measure our way 
—as American citizens and busi- 
ness men. 


They cut longer 
between sharpenings 
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The Collins Co., Collinsville, Conn. 
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Finds Year Round Profit in Archery 


\ 
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| eae is prac- 


tically a year ‘round business at 
the Matthias N. Ammann hard- 
ware stors in Riverhead, Long 
Island, N. Y., a town of about 
8000 population. And it is a 
profit-making line for sales of from 


$18 to $20 are made quite 
frequently and they _ seldom 
amount to less than $5. Buying 


from a local manufacturer, the 
store has long been in the habit 
of buying just about all the bows 
and arrows it can obtain. 

Oren S. Ryker, manager of the 
store, who is an archery enthu- 
siast himself, says, “If you give 
customers the proper equipment 
at first you build good will. When 
a person inquires about archery 
we ask them, ‘Did you ever use 
a bow and arrow before?’ We 
get beginners to take lighter 
weight bows and usually ask them 
to buy the cheaper arrows because 


This assortment of archery requisites was featured in the 
window of the store's paint display room late last December. 


of breakage while large targets 
are recommended as a means of 
reducing arrow loss. If you sell 
too large a bow to a beginner he 
will soon lose interest in the 
sport. 

“When you know archery it is 
simple to sell the equipment. You 
must be able to weigh and meas- 
ure customers for bow size and 
measure their arm length for ar- 
rows. Then you show them the 
finger tab and arm guard which 
they must have. And next you 
show the customer how to string 
bows in order to prevent break- 
age. And you must show a be- 
ginner how to shoot because some 
people think anyone can shoot a 
bow and arrow. To do it properly 
is an art. We furnish people pam- 
phlets on the care and use of 
bows and sell archery books at 50 
cents per copy.” 

Archery equipment—bows, ar- 


Matthias N. Ammann gives advice 
to beginners, builds good will 
and acquires steady customers 
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rows, targets, finger tips, arm 
guards, quivers and target stands 
are frequently given display space 
in one of the store’s windows. 
Illustrated above is a window dis- 
play,* used in a side window of 
the store’s paint display room. 

Most of the targets the store 
sells are large models averaging 
at $12, plus a stand at $1.95. Ar- 
rows sell at an average of $3.50 
per dozen but are sold up to as 
high a price as $12 per dozen 
for matched arrows. Bows also 
run into good money. Then there 
are quivers at $2 each, finger tabs 
for 20 cents and arm guards at 
$1, all necessary items for archery 
enjoyment. 
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= FP U-TEST 


TAKES THE CURVES OUT OF 
HARD LINES, TOYS AND 
FURNITURE DISTRIBUTION! 






The Tru-Test system applies successfully all the proven 


principles of modern mass marketing to the 





distribution of hard lines, toys, furniture and home 








appliances through independent distributors and retailers. 
Tru-Test market research assures products of the latest, 
most-in-demand style and design—of highest 

quality. Tru-Test so streamlines the functions of distributors 
and retailers that prices to consumers bring 
maximum sales volume. Tru-Test consumer advertising 
efficiently presents Tru-Test products nationally. 
Tru-Test distributors and retailers have no cause to 


fear any competition however formidable. 





Send, without obligation, for a free 
copy of this booklet which tells in 
detail how the Tru-Test system works. 























Merchandise Mart Chicago 54, Illinois 
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War-Time Lines Attract Traffic 
To Waters Hardware Co. 


Furniture, chinaware, 


Night tables, coffee tables, 
breakfast sets, lamps and a 
variety of similar articles 
are displayed prominently. 


\ \ AR-TIME mer- 


chandise has become increasingly 
important to R. E. Bratton, mana- 
ger of the Waters Hardware Co.’s 
branch store in Manhattan, Kan. 
Among his emergency goods are 
some lines so much bigger than 
he thought, that he and David 
Waters, owner, may continue, in 
post-war operation as a somewhat 
diversified rather than a strictly 
hardware store. 

Customers at Waters’ are en- 
couraged to watch for what’s new. 
When different merchandise ar- 
rives in sufficient quantity for pro- 
motion, it is featured in the adver- 
tising. The firm, at such times, fea- 
tures the items in the window and 
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lug- 
gage and similar articles fill a 
gap occasioned by shortage 
of metal lines so well that 
this Manhattan, Kan., store 
is contemplating continuing 
them in the post-war period 


coordinates it with an inside coun- 
ter or table display. The shorter 
the lot, the more intense the pro- 
motion this firm believes, because 
the limited supply will convert 
quickly into cash without a group 
of disappointed customers who 
might come for units after the 
small stock was closed out. 


Weekly “Specials” 


Every week a “special” is 
launched. This is a traffic builder 
and is sold to make friends, at a 
popular price level. 

Furniture shown here is a small 
group of lower cost items. Night 
tables, coffee tables, breakfast sets, 
chests of drawers, whatnot shelves, 
these are displayed and sold on 
the main floor from informal 
groups in the store’s wide aisles. 
With each piece of furniture, the 
salespeople suggest good furniture 
polish in large economy sizes, and 





a good half of the time they make 
these “plus” sales. 

There is a complete basement 
showroom devoted to furniture. Din- 
ette sets run $34.95 to $44.95. Full 
dining sets of eight-pieces, retail 
at $108. Occasional chairs are 
big items. 

China is not wholly a war-time 
innovation at Waters’. Branching 
out from the former line of earth- 
enware, teapots, china cookie jars. 
and some oven glassware, this 
store is really going places with 
open stock china. Wall cases, 
open-front type, provide highly 
visible display for these sets. To 
avoid confusing the customer with 
too many choices, Manager Brat- 
ton has the saleswoman show, say, 
four sets together, for easy com- 
parison. The 32-piece sets range 
from $5.75 to $8.95, and sell 
readily. For the higher brackets, 
this store shows 20-piece to 50- 

(Continued on page 115) 
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Whenl Snclé Sam cave the word j 


HERE is good news for you hardware and lumber dealers! When 
the war ends, you won't have to wait for the Macklanburg-Dunean 
Co. to go through a long “reconversion” period. 





We are geared to go the minute Uncle Sam releases the critical 
materials we need. That means every Mac ‘Alanburg-Dunean dealer 
is assured of a quick postwar get-away! You'll have a line of high 
quality products famous for quick turnover and sure profits. 


In making your postwar plans, put Numetal Weatherstrip . 
Nu-Art Molding and Edging . . . Nu-Way Door Grilles... and 
other nationally known Macklanburg-Duncan products at the top 
of your list. This we promise until there is plenty for all, each of 
our customers will receive his just share of the merchandise we 
are able to make. 


D he = 


These items still available... 


NWir(ack 
CALKING & GLAZING 
COMPOUND—will not 


dry out, run, crack, 
harden or pull away. 


MrGlaze pe 
GLAZING COMPOUND mela 
Does not dry out, crack 
or peel. Not oily. Clean 
to handle. Applied like 


putty—but not putty. 
WOOD & FELT 


VICTOR WEATHERSTRIP 


An efficient, easy-to-install weatherstrip. 
Made of high grade felt and wood. 


MADUCO putastics 


Maduco Plastic Molding and Trim won 
the National Plastic Award for 1941, 








MACKLANBURG- DUNCAN CO. 


/ NUMETAL WEATHERSTRIP © NU-CALK CALKING COMPOUND » NU-ART MOLDINGS AND EDGING 
NU-GLAZE GLAZING COMPOUND * NU-WAY WEATHERSTRIP * NU-ART LETTERS AND NUMBERS 


OKLAHOMA CITY OKLA 


) 
= HOMA 


APRIL 13, 1944 














FARM FENCE 
CONTROLLERS 


MODEL NO. 
Ave Fuspese 4 


$27.80. 


fiat Fe wt. 164 Ibe. 


There oWO SUBSTITUTE 
For Expertence 


Experience is a vital factor in the produc- 
tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Controllers, assures 
lasting, dependable service in everyday 
operation. That service is important to you 
and fo the farmers you serve. 

You sell dependability . . . you sell 
quality... you sell lasting service when you 
sell your customers Electro-Line Farm Fence 
Controllers. 

Anticipate your requirements as far 
ahead as possible. Cooperate in every 
reasonable way with your jobber. This will 
relieve the problem of distribution at the 
time of peak demand. 


ELECTRO-LINE FENCE COMPANY. 


120 North Broadway Milwaukee 2, Wisconsin 








Mexican Baskets Attract 


Feminine Customers 


William J. Wohler, Minneapolis, Minn., 
finds that their color and _ utility 
have helped increase store tratfic 


\ = a case formerly used for sporting 


goods was filled with imported Mexican baskets, word 
got round that “something new had been added” at the 
William J. Wohler hardware store, Minneapolis, Minn., 
and women came to investigate. 

The case was placed toward the front of the store and 
brightly lighted so that the colors of the baskets would 
catch the eye of the customers. Each basket was given 
individual display in the case and was spaced far enough 
from the others so that the coloring and design could be 
noticed. Care was taken in the arrangement of the colors 
to give a correlation in the entire display. Some of the 
baskets were laid on the floor of the case and others were 
hung from the sides and the back. A few were placed 
on top for closer examination by customers. 

Baskets are items that make quick appeal today because 
of the many added uses of them for marketing, for 
sewing in the home and for carrying sewing work to club 
sewing centers and for gardening. Sales help had all 
these uses on the tips of their tongues whenever a cus- 
tomer showed interest. 

Some of the baskets were placed in other departments 
whose merchandise would harmonize with thent. Two or / 
three were placed with gardening aprons; others near 
garden seeds and tools; others with plastic cups and 
dishes that would ga in a picnic basket. The small dis- 
plays were varied frequently to bring more of the shapes 
and colors to the attention of the regular customers. 


This mass display 
near the front of 
the store aids in 
attracting women. 
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“Doc’ Peters says 


"Even though you fellows have had little or no 
ammunition to sell, the popular brand names like 
Peters High Velocity are being kept 'front—and- 
center' in your customers’ minds by the kind of 
advertising that you yourself might have planned. 


"Every month in the outdoor, farm and boys' publica— 
rs were | ‘ tions, Peters puts across this all-important thought: 


placed 
"Don't forget to help your friend the 


Peters dealer. He's done plenty of 
favors for you in the past. Now's the 
time you can throw a little extra 
business in his direction.' 


"And of course each advertisement has a good, 

strong reminder that PETERS PACKS THE POWER. 

That power is now being packed into ammunition 

for the armed forces. But when sporting loads are 

again available for the home folks, the same ones 

who go to you now on our say-so will naturally go 
omers. Oe P to you for Peters shells and cartridges." 


P.S. Keep buying a sportsman's share of War Bonds. 


re. 


“WV IAS 








No is a good 


time to take a critical look at your 
windows. Do the backgrounds 
need to be repainted? Should the 
valances be cleaned or replaced? 
Could the display fixtures be re- 
painted? Perhaps some new back- 
grounds should be designed and 
installed for the spring selling sea- 
son. Do lamp bulbs need to be re- 
placed ? 

These are questions that should 
be given consideration if you are 
to maintain window displays of 
high quality that will create the 
type of impression you want cus- 
tomers to have about your store. 

Step across the street. Take a 
critical look at your store. Make 
some notes of the things that must 
be done. Then see that they are 
done. Action of this type will pay 
big dividends. 


Repaint Store Signs 


Plan to repaint the signs on the 
front and rear of the building 
just as soon as the weather will 
permit. These are sure to look 
weatherbeaten and will be in need 
of repair. If they are neglected, 
the appearance of the store creates 
an unfavorable impression in the 
minds of its customers. Most 
hardware stores carry paint. A 
good way to advertise your line of 
paint is to use it yourself. 

When new store signs are made, 
use wood letters for the name and 
other copy. This type of construc- 
tion makes it very simple for al- 
most any person to repaint the 
sign. When signs are hand-painted 
on a flat surface, it is necessary to 
employ the services of an expert 
sign painter to do this work. 


Glass Build-Ups 


Glass building blocks make fine 
display aids on tables, in sidewall 
fixtures, and in the windows. They 
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Take a Look at Your Windows 


provide additional shelf space on 
which to display merchandise. 
They are flexible and changeable 
and present merchandise in ideal 
fashion. 

Place the build-up in the center 
and at the rear if you use it on a 
table. Arrange them opposite 
each other when the tables are 
used back to back. Show merchan- 
dise sure to interest the customer. 
Always use a price card with mer- 
chandise shown in this manner. 

Build-ups also can be used in 
several ways in the sidewall units. 
Place them in the center or use a 
unit in each corner of the fixture. 
Step units are very good in the 
corners. 


Window Pedestals 
Glass building blocks made ideal 


display pedestals for windows. 
These blocks are solid glass, almost 


unbreakable, and will carry heavy 
loads. They may be obtained in 
sizes 8 by 8 in. or 12 by 12 in. 
Glass or wood shelves can be used 
with them. 

They add a modern touch to 
your windows and will give long 
and excellent service. Be sure to 
clean them from time to time. Use 
a damp cloth or any other window 
cleaner. 


Victory Gardens 


Victory gardens will be found 
in all sections of the country this 
year. You'll find it worth your 
while to brush up on your knowl- 
edge of seeds, plants, fertilizers 
and garden tools. There will be 
plenty of people who will have the 
desire to plant gardens but will 
not have the necessary knowledge. 
If you can help them out you will 
be making new customers. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80, good; 60, fair; 40, poor, and 
20, very poor. The correct answers to these questions will be 


found on page 114. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Name at least six types of retail selling effort over which 
the hardware dealer can exercise some measure of control. 

2—A salesperson sells a leather billfold on which a 20 per 
cent retail excise tax is to be collected. The retail price of the 
billfold is $2.00. What is the amount of the tax and how 
should it be shown on the sales slip? 

3—Can you list five things that an advertisement must 
accomplish in order to be successful? 

4—List several special events or dates occurring in the 
month of May that might be used as a basis for merchandising 
and promotion efforts in a retail hardware store. 

5—The regular price of a table lamp is $10.95. To eliminate 
the balance of the lamps from stock the dealer marks them 
down to $8.95. Figure the percentage of mark-down on the 


selling price. 


(Answers on page 114) 
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THAT SCORED SUCH A SENSATIONAL 


SUCCESS IN 1943 


JITTE iy E U G.... the hottest thing that hit 


the retail trade last year. It moved in and out of 
retail stores at an amazing rate. Millions of peo- 
ple read about it, bought it, liked it—and came 
back for more. They told their friends about it. 
Sales were more than nine times those of 1942. 


Many retailers were caught flat-footed by 
the unprecedented demand. They waited until 
the season was almost over before they put in 
their Jitter Bug orders. And then didn't order 
enough. 

All through 1943, Jitter Bug was supported 
by consistent national and local advertising to 
the consumer. Newspapers told the Jitter Bug 
story to men, women and children in hundreds 
of cities and towns. Ads were pub- 
lished once, twice, three times every 


Holland’s Magazine, Our Sunday Visitor-Regis- 
ter, the Metropolitan Rotogravure Group. 

There will be 15 Jitter Bug ads in The Amer- 
ican Weekly, beginning in May. There will be 15 
Jitter Bug ads in the Metropolitan Rotogravure 
Group, beginning in May. There will be six ads 
in Holland's Magazine, beginning in May. There 
will be 18 Jitter Bug ads in Our Sunday Visitor- 
Register, beginning in May. 

All of this advertising is YOUR advertising. 
It tells your customers how Jitter Bug warns 
Mosquitoes, Chiggers, Red Bugs, Sand Fleas and 
Sand Flies not to bite. Urges them to buy it at 
your store. 

1944 is a Jitter Bug ni. It is a year for 
you to cash in with Jitter Bug in a big way. But 
it is a year to order early—to anticipate your 
requirements and have Jitter Bug on display on 
your counter when people walk into your store. 





week. All through the big summer 
selling season. 

Jitter Bug advertising this year 
will be even more aggressive 
than last. Ads will run regular- 
ly in the newspapers your cus- 
tomers read. In addition, Jitter 
Bug will be advertised regular- 
ly in such widely-read publica- 
tions as The American Weekly, 
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The time to order is NOW 
..S0 that you won't be 
out when folks walk in 
ready to buy from you. 


BECKER - BISCHOFF 


CHEMICAL CO. 
3804 West Pine Bivd. 
ST. LOUIS 8, MO. 
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glassware, figurines, pottery, etc., 
are good year ‘round lines in the 
H. O. Crawbaugh hardware store 
in Marion, Ohio. Use of mass dis- 
plays and high built variety dis- 
plays in the store help to contin- 
ually remind the customers that 
the firm has well-rounded stocks 
of these lines. Although there is 
an obvious peak in these lines in 
the holiday season they are subject 
to steady turnover. 

People entering or approaching 
the housewares section at Craw- 
haugh’s quickly note the varied 
and ample stocks of both gift type 
and utility type housewares. Prom- 
inent among the housewares dis- 
plays are the two large table units 
shown on these pages. One unit 
has a pyramided, four-shelf, open- 
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Gift and Utility Housewares 


Bring Year Round Business 


H. O. Crawbaugh gives prominence 
to the lines by featuring them 
to advantage in mass displays 


top table, the top and center of 
which includes tier upon tier of 
cocktail glasses, water tumbiers, 
elc., in decorated and plain num- 
bers. Glass shelves separating rows 
oi tumblers serve to emphasize the 
size of the stock displayed. On the 
tour upper levels of the table are 
vlass dishes, dinnerware, bever- 
age sets, wooden bowl sets, cake 
savers and cake cabinets, etc. A 
variety of waste containers is 
shown along the bottom ledge. 
Tumblers priced from 5 cents up 
are shown on this unit. “Mass dis- 
play is the thing that gives us a 
steady turnover of such lines,” 
says Mr. Crawbaugh. 

Some dinnerware is also shown 
on the other large size open dis- 


tings 
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play unit. Part of it is topped 
with a series of triple-deck table 
units for pottery, figurines, etc. 
\t one end of this table is a pyra- 
mided display given over chiefly 
to figurines priced as high as 
$5.00 and $6.00 per piece. Din- 
nerware featured at from $4.95 to 
$22.50 in closed stock patterns is 
also shown here. Only complete 
sets of dinnerware are sold, with 
sets priced up to $9.95 being the 
best sellers. 








This neat, high-built 
display unit makes 
it possible for the 
customers to see a 
variety of glasses, 
beverage sets and 
other items which 
are so active in 
this section. Note 
the set-back units 
in the right fore- 
ground for showing 
cooking utensils, an 
arrangement making 
it possible for the 
patrons to see the 
articles easier than 
would the more con- 
ventional type of 
shelving. 
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Decorative pottery, 
figurines and many 
other similar items 
are also shown to 
great advantage on 
built-up units. This 
illustration shows 
how a wide range 
of items may be 
featured effectively 
within a _ limited 
space. 


Marion, Ohio, is a city of 30.- 
000 population, yet the methods 
used by the Crawbaugh store to 
display and dramatize these utility 
and gift type housewares items can 
and should be used to advantage 
by stores in larger cities and 


smaller towns. In the words of 
Mr. Crawbaugh, concerning the 
steady volume in such goods, they 
sell well because “people know we 
have these items.” These displays 
attract not only the younger mar- 
ried people but also those who 








have maintained their own homes 
for years. Having both color and 
utility, these sections appeal to 
people replenishing or adding to 
their own housewares’ stocks o1 
seeking gifts for showers. wed- 
dings, bridge parties, etc. 
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Check Your Poultry 


Supply Needs 
with 
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A complete line of quality home appli- 
ances, performance-proved... PROFIT- 
PROVED. Exclusive features, exclusive 
items. Top quality at a price that gives 
customers big value per dollar and gives 
dealers full margins. Production plans 


that assure earliest possible delivery 


© KNAPP-MONARCH ~ 
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when our war work is done. Advertis- 
ing, merchandising, promotional pro- 
grams that win demand, speed turnover, 
build permanent profit for the pros- 
perous years of peace. That’s the post- 
war plan that 2M has for you. 

KEEP ON BUYING WAR BONDS 


TIE YOUR POSTWAR PLANNING TO I&M.- THE TIME-TESTED LINE 
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An Early Start Builds Business 
For Hancock's Seed Section 


Harvard, Ill, firm features line 
in mid-winter and continues to 
stress it for five-month period 





Bulk seeds are shown in this cabinet near the center of the store. 


Sens in both pack- 


age and bulk get a big display at 
the J. E. Hancock Hardware 
Store, Harvard, Ill., and the firm 
does a sizable volume of business 
as a result. 

Key feature of the bulk seed 
display is a large specially built 
cabinet which stands on a table 
at the center of the store during 
the seed season. This cabinet has 
drawers in which are kept many 
of the fast moving seeds, the 
names of which are printed out- 


side the drawer very plainly. The 
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top of the cabinet also advises the 
public that seeds here are “Fresh 
Garden Seeds.” This is very im- 
portant because, due to the war 
demands on seeds, there have been 
instances where two-year-old seeds 
have been sold and many failed 
to germinate. 


Open Pan Display 
The bulk seed display box also 


has room at the bottom for dis- 
plays of items like beans, peas 
and sweet corn in open pans. The 
scale is very handy for weighing, 
as are envelopes and bags for 





ON AVAILABLE GOODS 


wrapping. Placed at the center of 
the store, the location of this seed 
display also saves steps of the 
owner and clerks, as they work 
from a central area and counter, 
rather than a rear location. 

The packaged seed display in 
this store is about twice as large as 
that in many stores. It is also 
placed adjacent the display of 
bulk goods. The packaged seeds 
have four large display areas, and 
the whole rack, built for Hancock 
by a seed company, stands over 
8 ft. high and is 5 ft. width. 

“We have been known as the 
seed store in this town for many 
years,” declares Mr. Hancock. 
“Our garden seed volume has al- 
ways been large and _ profitable. 
We often begin our seed window 
displays the last week in January 
or the first week in, February. 
Many people are starting seeds in 
window boxes at this time, and 
we make many early sales in this 
manner. We always try to push 
seeds for at least a five-month 
period from January until June 
and it pays us very well.” 

While this store does not handle 
field seeds, it does sell large quan- 
tities of seed onions, tomato and 
cabbage plants and other similar 
items. These plants for transplant- 
ing are in greater demand each 
year, because of the increased in- 
terest in Victory gardening, says 
Mr. Hancock. The plants are 

(Continued on page 124) 
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PROGRAM OF CINCINNATI MEETING, 
MANUFACTURERS, SOUTHERN JOBBERS 


Southern Hardware Jobbers and American 
Hardware Manufacturers Association joint 
convention meets April | 7-20, inclusive, in 


Netherland Plaza Hotel, Cincinnati, Ohio. 


The joint annual convention of 
the Southern Hardware Jobbers 
Association and the American 
Hardware Manufacturers Associ- 
ation, a streamlined gathering, 
geared to war time needs will be 
held at the Netherland Plaza 
Hotel, Cincinnati, Ohio, April 
17-20, inclusive. Registration for 
the 88th semi-annual meeting of 
the manufacturers and the 54th 
annual gathering of the Southern 
Hardware Jobbers Association 
starts at 9 o’clock Monday morn- 
ing, April 17, on the third floor 
of the headquarters hotel. Joint 
sessions of the jobbers and man- 
ufacturers will be held Tuesday 
and Wednesday mornings, the 
manufacturers holding no meet- 
ing on Thursday. 

Monday morning the executive 
committee of the AHMA will 
meet at 11.30 in Parlor L, 4th 
floor. The executive committee 
of the Southern Hardware Job- 
bers Association will have a 
luncheon meeting at 12 noon in 
Parlor I, 4th floor. The South- 
eastern Traveliers Club luncheon 
will be held at 1 p. m., in par- 
lors A, B and C on the 4th floor. 
That afternoon at 2 p. m. the 
Texas Wholesale Hardware As- 
sociation will meet in Parlor G, 
fourth floor. 

The first joint session of the 
manufacturers and _ wholesalers 
will meet 10 a. m., Tuesday, in 
the Hall of Mirrors, 3rd floor of 
the hotel and at the same hour 
in another room the annual meet- 
ing of the Old Guard of the 
Southern Hardware Jobbers As- 
sociation will have its annual 
session. 

Following introductory remarks 
of W. A. Parker, Beck & Gregg 


Hardware Co., Atlanta, Ga., 
wholesalers, president of the 
Southern Hardware Jobbers As- 
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sociation, and S. T. Olin, West- 
ern Cartridge Co., E. Alton, IIl., 
president of the American Hard- 
ware Manufacturers Association; 
Henry J. Taylor, nationally known 
war correspondent and news com- 
mentator, will speak. Mr. Taylor, 
who has just returned from a 
21,000-mile tour of the European 
war theater, will tell of the prog- 
ress and prospects as they appear 
on the battlefronts. He will an- 
swer questions following his ad- 
dress. Dr. James S. Thomas, 
scientist, author and lecturer and 
past president of Chrysler Insti- 
tute of Engineering, will talk on 
“The New World of Tomorrow.” 

The X-Club, comprised of past 
presidents of the AHMA, SHJA, 
NWHA and the Old Guard will 
hold its luncheon in Parlor I, 4th 
floor, at 12.30 noon on Tuesday. 

The open session,# Tuesday af- 
ternoon, of the Southern Hard- 
ware Jobbers ASsbciation® will 
feature a WPB clinic, at which 
high ranking men from Wash- 
ington in the Wholesale and Re- 
tail Trade Division, Farm Sup- 
plies Section and Hardware Sup- 
plies Section will explain latest 
regulations and discuss what is 
in the future. Questions will be 
invited. Those who have agreed 
to appear include: George 
Krieger, special assistant to the 
chairman, WPB; H. S. Pringle, 
chief, Farm Supplies Section, Ci- 
vilian Relations Division, OCR: 
Dr. Ralph S. Alexander, deputy 
director in charge Wholesale 
and Retail Trade Division, OCR: 
Dean C. Gallagher, deputy direc- 
tor, Wholesale and Retail Trade 
Division; OCR; Howard E. Em- 
mons, chief, Hardware Supplies 
Section, Wholesale and Retail 
Trade Division, OCR; Milford F. 
Snow, head analyst, Hardware 
Supplies Section, Wholesale and 





Retail Trade Division of OCR. 

Wednesday morning’s joint ses- 
sion in the Hall of Mirrors will 
be addressed by Dr. Oliver C. 
Carmichael, Chancellor of Van- 
derbilt University, World War I 
veteran and a leading educator. 
Dr. Carmichael will discuss eco- 
nomic problems which confront 
us under the title, “The Dynam- 
ics of Progress.” Eric A. John- 
ston, now serving his second 
term as president of the Chamber 
of Commerce of the United 
States will conclude this session 
with his talk, “America Unlim- 
ited.” He will shortly leave for 
Russia at the personal invitation 
of Premier Stalin. 

The jobbers’ Wednesday after- 
noon open session will be ad- 
dressed by J. R. Stuart, chief, 
Warehouse Branch, Steel Divi- 
sion, WPB, on the subject, “The 
Current Status of the Steel 
Warehouse Program.” Rivers Pet- 
erson, Indianapolis, Ind., manag- 
ing director, NRHA, will talk on 
post-war hardware retailing. 
Informal discussions on the sub- 
jects: “Are Post-War Orders De- 
sirable Now?” and “The Outlook 
as Seen by Hardware Manufac- 
turers and Wholesalers.” 

The annual meeting and elec- 
tion of officers of the Southern 
Hardware Jobbers Association 
will be held Thursday morning, 
April 20, this session concluding 
the convention. 





HENDRICKSON GEN. 
SALES MGR. INTERNAT. 
CHAIN & MFG. CO. 


James C. Hendrickson has re- 
cently been appointed general 
sales manager of the Interna- 
tional Chain & Mfg. Co., York, 
Pa. Mr. Hendrickson has been 


associated with the chain indus- | 


try for the past 20 years. For 
the major part of that period, 
his activities have been concen- 
trated on sales and sales develop- 
ment work. 


NEWS OF 
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JOSEPH M. KENNEDY 


KENNEDY VICE-PRES. 
IN CHARGE OF SALES 
FOR BIGELOW & DOWSE 


Joseph M. Kennedy, formerly 
sales manager of Bigelow & 
Dowse Co., wholesale hardware 
dealers, 169 A St., Boston, 6, 
Mass., has recently been ad- 
vanced to the position of vice- 
president in charge of sales. Mr. 
Kennedy started in the hardware 
business at the age of 14 when he 
became errand boy for Burditt & 
Williams. In 1905, he joined 
Bigelow & Dowse Co., as a stock 
boy, and a year later was cover- 
ing the territory of central Mas- 
sachusetts for the company, a 
position he held for 20 years. He 
was appointed sales manager in 
1929, and in 1934, he sponsored 
the National Hardware Stores, 
which are a group of indepen- 
| dent hardware stores throughout 
New England. 





SCAIFE HOTPOINT 
KITCHEN SALES MGR. 


| 

| H. J. Scaife, Hotpoint factory 
branch manager at Buffalo, N. Y., 
| has recently been named man- 
| ager, kitchen sales division of 
| Edison General Electric Appli- 
ance Co., Inc. Mr. Scaife returns 
to Chicago after two years at the 
Buffalo branch. He joined Hot- 
point in Chicago in 1936 as as- 
sistant refrigeration sales man- 
ager. In 1938, he went to Hono- 
lulu, Hawaii, as sales representa- 
tive returning before Pearl Har- 
l bor. 
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Announce Program for Eastern 
Hardware Golfers, June 8-10 


Further details on the twice 
postponed eighth annual golf 
tournament of the Eastern Hard- 
ware Golf Association, to be held 





PETER IGOE, JR. 


June 8-10, 1944, at the Westches- 
ter Golf Club, Rye, N. Y., have | 
Qualifying | 


been announced. 
rounds may be played any time 
on Thursday, June 8. Pairings 
for match play will be announced 
Thursday night and matches pro- 
vided through Friday and Satur- 
day for all participants. Those 
qualifying with the’ 16 lowest 
scores will compete for the fa- 
mous Hardware Bowl. Because 
of the war, funds normally de- 
voted to the purchase of awards 


will be used for war funds to be| were elected vice-presidents of 


selected by the board. 
Reservations for accommoda- 
tions at the club house may be 
obtained from Robert A. Wright, 
Office Manager, Westchester Golf 
Club, Rye, N. Y. Rates on the 
European plan for members of 
the Eastern Hardware Golf Asso- 
ciation are $6.00 to $7.00 per day 
single or $10.00 double with 
table d’hote meals for the day at 
$5.50 per day. The golf rate will 
be $3.00 per day. The club has 


two 18-hole courses and one 
9-hole course and an indoor 
swimming pool. All rooms for 


members will be twin bedrooms 
with baths, outside exposure. The 
club is on the main line of the 
New York, New Haven & Hart- 
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ford Railroad at Rye, N. Y., 
trains leaving Grand Central Sta- 
tion at 25 minutes after and five 
j minutes of the hour. Ample taxi 
| service will be available. 

Peter Igoe, Jr., Igoe Bros., Inc., 
|73 Metropolitan Ave., Brooklyn, 


N. Y., is president; the secretary- | 








H. L. GILLIAM 


treasurer being H. L. Gilliam, 
Wood Shovel & Tool Co., 9 
Rockefeller Plaza, New York 
City. 


WICKWIRE SPENCER 
ELECTS DUNLAP AND 
EARLY V. PRESIDENTS 


R. T. Dunlap and E. F. Early 





the Wickwire Spencer Steel Co., | 


500 Fifth Ave., New York City, 





| 


meeting. 





of general superintendent at the 


company’s Buffalo plant. Prior 
to joining Wickwire Spencer, Mr. 


ager of the Vulcan Iron Works, 
Wilkes-Barre, Pa. Mr. Early has 
been associated with Wickwire 
Spencer for a long period, and is 
the 
Morgan plant of the company in 
Worcester, Mass. Mr. 
and Mr. Early will continue their 


general superintendent at 





present duties and responsibili- 
ties with the company. 

Present members of the board 
of directors who will continue in 
office for the succeeding year are 
as follows: Charles Allen, Jr.; 
Franklin Berwin;-E. C. Bowers: 
Frederic G. Coburn; Carl I. Col- 
lins: E. Perry Holder; Jacob L. 
Holtzmann; Samuel D. Lunt; 
Russell B. Stearns: and Cecil P. 
Young. 





| 


SAVAGE ARMS AGAIN 
WINS PRODUCTION STAR 


Savage Arms Corp., Utica, 
N. Y., has recently won its third 


high achievement in producing 
war material. Savage has com- 
pleted more than 2,000,000 cali- 
ber 50 Browning Aircraft ma- 
chine guns, Thompson subma- 


| chine guns, and other military 


arms in its plants in Utica, 
N. Y., and Chicopee Falls, Mass. 





| at a recent board of directors | 
Mr. Dunlap was previ- | 
ously assistant to the president | 
| and for the past several months | 
| has been acting in the capacity | 


| 


Dunlap was general works man- | 


Dunlap | 


| MILLIGAN RETIRES 
| FROM E. C. ATKINS 


| George Milligan, who has been 
| manager of the Portland, Oregon, 
| branch of E. C. Atkins & Co., 

Inc., Indianapolis, Ind., since 
| 1935, has recently retired from 
| active business and is now living 
| at his home in Portland. 





GEORGE MILLIGAN 





E. Perry Holder, president of | 
the company, outlined at the an- | 
nual meeting the company’s five- | 
year rehabilitation and improve- | 
ment program which is already in | 
operation and producing results. | 


Army-Navy production award for | 


| Ind. 








WOODHEAD PACIFIC 
COAST MGR. FOR 
AM. CENTRAL MFG. 


Ralph Woodhead has recently 
been appointed west coast divi- 
sional manager for the American 
Central Mfg. Corp., Connersville, 





RALPH WOODHEAD 


Mr. Woodhead, whose head- 
quarters will be in Los Angeles, 
will direct sales in California, 
Washington, Oregon, Montana, 
Idaho, Nevada, Utah, Arizona, 
New Mexico, and part of western 
Texas. Mr. Woodhead, who is a 
native of Bradford, England, 
joined the sales department of 
the Perfection Stove Co., Cleve- 
land, Ohio, in 1919. He became 
affiliated with the American Cen- 
tral Mfg. Corp. late in 1942, 
where he has been chiefly con- 
cerned with the company’s war 
production, up to this time. 


SNYDER JOINS C-O-TWO 
FIRE EQUIPMENT 


Carroll M. Snyder, formerly 
vice-president in charge of Naval 
Ordnance production at the Her- 
ring, Hall, Marvin Safe Co., 
Hamilton, Ohio, has _ recently 
joined the C-O-Two Fire Equip- 
ment Co., Newark, N. J., as 
assistant to the president, Scott 
E. Allens From 1925 to 1942, he 
was associated with Stone & 
Webster, Inc., engineers, during 
which time he was assistant to 
the chairman of the board, and 
president of The Stone & Web- 
ster Building, Inc.. New York 
City. 
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We are manufacturing 


... but only a fraction 
of what is needed 


You can put your finger just about 
anywhere on the globe—land or 
sea—and chances are you will have 
marked a spot where chain, in one 
form or another, is doing a fight- 
ing job. 

Though the C-M plants are working 
’round the clock, our armed forces 
and essential wartime industries 
have first call on C-M production. 


We realize this imposes some hard- 
ship on hardware trade dealers and 
our distributors, but the BIG JOB 
comes first and you would have it 
no other way. 


As materials and production of va- 
rious types and sizes of chain may 
be released, we will equitably dis- 
tribute such production to the best 
of our ability. 





COLUMBUSEMcKINNON 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., Tonawanda, N. Y. 
SALES OFFICES: New York, Chicago, Cleveland, San Francisco, Los Angeles. 
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(Affiliated with Chisholm-Moore Hoist Cofporation) 


OPA Control Extension 
Urged by U.S. 


Chamber of Commerce 


A one-year continuation of the 
Office of Price Administration 
and the Economic Stabilization 
Act as a safeguard to business 
preservation was recommended 
to the Senate Banking and Cur- 
rency Committee by President 
Eric A. Johnston this week on 
behalf of the Chamber of Com- 
merce of thé United States. 

In speaking for a 12-month ex- 
tension and at the same time 
asserting that organized labor by 
renewed demands for wage in- 
creases threatens to destroy the 
stabilization program, Mr. Johns- 
ton told the committee: 

“We are not approving any of 
the mistakes made by OPA in 
the past, or any of the irritations 
that have resulted from its opera- 
tion—and there have been many 
of those, many defects in its ad- 
ministration, many hardships. We 
feel that the latter are a result 
primarily of faulty administra- 
tion and not a result of defects 
in the Act itself. We feel that 
Chester Bowles has made a re- 
markable record in attempting to 
reduce those defects, faults and 
hardships. We feel that the Act 
should be continued for another 
year with only such clarifying 
amendments, if any, as_ will 
clearly indicate to the Adminis- 
trator exactly what the intent of 
Congress is.” 

Mr. Johnston presented to the 
committee the report of the 
Chamber’s Domestic Distribution 
Department C om mitt e e—ap- 
proved by the board of directors 
in furtherance of policy adopted 
by the membership—calling for 


entigls; and would provide more 
satisiactory protection for con- 
sumers and dealers suffering 
hardship because of price con- 
trols, by permitting recourse to 
established courts of law. 

At the board’s request, Mr. 
Johnston presented its statement 
urging Congress to extend the 
Stabilization Act, calling on the 
executive branch of the govern- 
ment to hold-the-line in accord- 
ance with Congressional intent. 

The statement said that new 
demands for wage increases come 
from unions which have achieved 
the greatest economic gains dur- 
ing the war, and cited as an ex- 
ample the fact that average 
weekly earnings in the iron and 
steel industry jumped 58 per 
cent between January, 1941, and 
September, 1943. One increase 
will lead to others, with the re- 
sult that many companies will 
operate in the red, losing re- 
serves earmarked for post-war re- 
serves, the statement added. 

He made a strong appeal for 
greater consultation by OPA 
with industry committees. He 
said that many industries, rather 
than seeking price increases, sim- 
ply want better administration of 
prices and elimination of hard- 
ships. 








greater reliance on industry com- | 
mittees in formulating price regu- | 


lations, a clear Congressional 
statement that OPA is to controi 
prices and not profits, a mandate 
that in wholesale and retail lev- 
els, controls should permit mer- 
chanis to add established markup 
percentages to basic costs, full 
consideration to changes in laboz 
and other costs, greater authority 
to be vested in local price and 
ration boards in hardship adjust- 
ments, and a series of clarifying 
amendments. 

Those amendments would make 
more precise present provisions 
intended to prohibit OPA from 
affecting changes in established 
business practices through such 
devices as highest price line lim- 
itations, classification of cus- 
tomers and arbitrary price differ- 








CLYDE M. THOMPSON 


Clyde M. Thompson, formerly 
buyer for the Western Metal 
Supply Co., San Diego, Cal., 
hardware wholesalers, whose 
appointment as general man- 
ager of Seller Bros. & Co, 
177-181 Fremont St., San Fran- 
cisco, Cal., was announced in 
the March 16 issue on page 122. 
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Pennsylvania Jobbers | 
Discuss “Surplus Goods’ 


Well attended sessions charac- 
terized the meeting of the Penn- 
sylvania Wholesale Hardware & 
Supply Association held March 
23 and 24 at the Hotel Phila- 
delphian, Philadelphia, Pa., one 
of the chief subjects being the 
discussions concerning “Surplus 
T. J. Fernley, Jr, 
Philadelphia, Pa., secretary, Na- 
tional Association of Sheet Metal 
Distributors and assistant secre- 
tarv, National Wholesale Hard- 
ware Association, reviewed vari- 
ous WPB orders and the matter 
of surplus goods disposal by gov- 
ernment agencies. He called at- 
tention to the Baruch report and 
the George-Murray Bill, S-1730, 
both of which concern disposal 


Goods.” 


through one agency and through 


urged members to place their 
views before their representatives 
in Congress and the Senate, con- 
cerning surplus goods disposal 
and other matters of concern to 
them. 

On Thursday night the associa- 
tion held a banquet for its mem- 
bers and associate members and 
a group of New York jobbers. 
Officers of the organization are: 
H. C. Hopkins, Reilly Bros. & 
Raub, Lancaster, president; C. E. 
Maloy,’ H. C. Prutzman Co., Al- 
toona, first vice president; Den- 
ton L. Wright, P. A. & S. Small 
Co., York, second vice president: 
Samuel B. Smith, 





Krause Hardware Co., Lebanon. 








RYAN V.P., GEN. MGR. 
SIGNAL BATTERY CO. 


J. C. Ryan has recently been 
appointed vice-president and gen- 
eral manager of The Signal Bat- 
tery Co., Milwaukee, Wis., new 
Ray-O-Vac subsidiary. Mr. Ryan 
was formerly associated with Ball 
Bros., Muncie, Ind., and has had 
wide experience with manufac- 
turing methods of the battery 
industry. The Signal Battery Co., 
will make batteries for the U. S. 
Army Signal Corps, particularly 





J. C. RYAN 


multiple cells used in portable 
radio equipment. The other offi- 
cers and directors of the new 
company are executives in the 
Ray-O-Vac organization. 





GENERAL ELECTRIC 
ADVANCES HANKS 


R. L. Hanks was recently ap- 
pointed sales manager of stand- 
ard radio receivers in the re- 
ceiver division of General Electric 
Company’s Electronic Depart- 
ment. Mr. Hanks will locate at 
the Bridgeport, Conn., plant. He 
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already established channels. He 


Steinman | 
Hardware Co., Lancaster, secre- | 
tary, and Maxwell Krause, Geo. | 


| joined the G. E. Supply Corp., | 


| 16 years ago when a _ branch 
| house was established in Dayton, 
| Ohio. He served as a general 
| salesman for four years, handling 
both supply and appliance lines, 
| and in 1931 he was transferred 
to Cincinnati and appointed home 
appliance dealer specialist for the 
supply company in southern Ohio 
and Kentucky. 


pliance sales manager in the 
Hartford district office of the sup- 
ply company and served in that 
capacity for 10 years. 








McCARTHY MANAGES 
CHICAGO BRANCH OF 
BENDIX APPLIANCES 

A. L. McCarthy has recently 
been appointed manager of the 
newly-established Chicago branch 
| of Bendix Home Appliances, Inc. 





ANNOUNCE RELEASE 
OF GEM RAZORS TO 
| TRADE AFTER 2 YEARS 


Milton Dammann, president, 
American Safety Razor Corp., 
315 Jay St., Brooklyn, N. Y., re- 
cently announced the general re- 
lease of Gem Safety razors to the 
trade after a two-year stoppage 
of production due to government 
restrictions. Mr, Dammann states, 
“Although the manufacture of 
razors is presently unrestricted, 
these products for domestic dis- 
tribution remain limited, being 
subject to our ability to obtain 
the necessary critical raw ma- 
terials, particularly steel and 
brass, which still remain under 
control of WPB.” 





In 1933, Mr. | 
Hanks was named district ap- | 
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will be looking for 


FERTILIZER 


Be sure you get your share of this profitable busi- 
ness—feature, display this complete plant food in 
your store and windows! 


GET FREE DISPLAY MATERIAL! 


Colorful, attractive posters, streamers, folders and 
booklets for your local sales drive available free. 
Also mats for newspaper advertising. Send request 
to distributor or direct to Swift & Company 
Fertilizer Works, U. S. Yards, Chicago 9, III. 
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Any sander is a better sander if 
coated with reliable abrasive. 
Equip yours with 
Speed-grits Combination 
(Openkote) 
To remove old finish 
and 
Durite Paper 
(Closekote) 
For the final surface 


For many years the unquestioned 
Quality Standards among profes- 
sional floor contractors. 


Both are available in ready-cut 
sheets for all the popular makes of 
Rental machines. 


Both are safely packed in sturdy car- 


tons in just the right quantities for 
profitable retailing. 





Assure the success of your rental 
services with 


BALANCED CUT SANDPAPERS 


BEHR-MANNING 


10:0) G0. Fe @ 


Reliable Coated Abrasives Since 1872 




















W. T. WARREN, PRES. 
GRAHAM MFG. CoO. 
William T. Warren, who joined 
the Graham Mfg. Co., Derby, 
Conn., as general manager last 





WM. T. WARREN 


September, was elected president 
of the company on March 21, 
1944. D. H. Allen is vice presi- 
dent and Johannes Johnson is 
secretary. The company manu- 
factures key blanks and other 
builders’ hardware specialties. 

Mr. Warren has been con- 
nected with the hardware indus- 
try for more than twenty years, 
having been successively asso- 
ciated with Baer Bros., Masback 
Hardware Co., Inc., Peck, Stow 
& Wilcox Co., and Defense Mfg. 
Corp. 


OPA APPOINTS 
CAST IRON SOIL PIPE 
INDUSTRY COMMITTEE 


The OPA recently appointed a 
Cast Iron Soil Pipe & Fittings 
Industry Advisory Committee. 
The members of the committee 
are as follows: Charles Hamilton, 
president Alabama Pipe Co., An- 
niston, Ala.; William H. Deyo, 
president, Anniston Foundry Co., 
Anniston, Ala.; J. J. Crotty, vice- 
president, Central Foundry Co., 
New York City; B. W. Frederick, 
vice-president in charge of sales, 
Eastern Foundry Co., Boyertown, 
Pa.; George H. Clay, president. 
Clay & Bailey Mfg. Co., Kansas 
City, Mo.; and Deems W. Hall- 
man, production manager, Hajoca 
Corp., Lansdale, Pa. 


HOUSEHOLD CHEMISTS 
NAME BUTLER BROS. 
DIST. FOR SHYN-O-WAY 


Household Chemists, Inc., re- 
cently announced the appoint- 
ment of Butler Bros., Chicago, 
Ill., as jobbers and warehousers 
for their product, Shyn-O-Way. 
At the same time the appoint- 


sales agents in the Chicago area, 
and Charles Martin as sales 
agent for the New York State 
and northern New Jersey area 
were announced. 





HELLER BROTHERS 
RECEIVE WHITE 
PRODUCTION STAR 


The white star for continuous 
outstanding production achieve- 
ment in completing war-time 
schedules was recently awarded 
to Heller Brothers Co., New- 
comerstown, Ohio. The original 
pennant was presented to the 
company in Sept. 1943. 


BOOSTERS HEAR TALK 
ON AMERICAN SYSTEM 


More than 40 members and 
guests at the March 31 meeting 
of the Hardware Boosters, held 
at the Midston House, Madison 
Ave. and 38th St., New York 
City, heard A. C. Flamman, vice 
president and legal counsel for 
the organization, speak on “The 
Free Enterprise System—Shall It 
Continue?” Honored guest of 
the evening was George H. Grif- 
fiths, president and general man- 
ager, HarpwarE AGE, who was 
presented with his certificate as 
an Honorary Life Member of the 
Boosters. Mr. Griffiths empha- 
sized in his brief and informal 
comments the necessity of learn- 
ing to like people and urged that 
members to boost and help those 
in the armed forces when they 
return to civilian life. 

Mr. Flamman said that these 
are perilous days with the issuc 
Americanism and not politics. 
Responsibility is inseparable 
from freedom, he said, in urginz 
older people to talk the Ameri- 
can System of Free Enterprise to 
younger friends. We have free- 
dom to talk, and think as we see 
fit, freedoms which are now in 
existence nowhere else. As 
Americans we are entitled to 
know the facts. 
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A. C. FLAMMAN 
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C. Hanele Cowdrey, General Mar. 


Harrington & 


C. Francis Cowdrey, Jr., has | 
recently accepted the position of 
general manager of the Harring- | 
ton & Richardson Arms Co.,| 
Worcester, Mass. Mr. Cowdrey 
was educated at Clark University | 
and the Harvard Graduate School | 
of Business Administration. He | 
was affiliated with the Cowdrey | 
Brake Tester Organization, Inc., | 
and also was assistant treasurer | 
of the C. H. Cowdrey Machine | 
Works. When the former com- 
pany was sold to the Bendix | 
Aviation Corp., he remained | 
with the new company until its | 
offices were moved to South| 
Bend, Ind. 

Upon the death of his father, 
he became treasurer and adver- 
tising manager of the C. H. 
Cowdrey Machine Works, and 
continued in those capacities un- | 
til the company leased its facil- | 





Richardson Arms Co. 


ities to the American Type 
Founders, Inc. While connected 
with the latter company, he was 
personnel manager of its Fitch- 
burg division. He was associated 
with R. J. Alden, Springfield, 
Mass., in the development of the 
Alden “Defenser,” a patented 
non-letha weapon using a re- 


vamped 45 calibre shell and a | 


semi-liquid bullet. He organized 
and was president and treasurer 
of Cowdrey Products Co., which 
manufactured a patented sanitary 
milk bottle cap. Recently Mr. 
Cowdrey has been senior con- 
tract specialist with the Smaller 
War Plants Corp., working from 
the Worcester, Mass., office. He 
is past exalted ruler of Fitch- 
burg lodge of Elks, twice elected 
to the Fitchburg city council, and 
a member of Camp Bonne Vien- 
ne, Quebec, Canada. 











LEO C. MAY 


Vice-president May Hardware 
Co., Washington, D. C., whole- 
sale hardware distributors, who 
was recently elected president 
of the board of directors of the 
Boys’ Club of Washington, 
D. C. Mr. May, who this year | 
celebrates his 40th anniversary | 
with the May company, has 
two sons in the armed forces: 
Lt. (j.g.) Leonard S. May, | 
United States Navy, and Capt. 
Donald L. May, U. S. Army | 
Tank Corps now a wounded 
war prisoner in a German 
prison hospital. In addition to 
his Boys’ Club activities, Mr. 
May is one of five members of | 
the Final Draft Appeal Board | 
of Selective Service. He is} 
also chairman of a Rotary Club | 
committee which in coopera: | 
tion with Station WMATI ar- 
ranges for and transports tal- 
ent and their musical instru- 
ments to armed forces hospi- 
tals to entertain the patients in 
them. 




















APRIL 13, 1944 


LIGHTING EQUIPMENT 
MAKERS ATTEND 
NELA CONFERENCE 


Recently 71 representatives of 
leading lighting equipment man- 
ufacturers attended a_ special 
conference held by G. E. Lamp 
Department at G. E. Institute, 
Nela Park, Cleveland, Ohio. The 
meeting, arranged by E. D. 
Stryker of, Nela Park, and at- 
tended also by G. E. Lamp De- 
partment executives and_ en- 
gineers, had a two-fold purpose: 
to discuss final design of pro- 
posed new fluorescent lamp types 
and accessory equipments, and 
to establish practical applica- 
tions therefor. Included among 
the speakers on the program 
were W. L. Enfield, consulting 
research engineer; Ward Harri- 
son, director of engineering di- 
vision; A. B. Oday; E. W. Com- 
mery; J. Ketch; C. M. Cutler; 


Jr.; and H. Freeman Barnes, all 
of Nela Park. 
COHEN OPENS OFFICE 
WITH WALTER ENOCH 


Meyer P. Cohen, who was 
formerly associated with the 
Loring Lane Co., New York 
City, for 18 years, the last six 
as buyer of housefurnishings, 
electrical items and garden tools, 
will open his own office as manu- 
facturers representative associ- 
ated with Walter Enoch. They 
will be located in Room 1161, 
1440 Broadway, New York City 
18, and plan to cover the jobbers, 
syndicates, chains and depart- 


ment stores, 


| Allan Gaetjens; W. H. Robison, 


This Hammer Is 


No War Baby... 


It’s truc that thousands ot th 


are being uscd today for the 
purposes Ol Wal but this tool 
was designed tor the uses of 
peace an latter che lasteshot has 
been fired in this holocaust. 

Fairmount cools will again re 
sume their natural function in 
supplying industry with de- 
pe ndable, balanced hand tools 
to service the equipment of 


peace UM«¢ manufacturers. 


The FAIRMOUNT 
TOOL & FORGING COMPANY 





Hand Tools * Special Tools + Forgings 
* * 10611 QUINCY AVENUE » CLEVELAND, OHIO 
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“YANKEE tools 
oe 







production! 


@ “Yankee” Fine Mechanics’ Tools are speed- 
ing and simplifying production for industry’s 
task forces. Designed to save time, trouble, 
and money, their inbuilt ingenuity is length- 
ening man-hours on the home front, their 
simplicity, strength, and compactness are up- 
holding a reputation for dependability. At 
war’s end, of course, they will again be avail- 
able where and when you want to buy them. 
Meanwhile, the energy of all-out production 
is adding new chapters to our more than half- 
century's experience in fine tool-making. 
Treat your “Yankee” Tools right. They are 


weapons of war. 


Advertising of this kind in the Saturday Eve- 
ning Post, Popular Mechanics, and Popular 
Science is safeguarding your “Yankee” Tool 


market of the future. 


Wlustrated above: 
“YANKEE” SPIRAL SCREW DRIVER NO. 130A 


A Size for Every Purpose 


“YANKEE TOOLS 


make good mechanics better 
North Bros. Mfg. Co., Phila. 33, U.S. A 
Established 1880 


























H. LINN WORTHINGTON 


whose election as president of 


| the Hardware Club of Baltimore 


was announced in the March 
30th issue of Harpware Ace. 





CASE & SONS CUTLERY 
PURCHASES SCHAAF & 
GOOD SCISSOR PLANT 


W. R. Case & Sons Cutlery 
Co., Bradford, Pa., recently pur- 
chased the entire shear and 
scissor plant of the Schaaf & Good 
Co., Fremont, Ohio. Now asso- 
ciated with the Case company 
are E. W. Smiley, previously 
manager of Berridge Shear Co., 
Sturgis, Mich., and his son E. W. 
Smiley, Jr. The company pro- 
duces a complete line of cutlery 
including: pocket knives, straight 
razors, hunting and sheath knives, 
kitchen and professional knives, 
butcher, slicer and paring knives, 
etc., and will nov. also produce 


| shears and scissors. 


GILLETTE WINS STAR 
FOR “E” BANNER 


Gillette Safety Razor Co., Bos- 
ton, Mass.; signalizing renewal of 
their original Army-Navy “E” 
banner, recently entertained 3,000 
employees at a dance in Sym- 
phony Hall, Boston, featuring 
Jan Savitt and his orchestra and 
a presentation of the Coca-Cola 
“Spotlight Band” radio program. 
The “E” award was first pre- 
sented in July of 1943, and the 
star has been conferred for con- 
tinuation of their splendid pro- 
duction record. 





DAMASCUS STEEL 
WINS SECOND STAR 


The Damascus Steel Products 
Corp., Rockford, IIl., has recently 
been presented with a second 
white star to add to its “E” 
flag, which was originally award- 
ed in Dec., 1942.” The first white 
star was presented in July, 1943. 








GRAHAM, PRESIDENT 
CHICAGO FLEXIBLE 
SHAFT COMPANY 


B. A. Graham, formerly vice- 
president and assistant general 
manager of the Chicago Flexible 
Shaft Co., Chicago, IIl., has been 
recently elected president and 
general manager of the company 
by the board of directors. Mr. 
Graham joined the sales division 
in 1924 and three years later was 
appointed sales manager. In 
1935 he was elected vice-presi- 
dent, assistant general manager, 
and director. 

H. C. Wright, who joined the 
company 31 years ago, was the 
former president and _ general 
manager. He has been elected 
chairman of the board and of 
the executive committee. In 1924 
he was named managing director 
of the company’s Australian sub- 
sidiary, returning to Chicago 
headquarters two years later as 
assistant to the president. He 
was elected a director in 1928, 
vice-president the following year, 
and in 1935 became president 
and general manager. 

E. K. Ploner is vice-president 
and general sales manager, while 
W. E. Cornelius is vice-president 
and sales manager. Mr. Ploner 
joined the company in 1927, as 
advertising manager, then be- 
came assistant manager of the 
electric appliance division, was 
appointed eastern sales manager 
in charge of the New York office 
in 1929, and finally in 1936 re- 
turned to Chicago as divisional 
sales manager. Mr. Cornelius, 
who joined the company in 1926 
for special field sales work, was 
placed in charge of the lawn 
goods division two years later. 
In 1931 he was named divisional 
supervisor of electric appliance 
sales for the central division and 
five years later was appointed 
divisional sales manager of elec- 
tric appliance sales for both 
central and western states. Other 
new officers are J. W. Lynch, for- 
merly second vice-president, now 
senior vice-president, and H. C. 
Gwinn, treasurer. 





GOLDSTROHM, MUSCHAMP 
ELECTED TO BROWN 
INSTRUMENT BOARD 


Paul L. Goldstrohm and George 
M. Muschamp have recently been 
elected members of the board of 
directors of the Brown Instrument 
Co., Philadelphia, Pa., manufac- 
turers of precision industrial in- 
struments. Mr. Muschamp is 
vice-president in charge of engi- 
neering of the Brown Co., a divi- 
sion of Minneapolis - Honeywell 
Regulator Co., and Mr. Gold- 
strohm is vice-president in charge 
of production. 
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WAGNER ASSISTS PRES. 
EUREKA VACUUM CO. | 


Thomas H. Wagner has recently | 
been appointed assistant to the 
president of the Eureka Vacuum 
Cleaner Co., 6050 Hamilton St., 
Detroit, Mich., it was ctleienhaall | 
by H. W. Burrett, president. Mr. 
Wagner joined Eureka in 1940 as 
sales statistician, and when the 
company completed total conver- 
sion to war work early in 1942, 
he was transferred to the factory 
manager’s staff to assist in bud- 
get preparation, procedure and 
control. In his new position, his 
duties will include working on 
post-war planning, war contract 
terminations, and special activi- 
ties on current war work, Mr. 
Wagrer was affiliated with the 
National Bank of Detroit before 
joining Eureka. 


RADIO MAKERS DISCUSS 
EXPORT PROBLEMS 


A list of the specified require- | 
ments for export radio receivers 
to be produced after the war was | 
agreed upon at a recent meeting | 
of the Radio Manufacturers’ | 
Association headed by J. H. Ras- 
mussen, commercial manager of 
The Crosley Corp., Cincinnati, 
Ohio. This schedule of agreed 
minimum requirements for ex- 
port receivers will be submitted 
by Mr. Rasmussen to the RMA 
export committee at a meeting to 
be held in April. Those who at- 
tended the meeting of the special 
committee were: W. A. Coogan, 
chairman of the RMA export 
committee; J. Burke, Stewart- 
Warner Corp.; Dempster MclIn- 
tosh, Philco International Corp.: 
E. FE. Loucks, General Electric 
Corp., and L. C. F. Horle, engi- 
neering division, Radio Manu- 
facturers’ Association. Each mem- 
ber of the committee was accom- 
panied by an engineering adviser, 
who furnished technical informa- | 
tion and advice to the committee. | 











MAJOR FRENCH TALKS 
TO LOS ANGELES POT 
AND KETTLE CLUB 


Major Roy French recently ad- 
dressed the Los Angeles Pot and | 
Kettle Club on his experiences 
as Intelligence Officer in overseas 
duty. The weekly meeting was 
attended by nearly 100 members 
and guests. Eddie Hallock, sales | 
manager of the California Hard- | 
ware Co., Los Angeles, Cal., 
wholesalers, acted as master of 
ceremonies, and four new mem- 
bers were added to the club | 
roster. They are as follows: | 
Harry Grant, housewares buyer | 
for Union Hardware & Metal Co., | 
Los Angeles, Cal., wholesalers; 
Harold Norton, Eckert-Lloyd, | 
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Inc., Robert Homan, Lippincott, 





Co.; Eugene E. Flynn, Corey 
Glass Coffee Brewer Co., Chi- 
cago, Ill.; and J. L. Pedem, sales 
manager, Corning Glass Co., | 
Corning, N. Y. 





N. Y. HARDWAREMEN 
HOLD IRISH PARTY 


Despite the fact that war-time 
restrictions prevented members of 
the Hardware Trade Association 
of New York from observing St. 
Patrick’s Day with time honored 
corn beef and all] the trimmings 
the club’s annual Irish lunch was 
held March 21 at the Railroad 
Machinery Club, 30 Church St., 
New York City, with 52 members | 
and guests present. Decorations | 
carrying out the Irish theme were 
used and William P. Kelgard, 
professional humorist, entertained | 
with Irish stories and some philo- | 
sophical observations as to the | 
world’s post-war situation. 








SHELVING AND LOCKER 
INDUSTRY COMM. 
APPOINTED BY WPB 


The WPB recently appointed 
Shelving & Locker Industry 
Advisory Committee with George 
M. Chandlee, Consumers Durable 
Goods Division, government pre- 
siding officer. The membership | 
of this committee is as follows: 
Thomas M. Dunham, Aurora, 
dll.; Joe P. Gallagher, The Frick- 
Gallagher Mfg. Co., Wellston, 
Ohio; R. M. Helms, Berger Mfg. 
Division, Republic Steel Corp., 
Canton, Ohio; H. J. Onions, De- | 
Luxe Metal Furniture Co., War- | 
ren, Pa.; Earl D. Power, Lyon 
Metal Products, Inc., Aurora, | 
Ill.; Wilbur J. Schaefer, The In- 
terior Steel Equipment Co., 
Cleveland, Ohio, and Alexander | 
Wilson, Andrew Wilson Co., | 
Lawrence, Mass. 











ARTHUR L. GREENBERG 


Who has been connected with 
the Magen Hardware Co., 
Philadelphia, Pa., for more | 
than 25 years. 















IMPERIAL 


RAPID 
BRUSH CLEANER 


Cleans without wilting bristles 


Help your customers preserve their paint 
brushes. They'll appreciate it now more than 
ever. Suggest Imperial Rapid Brush Cleaner— 
the fast-acting, ready-to-use liquid that softens 
up the hardest paint and leaves bristles with 
their natural spring and _ vitality—never 
limp. No overnight soaking. 


Order Imperial Rapid Brush Cleaner now 
from your jobber. Write us for information. 


WILSON - IMPERIAL COMPANY 


Dept. H-414, 115 Chestnut St., Newark 5,N. J. 


ia. — 


ex“2 for War { 














=-and for Post-War, too! 


Today hundreds of different Hodell chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 
wort you. Send ee es for a prompt estimate. 





hh Pitan” 


pene LAND 3, 3, OHIO cane 





OPA Invites New York Jobbers to 
Gen. Maximum Price Reg. Meeting 


Wholesale hardware distribu- 
tors in New York City have been 
invited by the Office of Price Ad- 
ministration to attend a meeting 


on the subject of the 


General | 


Maximum Price Regulation to be | 
held Monday, April 17, at9 A. M.| bers of their staff will be wel- 


in Room 24 on the fourth floor of | come at the session. 


the Empire State Building. Off- 
cials of OPA desire at that meet- 


ing to show how prices are fig- | 
ured under GMPR and to give | 


| 


data on the regulations from vari- 


ous angles, including advice from | 


legal advisors in OPA. 
Wholesalers have been advised 

that their salesmen and execu- 

tives and other interested mem- 


Invitations 
have been issued by Ira J. Mer- 
man, price specialist, Consumers’ 
Durable Office of Price 


Administration. 


Goods, 








JEWELL BELT HOOK 
ELECTS OFFICERS 


The board of directors of the 
Jewell Belt Hook Co., producers 
of malleable iron belt hooks, 
Naugatuck, Conn., recently 
elected Charles L. Tolles presi- 
dent and George E. Bean secre- 


| 
| 





| 


tary and treasurer of the com- | 


pany. W. D. Calvert, was ap- 
pointed cashier, and D. G. Mac- 
Vicar, sales manager. At 


the | 


annual meeting which preceded | 


the directors’ meeting, Charles L. 
Tolles, who is also president of 
the Hartford Belting Co., Mr. 
Bean, L. A. Dibble, Emil Mann- 
weiler, and E. M. Beecher were 
elected directors for the ensuing 
year. 


GIBSON REFRIGERATOR 
APPOINTS CLEVELAND 
DISTRIBUTING CO. REP. 


of 


The Gibson Refrigerator Co., | 


Greenville, Mich., has recently 
appointed the Cleveland Dis- 
tributing Co., 2323 East 67th St., 
Cleveland, Ohio, exclusive dis- 
tributor for Gibson electric re- 
frigerators and electric ranges, in 
the northeastern Ohio area cover- 
ing 14 counties. The Gibson com- 
pany has devoted its production 
efforts to the production of the 
famous CG-4A_troop-catrying 
glider. They are also thaking 
parachute flares, anti-aircraft gun 
tools and accessories, -yarious 
types of bombs and othér wea- 
pons of war. . 


HANBURY NAMED 
N. Y. LAMP MGR. 
OF WESTINGHOUSE 


Hugh J. Hanbury has been 
named manager of the metropoli- 
tan New York area for the lamp 
division of Westinghouse Electric 
& Mfg. Co. Mr. Hanbury had 
been manager of the division’s 
Newark area since 1938. 
joined the Westinghouse organ- 
ization in 1931 as a lamp sales- 
man in the New Jersey territory. 
After serving in the U. S. Navy 
during World War I, Mr. Han- 
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He | 





bury established an_ electrical 
contracting firm at Jersey City, 
but sold his share in the firm to 
his partner in 1925. He is chair- 
man, manufacturers’ division of 
the Essex Electrical League of 
New Jersey, and a member of the 
executive committee. 


GRAHAM RESIGNS FROM 
GILLETTE RAZOR CO. 


George A. Graham, formerly 
director and vice-president in 
charge of sales for The Gillette 
Safety Razor Co., Boston, Mass., 
has recently resigned his posi- 
tion and is no longer connected 
with the company. 


HAYNES HDWE. MARKS 
50TH ANNIVERSARY 
February Ist marked the fif- 
tieth anniversary of the opening 
the Haynes Hardware Co., 





W. E. HAYNES 


Emporia, Kan. W. E. Haynes, 
the founder and a member of the 
Haxpware Ace 50 Year Club, al- 
though 80 years old, was active 
as usual in buying and selling. 
| Only a few months after opening 
| the business, Mr. Haynes was 
| joined by his brothers, Nathan 
B., John Q., and Henry S. 
Haynes, all of whom predeceased 


him. 


MISS NOLAN RESIGNS 
FROM GENERAL ELEC. 


| Edwina Nolan (Mrs. Walter J. 





Daily) who had been service di- 
rector of the General Electric 
| Co.’s appliance and merchandise 
department for the past 15 years, 
has recently resigned to retire to 














| ADMIRAL CORP. AWARDED ARMY-NAVY “E”. The Ad- 
miral Corp., 444 Lake Shore Drive, Chicago 11, Ill, recently 


received the Army-Navy “E” award for excellence in produc- 


tion of war materiel. 


The presentation was made at the 


Paradise Ballroom in Chicago and Brigadier General Edgar L. 
Clewell, Commanding General, Western Signal Depots, pre- 


sented the flag to Ross D. Siragusa and Arthur Ritter. 


Lt. 


Commander George C. Norwood, Officer in Charge, Army- 
Navy Electronics Production Agency, Chicago, presented the 
pins. Left to right: Ross D. Siragusa, president of the Admiral 
Corp., and Arthur Ritter, Admiral Employees’ representative. 


| of the New England 








private life. Miss Nolan was with 
the Northern States Power Co., 
in Minneapolis, Minn., betore 
her connection with G. E. She 
served on the salvage committee 
of the WPB with direct charge 
division. 
Some years ago Miss Nolan 
founded the Manufacturers’ Home 
Service Committee, and orig- 
inated and promoted the first 
G. E. magazine editorial con- 
ference. 

WANTS CATALOGS AND 

SALESMEN’S CALLS 


Will Rogers Co., Altoona, Pa., 
distributors of paint and related 
lines, recently moved to new and 
larger quarters at 1309 12th Ave- 
nue, Altoona. The company re- 
quests that manufacturers of 
builders’ hardware and tools, etc., 
send their catalogs and have 
their salesmen call on the com- 
pany which intends to add tools 


and builders’ hardware to its 
lines when restrictions are re- 
moved. 


OPA FORMS WINDOW 
GLASS INDUSTRY COMM. 


The OPA recently appointed 
three executives of firms engaged 
in the production of window 
glass to consult with and advise 
the OPA on pricing problems of 
the industry. The members 
named to the committee are: 
A. S. Crandon, executive vice- 
president, American Window 
Glass Co., Pittsburgh, Pa.; G. P. 
MacNichol, Jr., vice-president in 
charge of sales, Libbey-Owens- 
Ford Glass Co., Toledo, Ohio, and 
R. B. Tucker, vice-president and 
director of glass sales, Pitts- 
burgh Plate Glass Co., Pitts- 
burgh, Pa. 


A CORRECTION 


In the March 16 issue of Harp- 
WARE AGE on page 124 in an item 
announcing the appointment of 
Thomas MacLachlan as general 
manager of the New York office 
of H. K. Porter, Inc., it was in- 
correctly stated that the company 
with which Mr. MacLachlan is 
affliated was the H. K. Porter 
Co., Inc., Everett, Mass. Mr. 
MacLachlan is general manager 
of the New York office of H. K. 
Porter Co., Inc., 49th and Harri- 
son Sts., Pittsburgh, Pa. The 
Everett, Mass., and Pittsburgh, 
Pa., companies mentioned have 
no connection with each other. 
The MacCoy Sales Co., manufac- 
turers’ agents, 14 Warren St.. 
New York 7, N. Y., is the exclu- 
sive New York agent for metro- 
politan New York, New Jersey. 
and eastern Pennsylvania for the 
H. K. Porter Co., 6 Ashland St.. 
Everett, Mass. 
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William D. Plumb Passes Away 
—Injury Causes Death at 55 


Friends and business associates 
of William D. Plumb, vice presi- 
director of 


dent, treasurer and 





WILLIAM D. PLUMB 


Fayette R. Plumb, Inc., Phila- 
delphia, Pa., tool manufacturers, 
were shocked at his passing on 
March 23 in Bryn Mawr Hospi- 
tal, as the result of injuries _ie- 
ceived two weeks previously in 


LOUIS C. RUGEN 


Louis Carl Rugen, vice-presi- 
dent in charge of manufacturing 
and a director of the Ruberoid 
Co., 500 Fifth Ave., New York 
City, recently passed away in 
St. Louis, Mo. Mr. Rugen, who 
was visiting his son Richard in 
Ferguson, Mo., had been affiili- 
ated with the Ruberoid Co., for 
more than 40 years. He is sur- 
vived by his widow, four sons, 
and a daughter. 


GEORGE T. BOURNE 


George T. Bourne, 86, who 
until his retirement about a year 
ago had been with ZCMI, Salt 
Lake City, Utah, as hardware di- 
vision manager, passed away re- 
cently in his home after 71 years 
of continuous service. He joined 
ZCMI at the age of 14, and dur- 
ing his long service with that or- 
ganization, he became widely 
known as a hardware dealer and 
he often recalled serving four 
generations of the same Utah 
families. A lifelong member of 
the Mormon Church, Mr. Bourne 
was active in quorum work and 
at the time of his death was a 
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an accidental fall. Although his 
active duty with the Plumb or- 
ganization was management of 
the Philadelphia plant, he was 
well known for his kindly in- 
terest in and concern for the 
welfare of employees of the com- 
pany. He had the gift of under- 
standing the problems of others, 
and was a friend to all who knew 
him. 

William D. Plumb was also 
treasurer and a director of the 
Delta File Works, Inc., also of 
Philadelphia, and a member of 
the Harvard Clubs of New York 
City and Philadelphia. He is sur- 


| vived by his widow, two sons, 


three daughters and two broth- 


Fayette R. Plumb, Phila- 


ers, 


| delphia, president of Fayette R. 
| Plumb, 
Works, 
| Plumb, of New York City. 


and Delta File 
and Joseph H. 


Inc., 
Inc., 


Interment was in the cemetery 
at Gowanda, N. Y., which Mr. 
Plumb’s great-grandfather _ pre- 
sented to the town and in which 
burials of deceased members of 
the family were made as early as 
1845. 





High Priest. He is survived by 
two sons, a daughter, a sister, 
seven grandchildren and _ six 
great-grandchildren. 


EATON D. SARGENT 


Eaton D. Sargent, treasurer 
and general manager of The 
White Mountain Freezer Co., 


Inc., Nashua, N. H., passed away 
recently after suffering a heart at- 
tack at his winter home in Cres- 
cent City, Fla. The news of his 
passing came as a shock to his 
large circle of friends and asso- 
ciates, as Mr. Sargent has been 
active in civic, business and fra- 
ternal affairs in Nashua for many 
years. At the age of 17 he was 
employed in the tin shop of The 
White Mountain Freezer Co. He 
was later promoted to the ship- 
ping department and_ shortly 
after that made paymaster. He 
then became traveling representa- 
tive for the company, covering 
the territory east: of the Missis- 
sippi. In 1902, Mr. Sargent 
moved to Winchendon, Mass., 
where he organized the Alaska 
Freezer Co. In 1919 he returned 
to Nashua and became treasurer 


yon several other boards. 





and general manager of The 
White Mountain Freezer Co., Inc. 
He was also president of the 
Whitney Screw Corp., of Nashua, 
and president of The Henniker 
Handle Corp., Henniker, N. H. 
Mr. Sargent was a director and 
had served as president of the 
Nashua Y.M.C.A. for 10 years. 
He was a member of Ancient 
York Lodge and all Masonic 
bodies, and in 1934 was elected 
Commander -in- Chief of New 
Hampshire Consistory, 32nd de- 
gree. He was subsequently made 
a 33rd degree Mason. Mr. Sar- 
gent was a member of the New 
Hampshire Manufacturers’ Asso- 
ciation, of which at one time he 
was president. He was elected 
for his first term as Mayor of 
Nashua in 1924 and served two 





EATON D. SARGENT 


terns. Mr. Sargent was director 
of the Federal Home Loan Bank 
of Boston, the Second National 
Bank of Nashua, N. H.; the 
People’s Bank of Crescent City, 
Fla., and also served as director 
He is 
survived by his widow, two 
daughters, a son and five grand- 


children. 


HOWARD BRITTON 


Howard Britton, 76, formerly 
manager of the varnish depart- 
ment of Benjamin Moore & Co., 
Carteret, N. J., for many years, 
passed away recently after a long 
illness. He retired three years 
ago. He is survived by his widow, 
a daughter, and a son. 


HOWARD FLECK 


Howard Fleck, 85, prominent 
business man and civic leader of 
Jenkintown, Pa., passed away 
recently. Mr. Fleck was a mem- 
ber of the firm of W. C. Fleck & 
Bro., Inc., wholesale and retail 
hardware concern, and was presi- 
dent of the Jenkintown Bank & 
Trust Co., from 1920 until 1925, 





and then chairman of its board 
of directors until his retiremen: 
in 1942. Mr. Fleck was active a: 
treasurer of the hardware firm 
until last November. He is sur- 
vived by his widow, Eva Hoover 


Fleck. 


HARRY C. BRANAHL 


Harry C. Branahl, 75, of the 
American Fork & Hoe Co., Cleve- 
land, Ohio, who was widely 
known throughout - the trade, 
passed away recently while at 
tending the A. R. E. A. Conven- 
tion in Chicago. Mr. Branahl 
was greatly admired by his large 
host of friends. At the age of 16, 
he joined the old Simmons Hard- 
ware Co., St. Louis, Mo., as 2 
stockboy and then, working his 
way through the organization for 
a period of 25 years, eventually 
was advanced to the position of 
buyer. For 15 years he was gen- 
eral sales manager of Eagle Mfg. 
Co., Wellsburg, W. Va. 

In 1923, he became sales man- 
ager of Skelton Shovel Works, 
Dunkirk, N. Y. Upon the merger 
of this company with the Ameri- 
ean Fork & Hoe Co., Mr. Bran- 
ahl was transferred to the gen- 
eral offices in Cleveland, Ohio. 
Mr. Branahl is survived by his 
widow and four daughters. 





A. W. HOWE 


Anthony W. Howe, president 
of the J. M. & L.A. Osborn Co., 
Cleveland, Ohio, and past presi- 
dent of the National Association 
of Sheet Metal Distributors, 
passed away recently in Miami 
Beach, Fla., where he had gone 
for his health. A native Cleve- 
lander, he joined the Osborn Co., 
sheet metal products distributors, 
in 1899. He also was president 
of the Broadview Savings & Loan 





A. W. HOWE 


Co., and was a director of the 
Sharon Steel Corp., Sharon, Pa. 
He is survived by a son, a daugh- 
ter, and four grandchildren. 
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MATTHEW O. TROY 


Matthew O. Troy, a commer- 
cial vice-president of the General 
Plectric Co., Schenectady, N. Y., 
passed away suddenly while on a 
train returning from a meeting 
in New York City to Schenec-. 
tady. Mr. Troy, who had been 
with the company for 47 years, 
attended the University of Vir- 
ginia. He went to Schenectady 
on test at first and then to Lynn, 
Mass., on test work for six 
months. He was made head of 
the transformer testing depart- 
ment at Lynn, and during that 
period was associated with the 
late Dr. Elihu Thomson. He left 
test to join the G. E. engineer- 





ing department, where he re- 
mained until 1904. He returned 
to Schenectady to serve as com- 
mercial engineer in the trans- 
former division and later became 
manager of the division. Mr. 
Troy went to Pittsfield when the 
division was transferred to the 
works there. Returning to 
Schenectady again in 1923, after 
10 years, he was named executive 
assistant manager of the central 
station divisions. From this posi- 
tion he was advanced first to 
manager of the divisions in 1928 
and then to commercial vice- 
president. 














EARL W. HAMLIN 


Earl W. Hamlin, 55, prominent 
industrialist and president of the 
Hamlin Metal Products Co., 
West Exchange & Water St., 
Akron, Ohio, passed away unex- 
pectedly at his home in Akron. 
Mr. Hamlin began his business 
career in the auditing depart- 
ment of the B. F. Goodrich Co., 
Akron, Ohio, and after five years 
entered the employ of the Akron 
Selle Co. He advanced to an 
official capacity while with the 
company, and remained there 
until he organized his own metal 
products business. The Hamlin 
Metal Products Co. has for the 
past two years been devoting its 
entire production to that of war 
materiel, and at the time of Mr. 
Hamlin’s passing the company 
was undertaking a building ex- 
pansion program. 

Less than a week before he 
passed away, Mr. Hamlin pre- 
sided at a family dinner follow- 
ing the baptism of his only 
grandchild. His eldest son, Pfc. 
Earl Hamlin, Jr., was granted 
emergency leave to attend his 
father’s funeral. He is survived 
by his widow, two other sons, a 
daughter, his mother, a brother, 
and two sisters. 


REVISE R185-42 
ON PIPE FITTINGS 


\ revision of the Simplified 
Practice Recommendation 
R185-42, Pipe Fittings, (Gray 
Cast Iron, Malleable Iron, and 
Brass or Bronze), has been ap- 
proved by the Pipe Fittings 
Mfg.’s Association, and the Di- 
vision of Simplified Practice of 
the National Bureau of Stand- 
ards has mailed copies to all in- 
terests for consideration, and ap- 
proval. The revised list permits 
the production of 277 additional 
gray cast iron fittings the ma- 
jority of which are sprinkler fit- 
tings, and 97 additional malle- 
able iron fittings. 





MACHINE, WOOD, SHEET 
METAL SCREW IND. 
ADVISORY COMMITTEE 


The Office of Industry Advisory 
Committees of the War Produc- 
tion Board recently announced 
the formation of the Machine, 
Wood, Sheet Metal Screw Jn- 
dustry Advisory Committee. 9. 
F. Fancey, Building Materials 
Division, is the government pre- 
siding officer. The members are: 
A. H. Charles, National Lock 
Co., Rockford, Ill.; C. O. Dray- 
ton, American Serew Co., Provi-* 
dence, R. I.; W. H. Hill, Sco- 





ville Manufacturing Co., Water- 
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ville, Conn.; D. S. Jennings, 
Central Screw Co., Chicago; 
F. H. Lyon, Progressive Manu- 
facturing Co., Torrington, Conn.; 
C. F. Newpher, National Screw 
& Mfg. Co., Cleveland; Charles 
Parker, Charles Parker Co., 
Meriden, Conn.; B. J. Sackheim, 
Manufacturers Screw Products, 
Chicago; W. E. Smith, Southing- 
ton Hardware Mfg. Co., South- 
ington, Conn.; E. A. Thatcher, 
United Screw & Bolt Corp., 
Chicago; C. H. Warwell, Con- 
tinental Screw Co., New Bedford, 
Mass.; and E. M. Whiting, 
Pheoll Manufacturing Co., Chi- 
cago. 


FORESEE SOME EASE 
OF RESTRICTIONS ON 
REFRIGERATION 


Looking forward to eventual 
relaxation of present restrictions 
on the production of certain re- 
frigeration items such as_ ice 
cream and farm freezers, bever- 
age cooling cabinets and like 
equipment, the General Refrig- 
eration and Air Conditioning In- 
dustry Advisory Committee has 
endorsed a report from its Pro- 
gram Committee setting the pat- 
tern for consideration of both 


present and future studies of seg- | 


ments of the industry, the War 
Production Board reported re- 
cently, 


The pattern of study, as recom- 
mended by the Program Commit- 
tee, is (1) consideration of the 
production permitted under the 
present WPB policy, and (2) a 
procedure for study of products 
and their relation to require- 
ments under various stages of fu- 
ture material relaxations. 





MULAC NOW ASSISTANT 
DIRECTOR OF WPB 
TOOLS DIVISION 


Anthony A. Mulac has recently 
been appointed an assistant direc- 
tor of the Tools Division in 
charge of the Industrial Special- 
ties Branch, WPB. Mr. Mulac 
has been associated .with the 
WPB and its predecessor organi- 
zation, Office of Production Man- 
agement, since 1941. He origi- 
nally was occupied largely with 
cutting tool problems. Since 
1943, he has been Chief of the 
Industrial Specialties Branch, 
which includes sections handling 
abrasives, chain, cranes, and 
hoists, metal cutting tools, foun- 
dry equipment and _ supplies, 
gages and precision measuring 
tools, etc. He came to the gov- 
ernment from the United Drill & 
Tool Co., Chicago, Ill., with 
which he had been affiliated in a 
consulting capacity. 





OPA APPOINTS ROLLED 
GLASS COMMITTEE 


OPA recently appointed an 
industry advisory committee of 
five representatives of manufac- 
turers of rolled, figured, wire, 
and heat-absorbing rolled glass. 
Members of the committee are: 
T. A. W. Gilliam, vice-president 
and sales manager, Mississippi 
Glass Co., New York City; H. O. 
Hemmick, president, Southwest- 
ern Sheet Glass Co., Okmulgee, 


and general manager, Blue Ridge 
Glass Corp., Kingsport, Tenn.; 
Frank L. Martin, president, Penn- 
sylvania Wire Glass Co., Phila- 
delphia, Pa., and J. A. Skoog- 
lund, secretary, Sergeant Wire 
Glass Corp., Sergeant, Pa. 





DUNMAN NQW SPECIAL 
AGENT DEPT. OF LABOR 


Leonard J. Dunman, safety di- 
rector for The Mengel Company, 
Louisville, Ky., manufacturer of 
hardwood products, has been ap- 
pointed a special agent of the 
U. S. Department of Labor, Di- 
vision of Labor Standards. His 
territory will include Kentucky, 
Ohio, West Virginia and most of 
Indiana. Most of the work con- 
nected with his appointment will 
be in an advisory capacity and 
plant check-ups from time to 
time. He will handle this in con- 
nection with his regular work. 





P Okla.; Robert Ingouf, treasurer" 





NORVELL BOOK WANTED; 
READER OFFERS $2.50 


A reader of HARDWARE 
AGE offers $2.50 for a copy of 
Saunders Norvell’s book “Forty 
Years of Hardware,” if in good 
condition. This book was pub- 
lished serially in HARDWARE 
AGE several years ago and 
later brought forth in book 
form. Due to the popularity of 
the book, the publishers have 
sold all available copies. Read- 
ers having any extra copies 
who are willing to release them 
for the amount mentioned, will 
please advise the HARDWARE 
AGE Editorial Dept., 100 East 
42nd St., New York City 17. Do 
not mail the book until request- 
ed to do so. 


NEW ASS’T DIRECTOR 
WESTINGHOUSE HOME 
ECONOMICS INSTITUTE 


Miss Camille Beauchamp, for 
seven years home economist for 
Westinghouse in the southeastern 
district, has recently been ap- 
pointed assistant director of the 
company’s Home Economics In- 
stitute, Mansfield, Ohio. She 
succeeds Charlotte Ferris, who 
resigned to become the wife of 
Reese Mills, assistant manager 
of the Westinghouse Electric Ap- 
pliance Division. Miss Beau- 
champ’s main duties will be to 
assist in the preparation of 
Health for Victory Meal Plan- 
ning Guides now used by house- 
wives, and to test post war appli- 
ances such as automatic washers. 





WHITING RESIGNS AS 
WPB STEEL DIV. DIR. 


John T. Whiting recently re- 
signed as director of WPB’s Steel 
Division. Mr. Whiting will re- 
turn to his position as president 
of the Alan Wood Steel Go., Con- 
shohocken, Pa. Norman W. Foy, 
deputy director to Mr. Whiting, 
will succeed him as director. Mr. 
Foy has peen with the Steel 
Division more than two years. 





OPA NAMES PYRETHRUM 
PROCESSORS’ COMM. 


The OPA recently organized a 
Pyrethrum Processors’ Industry 
Advisory Committee, the mem- 
bers of which follow: W. E. 
Dermody, manager, specialty 
sales, Gulf Oil Corp., Pittsburgh, 
Pa.; C. B. Gnadinger, vice-presi- 
dent, McLaughlin Gormley King 
Co., 1715 Fifth St., S. E., Min- 
neapolis, Minn.; A. E. Badert- 
scher, director of purchases, Mc- 
Cormick & Co., Baltimore, Md.; 
and R. P. Neptune, sales man- 
ager, Allaire-Woodward Co., 
Peoria, Il. 
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FOR LASTING QUALITY 


Post-war research data reveals that the greater 
part of war savings and “pent-up” buying 
power will be used for building new homes 
and purchasing new household equipment. 


This evidence points to a huge market for 
America's most popular gas heaters—Temco 
and Circu-Ray. 


Compare these outstanding features and plan 


now for satisfied customers and “repeat’’ busi- 
ness by selling Temco or Circu-Ray Gos 
Heoters: 


* A size and model for every heating require- 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 
Beautifully desiqned cabinets finished ir 
porcelain enamel, “the lifetime finish.” 
Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 
ficiency and economy. 
Automatic controls provide a constant, 
healthful temperature at all times. Avail- 
able as optional equipment on all models. 
* A.G.A, approval—your customers will recog- 
nize the seal of the American Gas Associa- 
tion Laboratories as the symbol of efficiency 
and high standards of safety. 


Tennessee Enamel Mfg. Co. 
Nashville 9, Ten essee 
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Depicts the War With Hardware 





This window display of The Lindquist Hardware Company of Bridgeport. 
Conn., attracted the attention of many passersby. The window was made 
up to represent the home front and showed factories producing vital mate- 
rials with trucks and freighters loading these materials to be transported to 
the battle areas. To the right of this window was another display repre- 
senting the European war theater, showing bombers, submarines, P.T. 
boats, jeeps, anti-aircraft guns, tanks, etc. To the left of the home front win- 
dow was another display depicting the Southern Pacific area equipped with 
similar materials. All equipment shown was constructed of various hard- 
ware items, such as saw blades, hex nuts, wire wheels, emery cloth, cello- 
glass, blow guns, machine screws, grinding stones, hinges, etc. The display 
was ‘ee and installed by George M. Jasmin. isted by George Figlar. 
both salesmen for the company. 











Display Boosts Sales of Lawn Furniture 





Picnic table and benches, hammocks, and other’ lawn furniture are shown 
on the second floor of the Geo. W. Peck Co., Elmira, N. Y. This line is a very 
popular one and is featured throughout the spring and summer months. 
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(Formerly FLEX-BLADE) 





To create consumer demand for 
RAYFLEX BLADES in your community, 
we will advertise our product during the 
lawn-mowing season in the following 
Magazines: 
American Home 
House Beautiful 
House & Garden 
Horticulture 
Flower Grower 
Gardeners’ Chronicle 
Home Gardening for the South 
American Cemetery 


Several Million Lawn Mower Owners will 
read this message. 

Your customer can't buy a new lawn mower 
for the duration but he CAN buy a RAYFLEX 
BLADE which will increase the efficiency of 
his present mower by 50% and assure a clean, 
even shear. No mechanical skill is required 
to insert a RAYFLEX BLADE. 


Attractive Display Cards and Circulars 


Speak to your Jobber— 
or write us today 


FLEX-BLADE WORKS 


324 West 70th St., 
New York 23, N. Y. 
Dept. H 




















TRI-OGEN 





Now Soldin 2 Forms 
SPRAY and DUST 


TRI-OGEN has long been known to the trade 
as the popular Rose and Flower Spray. Now, 
TRI-OGEN is also available in Dust Form 
Both forms are heing widely advertised in 
magazines and newspapers. 
TRI-OGEN Spray is unique. 
been successfully imitated. Years of testing 
have preceded the introduction of TRI-OGEN 
Dust and we offer it to the trade in full con- 
fidence that it will prove a popular member 
of the big OGEN family. 

Because of transportation conditions, jobbers 
and dealers are urged to anticipate their re- 
quirements, 


Write for prices and trade terms 
on OGEN Products — do it today 


ROSE MFG. CO. 


112 Ogen Bidg., Beacon, N. Y. 


It has never 


2 Forms — Either Dust or Spray 
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Installing Mirrors 
Pays Dividends 


ELLING bathroom mirrors is a 
specialty with the Crew Hard- 
ware Company, Anniston, Ala. Erben 
Crew, proprietor, says that nearly 
every housewife wants a mirror 
when the subject is mentioned to 


| her and very few have a door size 
| mirror in the bathroom. He orders 


the mirrors one-half inch larger all 
around than the panel of the door, 
and if the woodwork is ivory he 
orders an ivory frame. A high school 


| boy makes the installations for him, 
_ the mirror being attached by a screw 
| in each corner of the frame. A 
| couple of ice picks are used to good 


advantage to hold the mirror in 
place until the first two screws are 


| in place. 


A wall space in the rear of the 


| store is used to display the type 


mirrors installed on bathroom doors. 
Mirrors and frames are also dis- 
played in a space near the paint de- 
partment. Mr. Crew pointed out 
that the mirror business is getting 


| bigger all the time as witnessed by 


the regular mirror galleries opened 
by some of the department stores. 


| He sells a good many of them to re- 


place those broken in dressers and 


| chifferobes. 


The Opportunity for 
Risk Capital 
(Continued from page 64) 


that lies ahead, we should pro- 
ceed on the concept that the great- 
est aid we can extend to destitute 
peoples is to help them to help 
themselves. Necessarily, this will 
involve the removal of trade im- 
pediments. 

With such a program as out- 
lined, we can look forward to a 
high national income, to a re- 
sumption after the war of a steady 
improvement in our standard of 
living, to an era of revitalized de- 
mocracy, to new frontiers of busi- 
ness development and to new mar- 
kets for American products. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 98 




















AVANABLE! 








Yes! We are able to fill your 
order for original Minute 
Mops with the famous cellu- 
lose sponge head that ab- 
sorbs 20 times its own 
weight in water and gives 
such marvelous service. It’s 
priced to sell at $1.59—and 
how it sells! With women 
more and more forced to do 
their own work, the Minute 
Mop and Drainer is one of 
the hottest promotions you 
can possibly put into your 
housewares department, so 
put it in—starting NOW! 
Wire or ‘phone your order 
TODAY as supply of sponge 
material is limited in accord- 
ance with present material 
restrictions. 


MINUTE MOP CO. 


is &.23 rd. St. 


CHICAGO 1/6 ILL. 
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AMEND REGULATION W TO RAISE 
DOWN PAYMENT EXEMPTIONS 


DEFAULT WHEN $10 IN ARREARS 


Statement of transaction need not include article de- 


scription if on coupon book or similar plan. 


Stores 


permitted 30 days to request merchandise return or 
full payment. Predict Regulation W controls may be 
carried into postwar period. 


«Washington Bureau 
of HARDWARE AGE) 


The Federal Reserve System | 


has issued an amendment to 
Regulation W, relating to con- 
sumer credit, effective April 3, 
1944. Changes effected will re- 
lieve both creditors and their 
customers from some detailed re- 
quirements that are not now of 
sufficient importance to warrant 
the extra work which they some- 
times involve, says an official 
Federal Reserve statement an- 
nouncing the amendment. 


Perhaps the most impertant 
change is the one raising from 
$6 to $10 the cash price of 
articles on which no down pay- 
ment is required. Another change 
of this sort ups the limit to $10 
on accounts before they can be 
declared in default. 


Under the amendment the 
statement of transaction need not 
include a description of the art- 
icle if it is purchased by means 
of a coupon book or similar 
| medium of installment credit 





Use of Preference Ratings 


WPB will assign no ratings lower than 


AA-5 in future. 


Outstanding ratings, 


assigned prior to March 18 and lower 
than AA-5, may continue to be used. 


Basic rules governing the use 
of preference ratings have been 
revised to bring them up to date 
and make certain operating 
changes, the War Production 
Board announced on March 22. 

In the future, all defense or- 
ders will be rated at least AA-5. 
Defense orders are defined in 
Priorities regulations No. 1 as 
purchase orders calling for de- 
livery to or for the account of 
the Army, Navy, Maritime Com- 
mission and other Government 
agencies concerned with the war 
effort or Lend-Lease orders. For- 
merly, all defense orders that 
were not specifically assigned a 
higher rating were rated A-10. 
The amended regulation provides 
that in the future no ratings 
lower than AA-5 will be assigned 
by. WPB. However, any out- 


standing ratings that were as- 
signed prior to March 18 and 
are lower than AA-5 may con- 
tinue to be used. 

The changes in Priorities Reg- 
ulation No. 1 as amended March 
18 also specifically indicate that 
any person who receives a rated 
order and is unable to fill it on 
the required delivery date must 
notify his customer of the earliest 
date on which he will be able to 
fill the order. In such cases, the 
persons who received the order 
has the choice of two actions: 
(1) to reject the order and no- 
tify his customer when he would 
have been able to make delivery, 


the earliest delivery date he ex- 
pects to be able to meet and 
notify his customer of such date. 
This customer notification provi- 








or (2), to accept the order for’ 





upon which a cash down payment 
of at least one-third of its pur- 
chase value has been made. 

A member of the armed forces 
or former member is given per- 
mission to cure a default on a 
charge account incurred prior to 
his induction by means of an 


agreement worked out jointly 
with the creditor. 
Thirty days are now given 


stores to make a request for re- | 
turn of merchandise or immedi- | 
| anti-inflation device. 


ate payment in full, if such mer- 


sion has been inherent in WPB 
policy for some time, but it has 
never been spelled out in Pri- 
orities Regulation No. 1. The 
amendment specifically includes 
the requirement in the regulation. 

Rated orders may be rejected 
under the terms of Priorities 
,Regulation No. 1, if the person 
placing such orders is unwilling 
to meet established prices and 
terms of sale of the person with 
whom he has placed the order. 
The amendment provides that 
suppliers must quote established 
terms and prices upon request of 
persons who want to place rated 
orders with them unless such a 
quotation would involve detailed 
engineering or accounting work. 
In such cases, the supplier may 
quote his best estimate without 
such work and point out that it 
is not binding. However, a sup- 
plier need not quote his prices 
and terms to a person with a 
rating if he would not be re- 
quired to accept such a person’s 
rated purchase order and knows 
that he would not accept it ii 
it were served on him. 

In addition, a person may re-- 
ject a rated order that is served 
on him for an intermediate prod- 


chandise is allowed to be charged 
by a clerk, who was not aware 


of the 


standing. 


customer’s bad credit 

Regulations affecting mail or- 
ders are also liberalized slightly. 
An installment sale, by mail, is 
no longer in violation of the 
clause which requires one-third 
down payment if the sale is made 
upon the receipt of a mail order 
for one or more articles and the 
cash deposit received with the 
order fails by less than $1 to 
equal the sum of the down pay- 
ments required by this regula- 
tion for all of the articles in- 
cluded in the order. 

Federal Reserve Board spokes- 
men have scotched the rumor 
that Regulation W will soon be 
abandoned, and predicted that 
credit controi might be carried 
into the postwar business world. 
Credit control is necessary, said 





FRB officials, as long as the sup- 
ply of money is larger than avail- 
able supplies of goods, as an 


uct (a product that he purchases 
or makes for his own use only), 
provided he has not filled any 
orders for such material or prod- 
uct within the past two years. 
However, if he has accepted an 
order for such a product within 
the previous two-year period, he 
must accept rated orders placed 
with him for such product unless 
they would interfere with equal 
or higher rated orders already on 
hand, either for the intermedi- 
ate product or for his finished 
product. 

Provisions of Priorities Regu- 
lation No. 1 have been amended 
to indicate that purchase orders 
may require delivery within a 
31-day period as weil as specify 
a specific delivery date or dates. 
In addition, the amendment pro- 
vides that in four instancess or- 
ders need bear no specific de- 
livery dates if it is understood 
that they require delivery as soon 
as possible or customary. These 
four cases are: (1) orders for 
maintenance, repair or operating 
supplies that are properly identi- 
fied, (2) orders splaced with or 
by distributors or jobbers, (3) 
small orders (involving not more 
than $100), and (4) emergency 





orders, which are rated AAA. 
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Efedece— 


AFFECTING HARDWARE 
AND ALLIED LINES 





RO 9A AMENDMENTS PERMIT MOST 
DEALERS LARGER STOVE STOCKS 


VARIES ACCORDING TO DISTRICTS 


Amendment 7 to Supplement | enables dealers, dis- 
tributors to build up stocks of coal or wood heaters, 
oil and gas heaters. Dealers may seek loan of certifi- 
cates from local boards for coal, wood, gas heating 
stoves. Dealers, distributors in oil shortage areas will 
no loner be able to get increased coal and wood heat- 
ing stove allowable inventories based upon sales of 


oil heaters. 


\ction to enable dealers and} tioning Board for a loan of cer-| are provided for the oil heaters. 


distributors handling _ heating 
stoves to build up their stocks | 
during the spring and summer | 
months to take care of peak de- | 
mand in the fall and early win- | 
ter was announced March 22 by 
OPA in Amendment 7 to Supple- 
ment 1 to Ration Order 9A, effec- | 
tive March 25, 1944. Effective 
that day in the Far West and 10 
days later in the rest of the 
country, most dealers will be en- 
titled to an increase in their al- 
lowable inventory of coal or wood | 
heaters equal to 50 per cent of | 
their initial inventory allowance, 
and to an increase of 100 per 
cent in their allowable inventory 
of oil and gas heaters. Applica- | 
tions must be made to the local | 
War Price & Ration Board for | 
such increases. 

An alternative 





provision is | 
made available for dealers or dis- 
tributors who sold lesss than 14 
coal or wood heaters or less than 
10 gas heaters during the base | 
period (1941 or 1942, dupeniing | 
in which year their sales were 
greatest). 

The amount of increase in 
such cases will depend on the 
number of heaters of the partic- 
ular type sold. The total amount 
allowed for these small dealers 
will not be based on a percentage 
increase but will be an amount 
based on their sales in 1941 or 
1942. The alternative plan for 
small dealers must be used by all 
who sold less than three stoves 
of the particular type during the 
base period. Its use is optional 
with others. 

In addition to obtaining the 
increases, dealers and distribu- 
tors: in the Far West may apply 





to their local War Price and Ra- 
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tificates for coal, wood or gas 
heating stoves. 
Applications may be made 


from March 25, 1944, through 
April 30, 1944, and the certifi- 


cates thus obtained must be re- | 


paid by Oct. 1, 1944. 


The certificate loans may be 


Certificate loans were ar- 
ranged for dealers in the Far 
West because of transportation 


| problems, to permit larger ship- 


ments than would otherwise be 
possible. 
Dealers and distributors locat- 


| 
| ed in oil shortage areas will no 


in amounts equal to 50 per cent| longer be entitled to get an in- 
of the original allowable inven-| crease in coal and wood heating 


tory of coal and wood heating 
stoves and up to 100 per cent of 
the original allowable inventory 
of gas heating stoves. No loans 








sales of oil 
This pro- 


effect since 


based upon 
heaters, OPA said. 


vision had been in 


stoves 


Oct. 30, 1943. 


Ease Restrictions on Some 
Victory Garden Item Sales 
And Some Agric. Equipment 


(Washington Bureau 
of HARDWARE AGE) 


All preference rating require- 
ments for the purchase of 
atomizing hand sprayers, hand 
dusters, wheel-type hand culti- 
vators and hand plows to enable 
Victory gardeners to purchase 
them easily were lifted by WPB 
recently. At the same time, 
WPB indicated that any addi- 
tional materials required by 
manufacturers to fill demands 
from qualified purchasers would 
be made available. 

In the same action, contained 
in a broad amendment to Order 
L-257, manufacturers of tractors 
will be prohibited, beginning 
July 1, from completing in any 
quarter more than the total num- 
ber of units shown on their ap- 
proved production schedules for 





that quarter of the 12-month 
period starting July 1, plus any 
approved amounts scheduled but 
not completed in previous quar- 
ters. The establishment of this 
control was deemed necessary to 
restrain these manufacturers 
from telescoping their complete 
year’s production into the early 
quarters, with a resultant drain 
on labor and heavy components 
in the first periods of the forth- 
coming production year. 
Another feature of the amended 
order will remove certain restric- 
tions on the use of steel in the 
manufacture of farm machinery 
and equipment. Primarily, this 
will result in improved imple- 
ments. Additionally, it will re- 
duce the demand for lumber, now 
in short supply, and will de- 


| crease the 


labor hours involved 
in the fabrication of these prod- 
ucts, 

The amendment also takes cog- 
nizance of the fact that manufac- 
tures of certain types of harvest- 
ing equipment rescheduled their 
production programs to lighten 


| demands of materials and com- 





+ 





ponents in the first two quarters 
of the current 12-month produc- 
tion period. Accordingly the 
carry-over provisions of [L-257 
have been modified to permit a 
three-month extension for com- 
pletion of scheduled and un- 
finished, equipment without 
charge against the new produc- 
tion period quotas. 


LIBERALIZE TIRE 
INVENTORY RULES 

The number of new tires and 
tubes a dealer may carry in stock 
will be limited hereafter, only by 
the number of ration certificates 
received from customers, OPA 
has announced. 

Up to now, a dealer could not 
build up his inventory to a high- 
er level than his total sales in 
the preceding 60 days or to one- 
third of his sales in the preced- 
ing 160 days. 

OPA also announced that its 
quarterly survey of dealers’ in- 
ventories of tires and tubes was 
being put on a rotating “sample” 
basis, relieving more than 70,000 
merchants from filing report 
forms regularly every three 
months. Hereafter, only dealers 
to whom forms are mailed need 
report. 

RELAX .RESTRICTIONS 
ON MFG. OF WRENCHES, 

PLIERS, NIPPERS 


Except where alloy steel only 
is specified, manufacturers of 
permitted types of wrenches or 
pliers and nippers may make 
them out of carbon or alloy steel, 
but must not make the same 
type in both carbon and alloy 
steel, the War Production Board 
announced March 23. This action 
was taken through amendments 
to Schedule Il (Wrenches) and 
Schedule III (Pliers and Nip- 
pers) to Limitation Order L-216. 

Relaxation of restrictions on 
the use of alloy steel is expected 
to increase production and save 
manpower, the Tools Division of 


WPB said. 
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When the present restrictions on the manu- 
facture of farming equipment are lifted, 
Opportunity will be hammering on your 
door ! Be ready with the right answer—feature 
Planet Jr. in your plans for the future! 


Remember! As we push toward Victory, 
American farmers will be called on to pro- 
duce more food, so that the liberated peoples 
can be fed. This means that war limitations 
most likely will be removed from farming 
equipment first. 

The future is bright! And it will pay any 
dealer to find out just what Planet Jr. Garden 
Tractors and Planet Jr. specialized Planting, 
Fertilizing, and Tillage Tools can mean to 
him in the way of future profits ! Write for the 
Planet Jr. Tractor and Implement Catalogs ! 


S. L. ALLEN & CO., Inc. 
3425 N. 5th Street, Philadelphia 40, Pa. 


Planet Jr. 


FARM AND GARDEN TOOLS 


easier 


75 years making growers’ work 











| L-219 as applying to goods cur- 


| 
| 


| 
| 


| appeal under paragraph (q) (3) 
| of L-219 for permission to em- 
| ploy a larger percentage of mark- 
| down. To make such an appeal: 


| stating fully the grounds for ap- 


| 





| sales, as provided in paragraph 


| hardship, the merchants should 





Victory Goods Mark-Down 
Adjustments Under L-219 


Definition of methods, permis- | 
sible under Inventory Limitation | 
order L-219 by which retailers | 
may apply for authorization to re- 
value war-time substitutes mer- 
chandise which may become less 
desirable as wartime restrictions 
are lifted, were stated recently 
by the Wholesale & Retail 
Trades Division of the War Pro- 
duction Board. 

1.—A merchant using the re- 
tail method of pricing inven- 
tories, and whose receipts are not 
restricted under paragraph (d) 
of order L-219, may employ only 
those markdowns provided in 


rently offered for sale at the 
markdown price or that were last 
offered for sale at the markdown 
price and will be offered at the 
markdown price when again 
placed on sale. 

2.—A merchant using the retail 
method of pricing inventories, 
and whose receipts are restricted 
under paragraph (d) of order 
L-219, must compute has antici- 
pated markdowns in relation to 
normal receipts and projected 


(1) (4) of order L-219. If the 
provision results in excepional 


fill out WPB Forms 1620, 1621, 
1622 with a letter in triplicate 


peal. Statement should include 
a list by classification of the 
merchandise, for which increased 
markrown is desired, and its 
present and proposed retail 
value. This material should be 
mailed to WPB Wholesale and 
Retail Trade Division, 350 Fifth 
Avenue, New York 1, New York. 

3.—A merchant using the cost 
system of pricing inventories, 
whether his receipts are or are 
not restricted under paragraph 
(d) of order L-219, must con- 
form to provisions of the order’s 
paragraph (j). That paragraph 
provides that, unless specifically 
authorized otherwise by WPB, a 


merchant mus use those methods | | 


and figures which are in accord- 
ance with his books of account 





and his income tax returns, and 


which he has consistently em- 
ployed since the beginning of 
his base period. Generally a 
merchant who uses the cost 
system values his _ inventories 
only once a year. However, such 
a merchant may consider it 
necessary to make a revaluation 
during the year for the purpose 
of computing his mercantile in- 
ventory under L-29. If this 
necessity arises, because of vic- 
tory merchandise or for some 
other reason, the merchant should 
write a letter to WPB requesting 
authorization to make the pro- 
posed revaluation. Letter should 
include a list, by classification, 
of the merchandise to be re- 
valued, reasons, present and pro- 
posed cost value. Letter should 
be mailed to WPB Wholesale and 
Retail Trade Division, 350 Fifth 
Avenue, New York 1, New York. 





EASE METAL USE 
FOR SOME SCALES 


WPB has announced several 
changes were made in four sim- 
plification schedules of Order 
L-190 (Scales, Balances and 
Weights). 

1. Baby-weighing or nursery 
scales may now be equipped with 
metal trays; however, copper and 
brass are still prohibited for this 
purpose. 

2. The provision that prohib- 
ited the installation of pit type 
motor truck scales with concrete 
decks has been removed. Previ- 
ously, only wooden platforms 
could be used, because concrete 
decks required the use of more 
steel. However, now that lumber 
is more critical than steel, the 
use of concrete decks will con- 
serve the short supply of lumber. 

3. The provision that only wood 
could be used for pillars, caps 
and platform centers of 2,000- 
pound capacity portable beam 
scales has been deleted. 

4. The schedule which prohib- 
ited production of all built-in 
floor scales, except those with 
wood platforms, was revoked 
completely. 

Order L-190 was also amended 
to prohibit the production of 
coin - operated person - weighing 
scales. 
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OPA Sets Specific Prices 
For Manufacturers Sales 
Rim Locks, Rim Lock Sets 


Specific dollars - and - cents 
prices for manufacturers’ sales of 
rim locks and steel, porcelain, 
mineral and jet knob rim lock 
sets were announced March 3l 
by the Office of Price Adminis- 
tration. 

Formerly, manufacturers’ prices 
for these construction articles 
were the highest in effect for 
each customer during the period 
Oct. 1-15, 1941, “frozen” under 
provisions of a price schedule. 

Placing the articles under 
establishing prices for other 
locks and lock sets will lessen 
the burden of the industry by 
reducing the number of regula- 
tions applying to the items. 

Manufacturers’ prices to job- 
bers are the list price, less 5 
per cent, and to other classes of 
purchasers must not exceed the 
list. However, other discounts 
and allowances in effect on Oct. 
1, 1941, must also be maintained. 
Jobbers are permitted a mark up 


Redace Second Quarter Quotas 


of 33 1/3 per cent, before freight, 
in their sales of the articles. 

Separate provision is made for 
the Clinton Lock Co., Clinton, 
Iowa. This firm has always sold 
their rim locks and sets to job- 
bers on the basis of a net price 
list not comparable to the rest of 
the industry. The company is 
permitted to maintain its practice 
of applying prices listed in Sup- 
plementary Catalog No. 38, dated 
Dec. 24, 1940, subject to all dis- 
counts, allowances, and dif- 
ferentials extended to jobbers on 
comparable sales on Oct. 1, 1941. 

Specific dollars - and - cents 
prices for Pacific Plastic & 
Mfg. Co., tubular locks and lock 
sets are included in this Amend- 
ment. These prices were 
omitted in a previous Amend- 
ment due to lack of data. 

These provisions were made in 
Amendment No. 3 to Maximum 
Price Regulation No. 137- 
Locks and Lock Sets—effective 





April 8, 1944. 


For Domestic Ice Refrigerators 


(Washington Bureau 

of HARDWARE AGE) 
WPB has announced produc- 
tion quotas for domestic ice re- 
frigerators for the second quarter 
amounting to 181,655 units, com- 
pared with 269,809 for the first 
quarter. Authorized manufactur- 
ers are permitted to make only 
their own quotas, and cannot ex- 
ceed these quotas even for orders 
bearing preference ratings. The 
refrigerators may be made only 
in the manufacturer’s own plants 
at the locations tabulated below. 


Companies that are participat- 
ing in the program, their loca- 
tions and their second quarter 
quotas are as follows: 


Arctic Refrigerator Co., 
Brooklyn, N. Y. 
American Fixture & Mfg. 
Co., St. Louis, Mo. ...... 5,000 
Atkins Table & Cabinet Co., 
Brooklyn, N. Y. 
Brunswick Refrigerator Co., 
Brooklyn, N. Y 
Coolerator Co., Duluth, Minn. 25,000 
Craftbilt Cabinets, Burbank, 


Gils  cescse occcece cocee OTD 
Doherty-Stirling, Inc.,1 Ba- 
ton Rouge, La. .......+- 2,000 


Dratch’s Victory Refrigera- 


tor Box, Brooklyn, N.Y.. 2,500 
Durasteel Co., Hannibal, Mo. 2,000 
Fy-Boro Metal Products Co., 

Inc., Brooklyn, Ze cco «686608 
Globe Wood Products Co., 

Bueehine, Wh. Ke cccccseces 5,000 
Home Building Corp., Kan- 

CRG Cy. BE cccccccccscs 3,600 | 
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| Ice Cooling Appliance Corp., 


Morrison, Ill. ..........-- 18,325 
Ieeland Refrigerator Co., 

i rrr 5.000 
King Refrigerater Co., 

Brooklyn, N. Y. ........ 7,500 
Maine Mfg. Co., Nashua, 

N. © Cer cercscvesecccese 11,500 
Modern Refrigerator Works, 

Glendale, Calif. .......... 4,620 
C. Nelson Mfg. Co., St. 

Raw, Bite. sccceccccocnce 5,000 
Precision Metal Products Co., 

Brooklyn, N. Y. ......-- 6,000 
Progress Refrigerator Co.,’ 

a 13,660 
Sanitary Refrigerator Co., 

Fond du Lac, Wis. ...... 15,000 
Stoddard Mfg. Co., Mason 

GE. Twice dames scdeass 2,800 
Success Mfg. Co., Gloucester, 

DU. onccesebeeteséesnse 6,000 
Ward Refrigerator & Mfz. 

Co., Los Angeles, Calif.. 15,000 

11000 ice refrigerators and 1900 





ice chests. 
2Ice chests only. 





MAY USE ALLOY 
STEEL FOR VISES 

Restrictions on the use of alloy 
steel in the manufacture of vises 
were removed March 18 by the 
War Production Board. The ac- 
tion was taken through an 
amendment to Schedule VI (Sim- 
plification and Standardization of 
Vises) of Limitation Order 
L-216. 

Permission to use carbon steel 
or cast or malleable iron in the 
manufacture of vises is continued 
in the amended order. 


















More PURITAN cord \, 
available when 
shipping lanes 
are safe! .... 


Allied ships require unbelievable quantities 
of sash cord — for essential pusposes. They 
must be supplied! 

Even day and night production at the 
PURITAN Mills can’t meet their demands 
—and yours, too. 

War uses, of course, come first. But it’s- 
a grand feeling to know our customers 
would want it that way—regardless of 





priorities. Your cooperation helps a lot! 
PURITAN CORDAGE MILLS, Inc. 
| LOUISVILLE % KENTUCKY 


Manufacturers of sash cord, clothes line, 
and braided and twisted cotton cords. 






BUY MORE 
WAR BONDS 
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— And you’ll surely get 'em when 
UNION LEADS PEACEWARD 
into New-line Production! 


There will be no limit on your supply of UNIoNn 
Tools and Sporting Goods when the full force of 
our war-time capacity can be put behind your 
orders— 


And no limit on Quality, newly-developed out of 
our war-manufacturing experience ... This Quality 
will be powered by new SALEs features, planned to 
promote fast turn-over 
UNION 


Roller and Ice Skates 
Fishing Tackle 


~ * Chisels and Screwdrivers 


* Hack Saw Frames 





Gun Implements 


* Available on Priorities 


HARDWARE COMPANY 


aw fw tov i 
med -4-11 \ ich mele CONR 


he T 


NEW YORK OFFICE ISI CHAMBERS 
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and Dealer’s profits on | 


ugged Lualily 
and Right Balance!” RF C to Sell Cars, Trucks, 





Heaters, Ranges and Some 
Fluorescent Light Units 


(Washington Bureau | 
of HARDWARE AGE) 

The Reconstruction Finance | 
Corp. has announced that it is| 
offering for sale thousands of oil 
and gas burner units, heaters, 
and ranges, fluorescent lighting 
fixtures, commercial refrigeration 
units, several hundred automo- 
biles and a few small trucks suit- 
able for retail deliveries. These | 
articles are brand new and have | 
been serviced while stored by | 
RFC. They were purchased | 
under the terms of the Murray- | 
Patman Act, which became ef- | 
fective May 11, 1942. 

This law permits RFC to pur- 
chase any rationed commodity, 
which because of wartime con- | 
trols dealers are unable to move, | 
thereby relieving any financial | 
strain that might be caused to | 
individual dealers. These articles, | 
except the motor vehicles, were | 
purchased at the dealer’s net} 
cost, plus transportation charges | 
and a reasonable carrying charge. | 
RFC will sell these articles for 


| the total of the above costs plus | 





4 per cent interest. Purchase of 


these articles was considered a} 
loan, to provide dealers with} 
working capital, and therefore | 


they will be sold at the loan 
value plus interest. 

The motor vehicles were ac- 
quired in much the same way, 
but will be sold at OPA ceiling 
prices. They are all 1942 models. 

In most cases goods purchased 
by RFC are retained for 19 
months, during which time they 
can be sold back to the dealers, 
and after this period of time 
they may be sold to anyone pos- 
sessing proper ration or priority 
certificates. However, RFC would 
prefer selling the articles to 
dealers, so the equipment can be 
properly installed and serviced. 
In fact, RFC would prefer sell- 
ing these goods back to the orig- 





Manager 
M. E. Everett 


Loan Agency 
Atlanta, Ga. 
Birmingham, Ala. E. W. Long 


Boston, Mass. 


John J. Hagerty 


inal dealers, but since many of 
| these dealers are not able to 
repurchase their stocks, they will 
sell to anyone. 

RFC inventories, as of Jan. 31, 
1944, exclusive of the motor ve- 
hicles, list the following articles, 
which are available at RFC ware- 
houses scattered throughout the 
country: 


| Oil space heaters ........ 15,739 
Conversion oil burners ... 975 
Oil burning furnaces ..... 1,601 
| Oil burning ranges ...... 2 


| Oil burning water heaters 31 
| Conversion oil burners ... 191 
Ges furmaces .......000< 1,595 
Gas burning plates (stoves 
without ovens) 
Gas burning space heaters. 540 
Commercial gas - burning 
equipment 
Fluorescent lighting units. 532 
Commercial and industrial 
refrigeration units (meat 

eer ror er 10 

Inventories of the motor ve- 
hicles, as of March 15, list 797 
1942 model Chrysler, Hudson, 
| Nash, Packard, Plymouth and 
Willys automobiles, and 52 Cros- 
ley, Dodge, Ford, Hudson, Stude- 
baker, and Willys trucks, most 
of which are of light tonnage and 
suitable for delivery purposes. 

In consultation with OPA of- 
ficials RFC has learned that 
there is a considerable margin 
between the prices RFC must 
charge and OPA ceilings. Re- 
cords of sales already made show 
that OPA ceiling prices have not 
hindered any sales. 

To obtain any of these prod- 
ucts retailers should contact their 
nearest RFC regional represent- 
ative, not the Washington office, 
since all goods are located in 
the field. RFC regional offices 
and their managers are as fol- 
lows: 


Address 
Healy Building 
Atlanta 3, Ga. 


Comer Building 
Birmingham 3, Ala. 


40 Broad Street 
Boston 9, Mass. 
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De 


De 


He 


He 


Mi 


Na 


Ne 


Ne 


Ok 


Ph 


Poi 


St. 


Sal 


Sar 


Loan Agency Manager Address 


John A. Campbell, Jr. 109 West Third Street 
Charlotte 1, N.C. 

Frank M. Murchison 208 South LaSalle Street 
Chicago 4, Ill. 


Charlotte, N. C. 





Chicago, II] 


Cleveland, Ohio J. A. Fraser Federal Reserve Bank 
Bldg., Cleveland 1, Ohio 
Dallas, Texas L. B. Glidden Cotton Exchange Bldg. 
a Dallas 1, Texas 


Boston Building 
Denver 2, Colo. 
607 Shelby Street 
Detroit 26, Mich. 


Denver, Colo. Ross L. Hudson 


its Detroit, Mich. 


Arthur J. Fushman 


ny of Helena, Mont. L. E. Choquette Power Block 
le to Helena, Mont. 
y will Houston, Texas W. I. Phillips 723 Main Street 


Houston 2 2, Texas | 
| 
| 


n. 31, Jacksonville, Fla. Fred H. Farwell Western Union Building 
= ‘si Jacksonville 2, Fla. 
a3 om Kansas City, Mo. Albert L. Strong Federal Reserve Bank 
yr Bldg., Kansas City 6, Mo. | 
e i 
Little Rock, Ark. J. W. Jarrett Pyramid Building 7 
Little Rock, Ark. | 
3,739 Los Angeles, Cal. Hector C. Haight 523 West 6th Street | 
975 Los Angeles 14, Cal. } 
1,601 Louisville, Ky. J.Fort Abell 121 West Market Street 
Po Louisville 2, Ky. 


Minneapolis, Minn. China R. Clarke McKnight Building 
191 : — 
Minneapolis 1, Minn. 











— Nashville, Tenn. J. M. Gardenhire Nashville Trust Co. Bldg. 
56 Nashville 3, Tenn. 
540 New Orleans, La. George W. Robertson 837 Gravier Street 
New Orleans 12, La. 
28 New York, N. Y. Thomas J. Ahearn, Jr. 33 Liberty Street | 


532 New York 5, N. Y. 
Oklahoma City, Okla. J. ¢ 


when you sell Phoenix 
and Juniata horse 


Cotton Exchange Bldg. 
Oklahoma City 2, Okla. 


;. Fagen 


” Omaha, Neb. Herbert S. Daniel Woodmen of the World | 

-a Bldg.,Omaha2,Neb. | and mule shoes 

797 Philadelphia, Pa. E. Raymond Scott 1528 Walnut Street 
ison, Philadelphia 2, Pa. Today’s tough (but important) 
and Portland, Ore. William Kennedy Pittock Block jobs are a lot easier for “quality 
ree Portland 5, Ore. » 
ade , shod” horses and mules. They 

Richmond, Va. W. B. Cloe Richmond Trust Bldg. 
most ; work for longer anes ees 
Richmond 19, Va. 
and always protected. 


St. Louis, Mo. B. Glenn Gulledge 320 North Fourth Street ? , 
i St. Louis 2, Mo. | When you carry a atailias line of Phoenix and 




















Le ww T wd: iata h and mule sh 1 render a real serv- 
that Salt Lake City, Utah Gerald L. Leaver Dooly Building Junia a horse an _ € shoes, you render a . : 
gin Salt Lake City 1, Utah ice to your community ... and to yourself. This is the 
must San Antonio, Texas L. C. Andrews Alamo National Building | line that assures extra long wear and complete pro- 
Re- San Antonio 5, Texas tection to work animals... and real profits to you 
how San Francisco,Cal. John S. McCullough, 200 Bush Street (especially today, with the steadily increasing de- 
not Jr. San Francisco 4, Cal. mand for good shoes). 
ail Seattle, Wash. Richard M. Price Dexter Horton Building Check your stock now . . . make sure you are able 
heir bane Weal er ee to fill orders for any size or style of Phoenix or Juniata 
Spokane s ) ree ‘0 ia Building p 
ent- pokane, Wash. . M. Green umb g i 
ice. Spokane 8, Wash. shoes. If you need a larger supply, see your jobber 
| in r 
— EASE COPPER USE FOR This action, which is taken by Gree + 4 
fol- > > 2 Conserva- ° . 
SOME MILITARY USE | Ame — ns rod 2 to a This booklet explains fully the proper care 
Sew-on, machine attached or | "1°" an a gc age a of the feet of horses and mules. It’s avail- 
diinel cium Gutuaed tends | Jan. 22, 1944, replaces a former | able > your customers FREE. Authoritative 
snap fasteners, buckles, | . : 
Rise THAR i “Sigg aa ik ’| rule which restricted the manu- | . easy to understand ... 
eyeners, Staples, rivets and Surts | facture of these items to those | fully enened, Endorsed by leading horse- 
may be manufactured from COP’ | for use on jungle clothing and men and veterinarians. Write for your free 
per if they are for military use | equipment, and for use on leath- copy and details of distribution. 
and if they are purchased on or- | er, canvas, webbing, duck, coated 
ders bearing AA-3 preference | fabrics and special fabrics for 
ratings or better, the War Pro- field clothing and equipment be- P H 0 E NI X M A N U F A C T U R I NG £0 M P A N y 
duction Board announced March | ing produced on ratings of AA-3 
10. | or higher. JOL IET, ‘ILLINOIS 
GE 


APRIL 13, 1944 
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Hereat the Leysealumi- 
num plant batteries of 
eager punch presses, 
drawing presses, spin- 
ning lathes and buff- 
ing machines are 
standing by ... wait- 
ing for the V-Day gun 
to go off! 

But when the “green 
light” shows, no time will 
be lost getting production 
started on the service- 
proved, eye-satisf | line 
of PRISC. Ww - 
instead of products for war. 


Out across the broad 
reaches of America 
millions of alumi- 
num-starved house- 
wives are standing 
by ... anxiously 
awaiting the day 
when they can once 
more brighten their 
kitchens with new 
aluminum utensils. 

And we hope that YOU, 
too, are standing by... 
ready to take on the 
PRISCILLA WARE line... 
backed by our uncondi- 
tional customer-satisfaction 
guarantee and 100% inde- 
pendentdealersales policy. 


When the call goes 

down the line to “stand by 
for V-Day Action!” ... let's 
all be ready. We're count- 
ing on you, 
We have played ball with you 
during the war production tie-up 
by supplying you with “fill-in” 
merchandise. Let's keep on play- 
ing ball with each other! 


LEYSE ALUMINUM COMPANY 


Kewaunee |! 
























Hs -UNCONDITIQNALLY OUARAMISEM ant 

















104 








May Increase Service and 


Maintenance Charges of 
Gas Water, Unit Heaters 


Charges for the repairing and 
maintenance of gas water and 
unit heaters may be increased in 
certain cases as the result of a 
change in the procedure of de- 
termining ceiling prices for these 
services announced by the Office 
of Price Administration on 
March 28. 

This action, effective April 3, 
1944, is taken at the request of 
the trade to help assure the con- 
tinuance of repair and mainte- 
nance services for these heaters 
where ceiling prices, heretofore 
established as the highest 
March, 1942, charges, have 
proved inadequate. 

A supplier of the services who 
employs mechanics may now 
choose one of four ways for use 
in establishing his maximum 
hourly charges to the customer. 
The four methods are: 

(1) Charge the highest cus- 
tomer’s hourly rate that the 
seller charged in March, 1942. 

(2) Charge the customer for 
each hour of service a price that 
is double the average basic 
hourly wage rate paid on Oct. 3, 
1942, to employees performing the 
particular type of service. (Oct. 


| ,3, 1942, is the date when wage 


rates were stabilized under the 
Economic Stabilization Act.) 

(3) Charge the customer 60 
cents more per hour of service 
than the average basic hourly 
wage rate paid on Oct. 3, 1942, 
to employees performing the par- 
ticular type of service. 

(4) If the supplier employs 
no more than eight employees, 
and is exempt from wage control 
by the National War Labor 
Board add to the _ customer’s 
hourly rate determined under 
either 2 or 3 above, an amount 
equal to the increase since Oct. 
3, 1942, in the average straight- 
time hourly rate for mechanics 
performing each type of service. 
(A price established on this basis 
may not be changed oftener than 
once in 30 days.) 

A person who does not have 
any employees may use either 
one of two methods to determine 
his charges, as follows: 

He may charge the highest 





hourly rate that he charged in 
March, 1942, for the same ser- 
vice to a purchaser of the same 
class, or he may charge the 
maximum hourly rate that is 
charged by his most closely com- 
petitive seller who does employ 
mechanics to perform the ser- 
vice. 

The method also provides more 
latitude in determining permis- 
sible minimum charges for ser- 
vice calls. It also specifies 
record-keeping requirements, and 
calls for the furnishing of in- 
voices to purchasers. 

This is the same procedure 
established in Dec., 1943, for a 
number of other repairing and 
maintenance services to help in 
assuring an adequate supply of 
these services for mechanical, 
electrical and gas equipment and 
appliances used in the home, in 
hospitals, hotels, schools and 
business places. 

OPA pointed out that most 
persons who render services to 
gas water and unit heaters also 
render appliance repair services 
already granted these alternate 
methods of computing their ceil- 
ing prices. Thus, the addition of 
these two services to the other 
list will simplify price contro] in 
the appliance repair service field. 

This procedure is provided in 
a supplementary regulation to the 
services regulation, under which 
gas water and unit heater ser- 
vices have now been listed. Pre- 
viously they were under the Gen- 
eral Maximum Price Regulation. 





SOME MAKERS MAY ASK 
PAPERBOARD TABLE 
WARE PRICE ADVANCE 


To aid in maintaining essen- 
tial production of certain items 
covered by the regulation on 
plates, dishes, spoons, forks and 
liquid-tight cylindrical containers 
made from paperboard or molded 
woodpulp, OPA has issued a new 
price ruling. Effective March 22, 
individual adjustments in ceiling 
prices may be obtained by manu- 
facturers if certain conditions are 
met. The new procedure is by 
amendment to MPR 359. 


HARDWARE AGE 
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Remove Ban Limiting 
Weight of Iron, Steel 
In Cooking, Heat Stoves 


(Washington Bureau 
of HARDWARE AGE) 


WPB has removed restrictions 
limiting the weight of iron and 
steel permitted in domestic cook- 
ing appliances and domestic 
heating stoves in order, WPB 
said, to provide more durable 
products and to conserve man 
hours. At the same time, re- 
strictions prohibiting the use of 
alloy steel in these products were 
removed. These actions were 
taken in an amendment to L-23-c, 
which defines domestic cooking 
appliances and domestic heating 
stoves to include all domestic 
cooking or heating stoves except 
electric stoves, WPB said. Elec- 
tric ranges are controlled by a 
separate order, L-23-b. An 
amendment to WPB’s aluminum 
order, M-l-c, also permits the 
use of low-grade aluminum ingot 
for top burner heads for stoves 
and ranges. 

The revision of the domestic 
cooking and heating stove order 
provides for more serviceable 
stoves, but it does not mean that 


Stainless steel for cutlery has 
again been made available, the 
War Production Board has an- 
nounced as of March 3l. The 
use of non-nickel stainless steel is 
now permitted for such types of 
cutlery as were formerly made of 
this material within the restric- 
tions as to the patterns which 
manufacturers are now allowed 
to make. 

WPB points out, however, that 
three to four months will be re- 
quired for manufacturers to pro- 
cure the material and finish the 
product for the retail counter. 
The products that are most af- 
fected are the types of cutlery 
used in kitchens and table cut- 
lery with plastic or wood handles. 
A great saving in cutlery used in 
the canning industry will also be 
effected, WPB said. 

From June 1, 1942, until 
March 31, 1944, when the cutlery 
order (L-140-a) was amended, 
stainless steel was prohibited for 
cutlery. Except for lead, chro- 
miun:, and zinc, which could be 
used only for certain purposes, 
no metals other than iron, carbon 
steel, gold, and silver were per- 
mitted. Reversion to stainless 
steel will enable manufacturers 
to turn out more durable prod- 
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| manufacturers will be able to 
| produce prewar models, since 
| accessories such as thermostats, 
| thermometers, high _ shelves, 
| clocks, aprons, are still pro- 
| hibited. The number of models 
|or types that each manufacturer 


| ; 
is permitted to make remains the 





same. 
| No change was made in the 
| rate of production of domestic 
| cooking and heating stoves, WPB 
| explained. Production is 
| regulated by the amount of con- 
trolled materials made available 


a result of approved 
ments. 

Weight restrictions that were 
removed affected the following 
appliances: 

Gas ranges; gas hot plates; 
and coal or 
bungalow 


stoves; gas 
combination ranges; 





| or kitchen heater range (gas and | 
coal or wood); fuel oil ranges; 





fuel oil stoves, and fuel oil table 


| 
| stoves. 


May Aosta ee Stainless Steel her Catlery 


ucts, requiring replacement less 





frequently, says WPB. 
a —_ 


NO ADJUSTMENT OF 
PAINT CONTAINER 
QUOTAS EXPECTED 


Paint manufacturers 
warned on March 25 by the 
Chemicals Bureau of the War Pro- 
duction Board that it is unlikely 
that any quota adjustments will 
be made this year in container 
quotas under WPB Order M-81. 
Officials said that in all probabil- 
ity appeals would not be consid- 
ered for additional plate for man- 
ufacture of containers. 

Some misunderstanding as to 
the type of package permitted 
for Item No. 43-A under M-81 
has arisen, WPB said. The order 
states that cans with fiber bodies 
and blackplate ends must be used 
for “Pigmented Oil or Oleo- 
resinous, Ready - Mixed Semi- 
Paste and Paste, including but 
not limited to white lead in oil 
and colors in oil.” Any product 
in this category must be packed 
in fiber containers with metal 


products in all-metal containers 
represents a violation of the or- 
der. 





still | 





to manufacturers each quarter as | 
require- | 


coal or wood ranges and cook | 
wood | 











Every Hoover Sale 
is a Dealer Sale 


The Hoover Company is proud of the fact that a Hoover 
dealer shares in the profit from every sale of a Hoover 


Cleaner. 


The dealer shares in the responsibility for the good name 
of Hoover. He also shares one hundred per cent in the 
sales benefits from Hoover national advertising . . . from the 
overwhelming consumer preference for Hoover Cleaners 
... from the “hundred and one” other advantages that the 


Hoover franchise offers. 


When the war is over, and the competition for cleaner 


| sales gets started again, the battle for the consumer’s dollar 


were | 


ends and the packaging of these | 





will see Hoover dealers enjoying the advantages of leader- 
ship. And they will share in the profits from every dollar 


paid by consumers for Hoover Cleaners. 

Hoover is now entirely engaged in the manufacture of 
war equipment. When the time comes, Hoover will be ready 
with the product and the promotions that will make 






the Hoover franchise, as it always has been, the kind 


that go-getting dealers want to be allied with. 


The HOOVER 


REG. U. S. PAT. OFF, 


IT BEATS...AS IT SWEEPS... AS IT CLEANS 











THE HOOVER COMPANY, North Canton, Ohio 


Canada: Hamilton, Ontario * England: Perivale, Greenford, Middlesex 
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ARMY BUYS SURPLUS GOODS OF OTHER 
GOVERNMENT UNITS BEFORE GOING TO. 
PRIVATE INDUSTRY WHEN POSSIBLE 


SECTION WORKS UNDER WAR DEPT. REG. 


Excess and Surplus Property Section utilizes as much 


surplus and excess property as can be utilized, instead 


of seeking goods and materials from sources outside 


of government agencies. 


Relieves private concerns 


from changing production to meet government needs. 


Established only three months 
ago, the Excess and Surplus 
Property Section, Office of The 
Quartermaster General, already 
has saved the Government ap- 
proximately $2,000,000. In addi- 
tion, it has been able to save a 
great number of contract wor- 
ries for the Army and avoid ex- 
orders which would other- 
wise be placed with an already 
overloaded industry. 

The new Quartermaster 
tion was established under War 
Department Regulation No. 7. | 
This provided that each service, 
before contracting for equipment 
for which it had purchase re- 
sponsibility, check with all other 
services to see if they had any 
excess supplies or equipment of 
the type 
such 





cess 


sec- 


required, and to 
supplies before going 
through contracting procedure. 


use 


The Excess and Surplus Prop- 
erty Section is set up within the 
Procurement Division of the Of- 
fice of The Quartermaster Gen- | 
eral. Its primary concern is the 
utilization of as much 
property as be obtained to 
fill Quartermaster 


excess 


can 


requirements 
and those requisitions of other | 
services for which the Quarter- | 


master Corps has purchase re- 
sponsibility. | 


This that if, for in- 
stance, the Quartermaster Corps 
receives a requisition for several | 
thousand hatchets, it will im- 
mediately check surplus and ex- | 
cess property lists of other ser- | 
vices. If hatchets of the same 
general type are available, but 
do not meet the exact specifica- 
tions of the hatchets called for, 


means 


they would be issued if approved 
by the originating service. 


Through the organization al- | 
ready set up, reports are received 
regularly from all other Army 
services as to the quantities of 
various types of property which 

and 
Thus, 


it is possible to ascertain who 


they have on hand 


above their requirements. 


over 
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has the excesses, where they are 
and the quantities, and how to 
get them. 

The item to be procured need 
not exactly match the specifica- 
tions of an article on the excess | 
list of some other service, but if | 
it is an “equal substitute” it is 
also filling the 
requisitions. For example, if the 
requisition called for a 3'4-inch 
machinists’ bench vise, and it is 
noted that a 4-inch vise of the 
same general characteristics is 
available, the latter would be 


considered — in 





furnished. This flexibility exer- 
cised by the Quartermaster Gen- 
eral has saved many thousands 
of dollars. 

Another example of this flexi- 
bility which may be cited is that 
involved in the request reaching 
the Office of The Quartermaster 
General a few weeks ago calling 
for 12,000 gross 12-inch hacksaw 
blades. At the time no such 
quantities were available in the 
excess lists, but in a short while 
a report was made of some l,- 
245,000 blades that were in ex- 


Chrome Stainless Steel for 
Flatware for Some Purposes 


Bureau 


(Washington : 
AGE) } 


of HARDWARE 
WPB has granted permission 
to flatware manufacturers to use 
chrome stainless steel other than 
that obtainable from distressed 
stocks in making knives, forks, | 
dessert spoons, and teaspoons for | 
sale to hospitals, war plant cafe- | 


| 
terias, hotels, restaurants and | 
other institutional users of flat- | 
ware. Stainless steel flatware for | 
home use is still prohibited. | 


Manufacturers have been per- | 
mitted to use stainless steel, but | 


| from distressed stocks only, in | 


making flatware for institutional | 
Nov. 5, 1943. For | 
almost a year and a half prior | 
to that date the use of stainless | 


users since 


steel was prohibited except for | 
military orders. 

More extensive use of chrome 
stainless steel will enable institu- | 
tional users to obtain larger 
quantities of more durable flat- 
ware. The production program | 
is for approximately 17,000,000 


pieces of stainless stee! flatware | 


per quarter. In the first quarter 
of 1°44, flatware made of stain- 
from distressed stocks 


3,000,000 


less steel 


totaled only about 
pieces. 


for 


non-military 


Production of flatware, 


both military and 


EASE RESTRICTIONS 
ON CAST IRON WARE 
Restrictions on specifications 

for the types of cast iron ware 
that are permitted to be made 
have been removed by WPB in 
amending Order L-30-c. The sup- 
ply of pig iron has eased to the 
extent that the amount of ma- 
terial conserved as 
simplification of cast iron ware is 
no longer a vital factor. 


The permitted types of cast 
iron ware are skillets, griddles, 
household kettles, sugar or wash 
kettles, butchering kettles, Dutch 
sad irons. In addi- 
tion, each manufacturer is per- 


ovens, and 





cess of the needs of another ser- 
This enabled the Office of 
General to 
cancel the order which had been 


vice. 
the Quartermaster 


placed with the manufacturer, 
and at the same time furnish the 
required item. 

Within the past month, to cite 
still another example, an urgent 
request was made on the Office 
of The Quartermaster General for 
100,000 mops for an overseas 
destination. Stocks of the item 
were low, and a delay was antici- 
pated in making the shipment. 
However, 110,000 of the identical 


item were located as excess to 


| another service, and the overseas 





a result of | 


| again is 





requisition was filled in its en- 
tirety, and on time. 

It is expected that within the 
coming year a saving of many 
millions of dollars will be ef- 
fected through the new set-up- 
Also, heavily-loaded manufactur- 
ers will be saved the burden of 


additional small contracts, re- 
quiring a changeover in their 
manufacturing plants. Another 


advantage will be that many of 
the items requested will be made 
available more quickly to the 
units which need them than if 
they had to be fabricated “from 
scratch.” 


orders, is on a quarterly quotas 
basis. This has been in effect 
since Jan. 1. Each quarter each 
manufacturer is assigned a pro- 
duction quota in accordance with 
predetermined program require- 
ments for that quarter. In assign- 
ing each quota, WPB takes into 
consideration the availability of 
facilities and manpower in the 
area in which the plant is lo- 
cated. 


mitted to produce either muffin 
pans or corn breadstick ) 
pans. Previously each manufac- 
turer was permitted to produce 
only three sizes of skillets, two 
sizes of griddles, one size each of 
household, sugar or wash, and 
butchering kettles, and one size 
each of Dutch ovens and muffin 
pans or corn or breadstick pans. 


(or 


MORE METAL FOR 
FERRULES FOR 
PENCILS, PEN HOLDERS 


Manufacture of metal ferrules 
for wood-cased lead pencils and 
metal inserts for pen holders 
permitted, by WPB 
amendment, March 29, or order 
L-229-b. Iron, steel, stainless 
steel, and zinc, specifically pro- 
hibited for use in the produc- 
tion of lead pencils and pen 
holders since Dec. 7, 1942, have 
been deleted from the list of 
prohibited metals in the order. 
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CONSUMER ADVISORS URGE OPA 
TO HAVE DOLLAR, CENTS 
CEILINGS ON HARDWARE, ETC. 


DESIRED TO ASSIST CONSUMERS 


Recommendation for new retail price regulation for 
most products excepting food. Proposal would have 
retailers calculate ceiling prices on basis of 1943 


average markup excepting those already having dol- 


lars-and-cents ceilings. 


The Consumer Advisory Com- 
mittee to the Office of Price Ad- 
ministration, reiterating its stand 
in favor of dollars-and-cents price 
ceilings, recently urged that OPA 
extend to hardware, dry goods, 
work clothing and similar prod- | 
ucts flat retail price ceilings 
“which consumers can recognize 
and help to enforce.” The Con- 
sumer Advisory Committee is 
composed of 23 persons active in 
consumer work and chosen, for 


Initial Payments on Fuel Saving 
Installations Delayed to Nov. 


A “summer plan” for insured | 
financing of fuel saving installa- | 
tions, designed to assist in the 
national effort to conserve fuels, 
was announced March 30 by 
Abner H. Ferguson, 
sioner of the Federal Housing 
Administration. 

Under the plan, the first pay- 
FHA - insured loans 
made during the spring and sum- 
mer for this purpose may be de- 
ferred until the fall. 

FHA has notified the 5,000 pri- 
vate lending institutions author- 
ized to operate under its Title I 
program that initial payments oa 
loans made after April 1 may be 
deferred until Nov. 1, 1944, pro- | 
vided the entire proceeds are | 
(1) for the conversion of 
heating equipment to the use of 
other fuels, or the repair and re- 
placement of heating equipment 
worn out or damaged ;_ (2) for 


Commis- 


ment on 


used: 


the application of insulation 
within existing structures; or 
(3) for installation of storm 


doors, storm windows, or weath- 
erstripping. 

FHA’s objective, in making 
this liberalization of its Title I 
loan terms, is to encourage home 
owners to undertake fuel 
servation work during the warm 
weather and thus prevent a heavy 
congestion of this type of work 
next fall, Mr. Ferguson said. 


con- 
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the most part, from national or- 
ganizations of various types. | 
Most of its members also are | 
housewives. 

The Committee made _ this 
recommendation to Price Admin- | 
istrator Chester Bowles in 
nection with a_ proposal, 
under consideration by OPA, for 
a new retail regulation for most | 
products except food. Under the 


con- | 
now 


proposed regulation, _ retailers | 
would calculate their ceiling | 


1 


owners funds 





Home having 
available should undertake fuel | 
conservation work on a_ cash | 
basis. he added. The Title I} 
plan, however, is available for 
assistance of those unable to pay | 
for such work in one lump sum. 

Under Title I, loans for heat- 
measures are 


ing conservation 


Tighten Controls Over 


Further steps to tighten war- 
time over the nation’s | 
resiricted glue supply were an- | 
nounced March 23 by the War| 
Production Board. Conservation | 
Order WPB M-367, issued Jan. | 
27, 1944, is revoked as of April | 
and glue is placed under full al- 
the Chemicals 
allocation or- 
addition, Con- 


WPB_ M.368, | 


controls 


under 
Bureau’s general 
M-300. In 
Order 


location 


der 
servation 


| issued Jan. 29, 1944, which regu- | 


lates the flow of hide glue stock 
for glue production is amended | 
to increase the flow of domestic 
raw materials to glue makers. 
The amendment to Order 
M-368 will restrict the use of | 
glue stock in the manufacture of | 
gelatin and prohibit the use of | 
chrome leather stock in the di- | 
rect manufacture of textile teat. | 
ing agents, WPB explained. 


substantial program for dollars- 
|and-cents prices, and unless it 


and that no curtailment of pres- 
| ent allocations is expected. | 


prices on the basis of their 1943 
average mark-up, except for prod- | 
ucts on which there were dollars- 
and-cents ceilings, or other ex- | 
ceptions. The Committee urged 
that this regulation not be issued 
unless it was accompanied by a 


served only to supplement that 
more satisfactory form of price 
control. 

The Committee recommended, 





avaiilable through lending institu- | 
tions in up to $2,500 
and are payable in monthly in- 


amounts 


stallments over as long as 36 
months. The Board of Gov- 
ernors of the Federal Reserve 


System has exempted loans for 


these purposes from its restric- 


tions on consumer credit. Gen- 


erally, installations of the type 
involved may be undertaken with- 
out authorization from the WPB. 


Glue Supply 


In addition to a sharp reduc- 
tion in inventories of manufac- 
tured glue, WPB officials said, 
large inventories of glue stock in 
the hands of manufacturers have 
also been depleted, resulting, in 
turn, in a material decrease in 
glue production during the last 
few months of 1943. 

Although Order M-368 will di- 
vert to glue factories materials 
that are now being used for other 
WPB officials said a 
careful survey indicated that the 
quantity will not be sufficient to 
provide for annual production at | 
a rete of more than 60,000,000 
Ibs. of hide glue against an an- 
ticipated demand of 80,000,000 
Ibs. 

WPB officials said that green 


bone glue is in fairly good supply 


purposes, 


| slips, 


furthermore, that, if the regula- 
tion were issued, the mark-up al- 
lowed should be substantially 
less than the 1943 average, since 
many low-priced articles with ° 
low mark-ups were off the market 
in 1943 so that high mark-ups 
predominated, and since, it said, 
many 1943 above 
ceiling prices because of the dif- 


sales in were 
ficulty of enforcing existing regu- 
lations. 

Among products the Committee 
felt could be brought under dol- 
lars-and-cents retail ceilings 
were: 

1. Hardware, including stand- 
electric fixtures such as 
sockets, ete. 2. Work 

overalls, work — shirts, 
socks and_ similar relatively 
standard items. 3. Household 
linens, especially sheets, pillow 
turkish kitchen 
towels, cotton blankets. 4. Lino- 
leum floor coverings. 5. Paints. 
6. Paper products, such as towels, 
napkins, tissues, and standard 
weights of stationery. 7. Victory 


ard 
plugs, 
clothes, 


towels, 


model furniture. 8. Standard 
glassware, especially cooking 
utensils. 


APRIL BIKE QUOTAS 
INCREASED 60% 


OPA has announced that 12,000: 
new adult bicycles will be ra- 
tioned to certificate holders in 
April, an increase of 60 per cent 
over the March quota of 7,500. 
This larger quota will take care 
of the seasonal increase in 
mand for bicycles at this time. 

Besides increasing the April 
quota of new bicycles, OPA also 
raised the total bicycle reserves 
from 1,900 in March to 3,000 in 
April. 

Monthly quotas of new auto- 
now 


de- 


mobiles and bicycles are 
assigned on a “suggested basis” 
to the OPA District Offices in- 
stead of to the 3,071 individual 
counties throughout the nation. 
The eight OPA Regional Offices 
have been given authority to re- 
distribute the quotas in the dis- 
trict under their jurisdiction in 
order to take care of most imme- 
diate, essential needs in their en- 
tire area. 

Following is a summary by re- 
gions of the April quotas and re- 
serves of new passenger automo- 
biles and bicycles: 


New Adult Bicycles 


Regions Quota Reserve 
I Boston « 3508 278 
II New York.. 2,050 512 
Ill Cleveland .. 1,784 445 
IV Atlanta 1,877 469 
Vv Dallas 1,110 278 
VI Chicago 1,487 372 
VII Denver . 854 89 
VIII San Fran... 2,228 557 
WE “Keccees 12,000 3,000 
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Binder twine prices — Con- 
tinuance through 1944 of the binder 
twine maximum prices which became 
effective April 5, 1943, has been an- 
nounced by OPA. It is possible to 
continue the 1943 price levels because 
DSC will make the fibers used in pro- 
ducing binder twine available to manu- 
facturers at prices comparable to the 
cost of fiber in 1943. 

* * * 

BX electrical cable—A new 
dollars-and-cents zone price schedule 
for manufacturers of BX armored elec- 
trical cable, based on 1941 prices in 
effect by the industry generally, has 
been announced by OPA, effective April 
3. The new prices, amending regula- 
tion 82, represent an increase of 10 per 
cent to eight of the thirteen known 
producers. 

* * * 

Rubber heel prices Manu- 
facturers and wholesalers of rubber 
heels, sold for home replacement use, 
have been authorized by OPA to sell 
and make deliveries subject to a later 
change in price ceilings. This order, 
affecting price regulation 477, was effec- 
tive April 3. 

. * a 

Jute and istle yarns—Effec- 
tive April 3, OPA has amended price 
regulation 340, and has established re- 
vised prices for all yarn and rope manu- 
factured entirely from jute fiber, and 
for certain jute centers for wire rope. 
It also has modified earlier prices for 
jute and istle rope-making yarn and 
rope. The new amendment decreases 
the maximum prices for yarn and rope 
sold for military use by approximately 
one cent per pound, and increases ceil- 
ings for other yarn and rope, except 
that sold for rope-making purposes, by 
approximately 2% cents per |b. 

os + > 

Toy and game ceilings—-Man- 
ufacturers of toys and games that are 
not comparable to articles previously 
produced by them have been provided 
a method for automatically determining 
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their maximum prices, subject to final 
review by OPA. This was by amend- 
ment to Price Regulation 188, effective 
March 31. 
* + * 

Luggage tax procedure 
With the 20 per cent federal excise tax 
on luggage in effect April 1, retailers 
must state the tax on the price tag 
separately from the ceiling price, OPA 
has ruled. This amendment to price 
order 476 became effective April 1. 


* * * 


Tax increase on lamps—OPA 
has issued a detailed schedule of price 
changes to include the new Federal 
Excise Taxes effective April 1 on incan- 
descent bulbs and fluorescent tubes. 
Sales by manufacturer to wholesaler, 
and by wholesaler to retailer must in- 
clude the exact percentage of list added 


usually 74% per cent. On retail sales 
-the tax must be passed on to the con- 
sumer on the following basis: 


Sales Tax 

$ .10 to $ .19 l¢ 
19 to 33 2¢ 
34 to 46 ; 3¢ 
A7 to 59 4¢ 
60 to .73 5¢ 
.74 to 86 6¢ 
87 to .99 . T¢ 
1.00 to 1.13 8¢ 
1.14 to 1.26 . O¢ 
1.26 to 1.39 10¢ 
1.40 to 1.53 ll¢ 
1.54 to 1.66 12¢ 


Continuing on this plan on all retail 
sales up to $5.00. Above that, the exact 
percentage must be added to the sales 
price. The larger lamp companies will 
supply cards showing the complete 
table up to $5.00. OPA rules that such 


a price card must be prominently dis- 





Wholesale Hardware Sales 


By Geographic Regions, 


SALES REPORTED 


Percent Change 
REGION February 1944 
from 


Number 
‘ Jan. 
Firmsa | 1943 1944 


a 
n 
& 


+4 | | 


New England loi «@} ee! 
Middle Atlantic | @ | -1 | +4} 
North Central 43 +3 | +8 | 
West North Central....| 27 | +9 | +9 | 
South Atlantic 44 +5 | +9 
East South Central 17 7% | -?f | 
West South Central 22 +11 | —3 | 
Mountain 5 +17 +7 | 
Pacific | 25 +2) +4 | 
U.S. TOTAL b...| 304 +4 


Bureau of the Census 





for February, 1944 





SALES-YEAR-TO-DATE 
Thousands of Dollars 
Percent Two Two 
Change | Months | Months 
from 1944 1943 


Feb. Jan. | 2 mos. (Add | (Add 


1944 1943 | 1944 1943 000) 000) 


| $eq9 | $807 | ~7 | $1,670 $1,803 
| 6,580 | 6,254| —1 12.585 | 12.667 
3,628 | 3,432; +2 7,599 | 7,429 
3.227 | 3.240| +14 7.727 | 6,753 
2,963 | 2,859 | +3 6,331 | 6,147 
2.107 | 2.415 +13 5.118 | 4.516 
3.317 | 3,786 | +12 8.450 | 7,553 
| “ava | -"521| +13 1,144) 1,011 
| 5,873 | 5,720| — 2 13,987 | 141337 
29,007 | 29,111) +4 64,859 62,475 





Current Sta tistical Service 


a Number does not apply in all cases to the year-to-date figures. 
b Includes data for four firms not allocated to geographic regions. 


States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y. 


» Pa.) 
East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 


South Atlantic—(Del., D. C., Fla., Ga., Md., N. 
East South Central—(Ala., Ky., Miss., Tenn.) 


C., 8. C., Va., W. Va.) 


West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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played by every retailer of lamps or 
tubes. 
* * * 

Gypsum building materials 
—On March 23, OPA amended price 
regulation 188 (building materials, etc.) 
establishing detailed maximum prices 
to be observed by manufacturers ship- 
ping to Pacific Coast states from central 
shipping located in 
Iowa, Michigan, Ohio, Oklahoma and 
These prices govern shipments 


points Indiana, 
Texas. 
to the War and Navy Departments, the 
Maritime Commission, the Federal Pub- 
lic Housing Authority or the Federal 
Works Agency. 
are properly rated and authorized to 


Also to dealers who 


purchase gypsum products on behalf of 
any of these agencies. The amendment 
also provides that dealers, in the Pacific 
Coast states, who are properly rated and 
authorized to use these gypsum prod- 
ucts, may add their excess cost of 
transportation, on incoming shipments 
from the above named central states, 
and may then add the same dollars-and- 
cents mark-up as they would add on 
shipments originating from their regu- 
lar far-Western suppliers. 
” aa * 
Ceilings on excelsior 
excelsior ceiling prices have been ex- 
tended to all producers by OPA, to en- 
courage continued production of baled 
pine wood excelsior, urgently needed 
for the packing of war goods. 
The new prices, effective March 27, 
will give producers about $5 more a 
net ton to compensate for increased 


Higher 


production costs. 
* * . 

Plastic pricing—A single com- 
prehensive regulation, establishing price 
ceilings for manufacturers’ sales of 
plastic products, and replacing three 
former price regulations on_ plastics, 
has been announced by OPA. Present 
price levels will not be affected, as 
maximum prices will continue to be set 
at March 31, 1942, base levels, as in 
the preceding three regulations. The 
new MPR 523, effective March 27, out- 
lines manufacturers’ prices also for 
dies, molds and special tools sold in 
connection with sales of plastic prod- 
ucts. 

* * * 

Flashlight batteries — Mem- 
bers of the flashlight case and battery 
industry advisory committee have been 
told by WPB that a 20 per cent in- 
crease over present production of dry 
cell batteries for military purposes will 
be needed to meet 1944 requirements of 
the armed forces. 


* * * 


Substitute farm rope — Not 
nearly enough jute rope is available 
(almost the only permitted type) for 
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farm needs this spring, and there is 
wide search by jobbers and retailers for 
almost any usable size, and in any 
quantity. It is said that large diameters, 
for hay rope are in better supply than 
the 4, 3% or % inch sizes. Cotton 
rope, though scarce and high priced, is 
eagerly ordered when available, and 
deliveries appear not quite so slow as 


during last fall. Jobbers say that cotton 


have been limited to a 45-day supply, 
by WPB’s issuance of Malleable Cast- 
ings Order M-2]-i. This prohibits the 
acceptance of delivery of such castings 
“by any person, if such delivery in- 
creases the purchaser’s stock to more 
than a 45-day supply. Delivery by a 


supplier is prohibited when to his 


knowledge such delivery would increase 
the recipient’s stock beyond the 45-day 


ro 
th 


In 








pe requires 62 to 90 days, and jute 
ree to five months on delivery. 
* * * 
Malleable castings limited 
ventories of malleable iron castings 


supply.” 


In cases of undue hardship, 


appeals may be filed by any user. 


a a * 


Chromium delivery curbed 


The amount of chromium metal exempt 





This modern plastic resin adhesive must be 
something special to get such an over- 
whelming preference among hobbyists, cab- 
inet makers and industrial users! 


It is! 


It’s easy to use! Mixed just by adding tap 
water to the powder. 


It’s applied cold — with brush, stick or 
spreader! Anybody can do it. 


It sets fast and permanently! Jobs can be 
handled in a few hours after clamping. 


It has tremendous holding strength! And 





“Makes the 
glue line the 
SAFETY line’ 








it’s waterproof, bacteria- and rot-proof! 


Those are the reasons why, in a recent sur- 
vey among people who had used both 
Weldwood Glue and other adhesives, 9 out 
of 10 said, “Give me Weldwood!” 


Your customers are being told about Weld- 
wood Glue through advertising in 14 
national publications. 


Available, attractively packaged in display 
cartons for quick counter sales in 10¢, 25¢, 


85¢ (1 lb.) cans and 5 and 10 Ib. cans. 


Order this profitable seller from your job- 
ber today. Or mail the coupon for complete 
data on the Weldwood Glue dealer plan. 


UNITED STATES PLYWOODCORPORATION | 
Weldwood Glue Dept. 83, 55 West 44th St. 
New York 18, N.Y. 


Please send me literature, prices, discounts, samples I 
and information on WELDWOOD GiUE dealer plan | 


Name 


Address 











My jobber is 
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Reavy FOR ACTION! 


Waxoff “patrols” every varnish job in 
advance by removing every trace of 
wax, oil, polish, dirt. That means: the 
varnish is sure to dry. And national 
advertising means: Waxoff is sure to 
sell. Ask your jobber! Schalk Chemical 
Company, Los Angeles and Chicago. 


Natienal 


Still a symbol 
of fine 
HARDWARE 














UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
dive first call to the war effort, and 
whateveravailable hardware is allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin’, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 

Wesupgest usin}, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - : + ILLINOIS 
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from restrictions has been reduced from 
3,000 Ibs. to 250 Ibs.. WPB has ruled, 
by amending supplementary order M- 
18-a-1. 


that any processor or dealer may de- 


The amended order provides 


liver and any person may receive, with- 
than 250 
metal in any 


out filing forms, not more 


pounds of chromium 
calendar month. 
nd + oe 
The rubber situation—Rub- 
her Director Dewey states that although 
the nation is now producing synthetic 
rubber at a rate greater than the rate 
at which crude rubber was consumed 
here in any year prior to 1941, our mili- 
tary and civilian demands for tires and 
other rubber products still continue to 
exceed the supply. To summarize—he 
says that “everything pertaining to the 
rubber program is tight, but, with the 
continued cooperation of the military, 
other Government agencies and the 
civilian population in conserving rub- 
ber, and subject to no untoward de- 
velopments, particularly as to skilled 
and technically trained manpower or 
shortages of essential products from 
allied programs, there will be sufficient 
synthetic rubbers for the manufacture 
of rubber products to supply the needs 


of war and the essential civilian 
economy.” 
* a * 
The copper outlook — On 


March 18, WPB issued a comprehensive 
statement explaining the short supply 
of copper and copper products, point- 
ing out that the war program is con- 
suming such large quantities of copper 
products that it is more and more dif- 
ficult to match demand with produc- 
tion. The output of domestic copper 
mines this year will certainly be less 


Copper Division, while demands of the 
armed services for men will probably 
make heavy inreads on the labor sup- 
ply. However, it is imperative that all 
out domestic production of copper be 
maintained with such manpower as is 
Allo- 


cations for March exceed anticipated 


available, the Division insists. 
production of copper, which means that 
the Government stockpile will have to 
be drawn upon to make up the deficit. 
WPB states that copper wire mill prod- 
ucts as a whole are in tight supply. 
Facilities for the production of flexible 
and cables, 


cords in particular, are 


fully scheduled. Some additional pro- 
puction could be achieved in coarser 
magnet wire and a few other types, 
provided manpower and such raw ma- 


terials as rubber, yarn, etc., were avail- 


able. Every effort should be made to 
place orders for copper wire mill prod- 
ucts, particularly flexible cords and 


cables, as far in advance of required 
delivery dates as possible, to permit 
orderly scheduling and maximum pro- 
duction by the wire and cable mills. 
* * a 

Paint containers—Paint man- 
ufacturers have been warned by WPB’s 
Chemicals Bureau that any quota ad- 
justments are unlikely this year, in con- 
tainer quotas under Order M-81, and 
that probably no appeals would be con- 
sidered for additional metal for manu- 
facture of containers. WPB_ reports 
some misunderstanding as to the type of 
package permitted under order M-81. 
The order states that cans with fiber 
bodies and blackplate ends must be 
used for “Pigmented Oil or Oleo- 
resinous, Ready-Mixed Semi-Paste and 
Paste, not limited to 
white lead 


including but 
in oil and colors in oil.” 




















than in 1943, according to WPB’s All such products must be packed in 
4 
* 
Wholesale Hardware Inventories 
By Geographic Regions, for February, 1944 
| END-OF-MONTH INVENTORIES (Cost) STOCK-SALES RATIOS 
| Percent Change 
REGION February 1944 Thousands of Dollars 
from | 
Number _ l ‘peree & y aoe 

of | Feb. | Jan. | Feb. | Feb. | Jan. | Feb, | Feb. Jan. 
Firms | 1943 | 1944 | 1944 1943 | 1944 1944 | 1943 1944 

Sie BA FREE Some ee es PO semen, a 
New England... 13 8 | +5 | $1,305 $1,411 | $1,244) 222 | 208 | 208 
Middle Atlantic , 62 —-t | +3 5,664 | 5,740| 5.475; 134 | 129 | 130 
East North Central. . 30 -7\|-2 4,160 | 4,454 | 4,258/ 159 | 184 | 185 
West North Central 18 —7 +2 5,306 | 5,713 5,200; 178 | 214 | 18 
South Atlantic. . . 33 CO b +3 2,918 | 2,923; 2,822; 142 | 144 | 147 
East South Central. . 8 = b | 1,540 1,566 | 1,547| 132 {| 147 | 134 
West South Central... 14 —6 | +1 | 4,309 4,576 4,285 | 186 201 174 
Mountain... . 3 —-65 | +4 519 | 546 501 298 382 307 
Pacific. . naka 13 8| +2 7,015 7,657 | 6,880 | 195 223 207 

| | 

U. S. TOTAL a. 197 —5& | +2 | 32,821 | 34,663 | 32,297 16 | «(181 |i 








Bureau of the Census 


a Includes data for three firms not allocated to geographic regions. 


b Less than 0.5 percent. 





Stock-sales are percentages obtained by dividing the cost value of stocks by sales for an 


identical group of firms. 
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Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic Regions, for February, 1944 


ACCOUNTS RECEIVABLE 


Percent Change | 


Collection Percentages 


REGION February 1944 Thousands of Dollars 
from 

Number | 
of Feb. Jan. Feb. Feb. Jan. Feb. Feb. Jan. 
Firms | 1943 | 1944 | 1944 | 1943 | 1944 1944 1943 1944 
New England... | 19 —11 —3 $776 | $871 $800 93 8 | 92 
Middle Atlantic. . | 86 9 — 6 6,865 | 7,539 | 7,284 84 75 | 80 
East North Central....| 41 ~14 | +8 | 3,372| 3,908) 3,114] 102 89 | 107 
West North Centrai;.... 27 | —10 +12 | 2,989 | 3,310| 2,674/ 102 84 108 
South Atlantic........| 42 | —20 | +9 | 3,049 | 3,790| 2,804) 94 7 | « 
East South Central... | 15 | — 1 +4 | 1,731 | 1,787] 1,657 9 | 7 | 82 
West South Central. . 19 | +1 | +3 | 3,148] 3.118 | 3,051 98 80 | 98 
Mountain... . 4 —20 | +29 | 202; 252) 156| 94 82 | 9 
Pacific. . | 2@ | -0 | -6 | 6.147 | 7,600 | 6,533 | 92 79 89 

U.S. TOTAL a...| 280 12 





Bureau of the Census 


+ 1 | 28,308 | 32,171 | 28,114 93 80 92 


Current Statistical Service 


a Includes data for three firms not allocated to geographic regions. 


Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 





fiber containers with metal ends. The 


packaging of these products in all- 

metal cntainers is a violation of the 

order and no such deviations will be 
permitted. 

ok * a 

Match scarcity 


plies of paper, glue and lumber are 


Short sup- 


handicapping American match manu- 
facturers, members of the industry have 
reported to the War Production Board. 
WPB 


officials that unless the question as to 


One manufacturer informed 
the priority rating of box board for 
book matches could be decided favor- 
:ably he would be forced to close down 
within the next few weeks. This paper 
shortage is causing the greatest of the 
match industry’s difficulties. A WPB 
Government representative suggested to 
the manufacturer’s advisory committee 
that, in order to prevent waste, the in- 
dustry consider launching an advertis- 
ling program to overcome the popular 
superstition that it is “unlucky” to take 
three lights off the same match. 
* * * 
- The 


construction 


Construction declining 
total volume of U. S. 
activity in January was $315,793,000, 
nine per cent less than December, and 
63 per cent under January, 1943, WPB 
reports. Construction volume in Janu- 
ary was less than one-fourth the peak 
August, 1942. Preliminary 
estimates for 1944, based on the assump- 
tion that present trends will remain in 
force, and that total war will continue 
through 1944, indicate a volume of con- 


rate of 


struction in the United States of $3,- 
700,000,000—only 49 per cent of the 
1943 volume, and only 28 per cent of 
1942. Declining activity is anticipated 
in all types, with the sharpest drops 


APRIL 13, 1944 


probable in Government-financed indus- 
These 
are expected to be about 70 per cent 
under the 1943 
hostilities with Germany in 1944 would 
increase the year’s estimate somewhat, 


trial and military construction. 


levels. Cessation of 


but not substantially. 

* * a 
- De- 
partment store sales for the week ended 


Increased store sales 
March 25 rose 17 per cent over the 
corresponding 1943 week, while for the 
four weeks ended that date sales were 
up 12 per cent, the Federal Reserve 
Board announces. Early Easter buying 
and a rush to purchase luxury items 
before the new excise tax went into 
effect lifted these store sales to a new 
high for 1944 to date. 

a a * 

Freight loadings—Freight car 
loadings for the week ended March 25 
totaled 778,925 cars, the Association of 
American Railroads reports. This was 
a decrease of 1.0 per cent, compared 
with the preceding week, and a decrease 
of 1.1 per cent from the corresponding 
week a year ago. Total carloadings for 
the year to March 25 were 10,091,124, 
compared with 9,661,081 in the same 
period of 1943. 


a * ue 


Air express Breaking all 


records in the 16-year history of the 
shipments and 


service, air express 


poundage marked up _ new all-time 
monthly highs in November, it was 


reported recently by the air express 
division of Railway Express Agency. 
Shipments handled for the nation’s com- 
mercial during the 
totaled 137,445, a rise of 16.3 per cent. 


Weight of 2,868,093 


airlines month 


shipments was 








PLANNOW 
to supply Croquet— 


AMERICA’S FAMILY GAME 


After-the-war recreation will be 
that which the whole family can 
enjoy. Improved back yards—the 
outdoor living rooms of post-war 
homes—will develop a great urge 
for the family to get together to 
play. And croquet is the ideal game 
for the whole family. Young and 
old can join in the fun. 


This swing-back to family rec- 
reation offers a lot of sales possi- 
bilities. So, along with other items, 
get lined up with croquet sets — 
South Bend of course, because 
they’re sturdily and attractively 
built, popularly priced—and known 
to generations of plaything users. 

Check with your South Bend 
jobber for possible delivery of cro- 
quet sets now. He'll be glad to 
give you the latest information. 





SALES REPRESENTATIVES 

New York—Julius Levenson, Inc., 
7 East 17th Street 

San Francisco—Standard Toy Agen- 
cies, 718 Mission 

Nashville, Tenn. — Louis Williams 
& Company 

Seattle, Wash.—Leo Scherrer, 2018 
Condon Way 

Los Angeles 14,—Glenn B. White 
& Associates, 122 East 7th St. 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


Croquet Sets » Baby Carriages + Children’s Furniture « 
Doll Carriages + made by South Bend Toy Manufacturing 
Co., South Bend, Indiana, for over 70 continuous years. 
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A Quality Line Of 
Chain Pipe Tongs 


Here is a complete line of quality tools 
that requires no fill-ins, misses no sales, 
gives complete satisfaction and keeps 
customers coming back. ARMSTRONG 
BROS. Chain Pipe tools are quality tools 
in every sense. They have a large 
safety margin of strength, yet balance 
well, handle easily and work fast. 


Standard. Heavy lugs forged in jaws 
give greatly increased bearing on handle. 
Handles forged from high carbon steel 
for stiffness and spring. Jaws have 
milled teeth, are heat treated and held 
firmly in place by extra large hardened 
steel bolt. Flat-link chains are proof 
tested to 2/3 catalog strength (1200 to 
40,000 Ibs.). 8 sizes 


Reversible Jaws. Double ended jaws 
xive double life. Jaws drop-forged from 
high carbon steel—heat treated to give 
toughness and endurance. Handles forged 
from spring steel. Chains proof-tested. 


8 sizes 

‘Ideal Wrench.’’ Jaws are double sur- 
faced-—‘‘straight"’ for pipe, ‘*V-shaped’’ 
for fittings, etc. They are drop-forged 


from special steel and heat treated for 
toughness. Handles forged from spring 
steel. Chains proof-tested from 9,000 to 
21,800 Ibs 4 sizes. 


**ARMSTRONG BROS."' Pipe Wrenches. 
Patented all-steel construction gives 
greater flexibility, greater strength, 
especially under side-strain. No heavy 
housing, nut cannot fall out. Handle is 
strongest at point of greatest strain. 
Sizes 6” to 36”. 


Write for Catalog C 39a 





ARMSTRONG BROS. TOOL CO. 


he Too! Holder People 


r 
314 N. FRANCISCO AVE 
Eastern Warehouse & Sales: 199 Lafayette St.. New York 
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CHICAGO, U.S.A 


pounds, up 31.9 per cent over Novem- 
ber the previous year. Gross revenue 
increased 5.5 per cent for the month. 
* * . 

Brass—About 98 per cent of 
total brass rod production is used by 
the screw machine products industry, 
the War Production Board said re- 
cently, and brass mill products are still 
critical despite adequate mill facilities. 
Manpower shortages prevent full utili- 
zation of facilities. The supply situa- 


tion for brass rod and other materials 
was discussed at the recent Screw Ma- 
chine Products Industry Advisory Com- 
mittee meeting. Aluminum is_ not 
highly critical, the committee was in- 
formed by WPB officials, but conserva- 
tion for essential uses is desirable. 
With the exception of magnesium and 
calcium, most alloying metals cannot be 
removed readily from aluminum and for 
this reason aluminum scrap should be 
carefully segregated. Advisory commit- 








SALES OF 1,198 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


FEBRUARY, 1944, COMPARISONS 














SUMMARY 
Feb. 44 Feb. "44 
No. Stores vs. vs. 
Feb.‘43 Jan.’44 Feb. *44 Feb. °43 Jan. "44 
Total 1,198 —7 —4 $6,099,790 $5,695,319 $5,877,731 
Per Cent Change 
Number Feb. 44 Feb. 44 
of firms vs. vs. Dollar 
States by Regions reporting Feb.’43 Jan. 44 sales 
New England ....... 81 +4 — 3 438,567 
Maine ae 10 +24 — 3 54,937 
Vermont and N. H. 9 +5 —1 86,003 
Massachusetts ‘ 41 + 2 —3 211,180 
Rhode Island ; i sd) ae erie 
Connecticut , we 17 +4 —2 67,957 
Middle Atlantic ; . 121 + 3 + 6 551,532 
Pennsylvania ies ictacad 121 + 3 + 6 551,532 
East North Central . ; a ae + 4 —] 1,433,215 
Ohio roy + 3 + 3 471,538 
Indiana 56 +10 b4 242,716 
Illinois aes 81 +1 +1 283,424 
Michigan 44 + 2 —4 187,482 
Wisconsin i <e, 83 +5 —7 248,055 
West North Central 165 +5 + 6 489,996 
Iowa . 448 + 8 $ 159,159 
Missouri ‘ 39 +2 +5 103,606 
Nebraska ‘ 35 —10 — 3 69,181 
Kansas ; 43 +11 +21 58, 
South Atlantic . oh . 46 +13 + 2 315,047 
South Carolina ‘ ll + 7 +1 81,283 
Georgia 20 + 6 — 5 128,241 
Florida : 14 +30 +13 105,523 
East South Central 12 +25 bd 108,131 
Alabama ae 12 +25 b 4 108,131 
West South Central ...... . 108 + 8 + 6 631,512 
Arkansas meh Oe 19 $ —} 115,253 
Oklahoma 35 +5 +11 151,443 
Texas ere +13 +7 364,816 
Mountain ‘ 78 + 8 +11 631,222 
Montana ‘ 19 — 3 +16 98,266 
Idaho 13 +15 +2 66,335 
Wvoming . 
Colorado ioe, 23 +7 +17 75,747 
New Mexico 8 + 2 +17 161,101 
Arizona — 5 +20 +3 171,501 
Utah ‘ ° 
Nevada ; . joi ooo) Cae 
Pacific . 217 +11 +5 1,500,568 
Washington : 38 +7 —2 263,660 
Oregon ‘ 27 +12 —]1 158,775 
California 152 +12 +8 1,078,138 
Chicago, Ill. 17 —12 b 4 45,664 
Los Angeles, Cal. 17 +26 +43 149,897 
Portland, Ore. 8 — +4 21,254 
St. Louis, Mo. 6 v) eae 
San Francisco s 19 +15 +15 148,115 
Seattle, Wash. 12 —16 +1 47 





*® Note while stores in these states are included in the grand total, figures for 
these states are not shown in this chart because of insufficient data. For states 
marked # the change was less than 0.5 per cent. Compiled by Bureau of the 


Census, U. S. Department of Commerce. 
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\ the BAG 1944 will require an estimated 109,427,- CONCENTRATED WATER-MIX 
, Officer’ 000 board feet of lumber, the Wood 
for es f = rvice men | : A 
b or civilians. Made | Tank Industry Advisory Committee was Ss T O Cc K Ss P R Y 
e of heavy army duck - ° = ea : — — 
nit with leather a informed at its recent meeting, the War for flies, lice, fleas, 
the hard. knocks. of | Production Board reported recently. ticks, mosquitoes, sheep 
all traveling. Folds maggots. 


| Chief woods used by the industry are 
redwood, Douglas fir, cypress, and | 
southern pine. The industry normally 
carries more than a full year’s inventory 
of lumber, Committee members said, in | 


KILis. 
discussing the over-all lumber control a aun JUST MIX WITH WATER 


up into compact 
— bag that conserves 


Popular with dealers... 
space. 


better profit, less dis- 
play space, easier han- 
dled. 
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1 ' program and the new order, L-335, hie — 
c = bi BABY SWING which controls inventories. Tanks must | No Mineral Oil Base ‘“! / Wied 
: tod inde "frig fd" sun be made of = lumber and yoinaes Sate, io an n, stainless, 8 07, CAN 
44 role ee Bagg = — inventory would not permit adequate cool. omotes comfort. . 
731 one he png hy Fon ; C See a ; No loose hair, scurf, dust. Makes 
shoo weur. In ordering specify No. 96. drying. Committee members recom- | jejps maintain top pro- 1 Galion 
mended that the lumber control pro- | duction of cleaner milk. STOCK SPRAY 
FAST SELLING gram should not establish a shorter in- | po elie Betas Piggy 2 Gallons 
lar SCHOOL BAGS ventory period for the wood tank indus- | for ticks, fleas, lice. WASH or DIP 
es 
367 No. 93 Pillow slip style; ~ Note These Prices, PROFITS 
; made from heavy duty SIZE MAKES DEALER —— RETAIL 
937 Khaki Duck, shoulder 8 oz. 1 Gal. $ 7.98 doz. %5e 
003 strap style only. Approx. 32 oz. 4 Gal. 2.52 ea. 3.60 
,180 size 10 by 18 inches. Y i | _1 Gal. 16 Gal. 10.50 a onnae 
| | Don't Put It Off ... ORDER 
957 SPRADLING "S Inc. ' — Lansaoe rrerviee Write us for Name of Nearest Jobber 
= ST. LOUIS, MO. _ | The Gremlins ccidents | A G K E M I N QUINCY 
215 : | 5 = ILLINOIS 
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9 
e Ny 
055 y y 
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999 And that includes this smarty, Elec. se J 
"266 | |He plays tricks with loose connections, | | | STEP-UP VOLUME WITH 
335, | [Frayed lamp cords and your 
7 | | neglections. : ‘ E-JECT-O is safe—will not harm 
747 oo oe you can’t hear him enamel or pipes—will not solidify. 
101 ATF E-JECT-O works fast— 
’ K h t—h duct’s shocking! works tas opens 
'501 New Label Features = {‘eep himax a en deal dain Geseeee te 
Biggest Use water in 90 seconds. 
568 : aa E-JECT-O heats, agitates and 
7) Most glue for home use is bought tomend | = | dissolves dieatiuad: No fumes 
775, furniture. That’s why the new “Mends | ons thee | 
138 Furniture” label, on 14-pint and %-pint | N eee : 
Laid bottles of Iron Glue, is such a great sales | Latest News on FREE advertising displays and 
664 booster. Iron Glue also comes in 10¢ bot- leaflets. 
897 tles, pints, quarts and gallons. Ask your PRIORITIES 12-0. cans 2 doz. fo carton. 
254 jobber, or ee eo —— ws — 28-ox. cans packed one dozen. 
on McCormick & Co., Inc., Baltimore-2, } and $0-tb. cons podhed 4 to ents. 
'. | * 
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— MAKES DISPLAY PAY 


UNITED GILSONITE LABORATORIES 
SCRANTON, PA. 
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No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


mn A SURE CURE 


@ This sensational plastic 
eork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a _ moisture-proof, 
insulation type coating impervious to 


acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
\%” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE NoDrip Cir- 
cular about Con- 
densation Drip 
and its Preven- 
tion. 


4. W. Morreit Co. 
Technical Coatings 
Since 1895 
508 BURCH ST. 
KANKAKEE, ILL. 





THE STURDY WOOD RULE 
FOR BUSY WAR WORKERS 


4 side mea- 

ements. Black 
markings contrast 
clearly against 
cream colored sur- 
face. Sturdily built 
throughout. 


SAGINAW, MICHIGAN New York City 


TAPES . RULES - PRECISION TOOLS 
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Wall Display Aids Fishing Equipment Sales 


Placed at the 
front of the store, 
the sporting goods 
department of the 
L. A. Olson Hard- 
ware, Madison, 
Wis., makes effec- 
tive use of wall 
space in showing 
fishing flies on 
cards. These are 
tacked up on the 
wall, rather than 
laid flat on a 
counter, and thus 
attract the atten- 
tion of fishermen. 
Shelving is also 
used very spar- 
ingly. the main 
idea being to get 
the fisherman to 
come back 














Coming Conventions and Events 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 8-9, 
1944, at Montgomery, Ala. Headquar- 
ters and sessions at the Whiteley Hotel. 
J. H. Crowe, 1906 Fifth Ave., Birming- 


ham, Ala., is secretary. 


American Hardware Manufac- 
turers’ Association, meeting jointly 
with the Southern Hardware Jobbers’ 
Association, April 17-20, 1944, at the 
Netherlands-Plaza Hotel, Cincinnati, 


| Ohio. Charles F. Rockwell, 342 Madi- 
| son Ave., New York City, is secretary 


of the manufacturers’ association, and 
T. W. McAllister, 1020 Grant Building, 
Atlanta, Ga., is secretary of the jobbers’ 
association. 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion, May 11-12, at Little Rock, Ark. 
Headquarters, sessions and exhibit at 
the Marion Hotel, George L. Turner, 
322 E. Markham’St., Little Rock, Ark.. 


is secretary. 


Carolinas, Hardware Association of 


the, annual convention, June 6, 7, 1944, 


at Greenville, S. C. Sally Couch Mas- 
ten, 118 E. Fourth St., Charlotte, N. C., 
is acting secretary. 


Eastern Hardware Golf Associa- 
tion, golf tournament, June 8, 9 and 10, 
1944, at the Westchester Country Club, 
Rye, N. Y. H. L. Gilliam, Wood Shovel 
& Tool Co., 30 Rockefeller Plaza, New 
York City, is treasurer of the club. 


Louisiana Retail Hardware Associa- 
tion, Inc., annual conventions, June 14, 
1944, at the Heidelberg Hotel, Baton 
Rouge, and June 16, 1944, at the Vir- 
ginia Hotel, Monroe. David O. Mans- 
field, P. O. Box 1696, Jackson, Miss., is 
acting secretary. 


Mississippi Retail Hardware and 
Implement Association, annual conven- 
tion, June 12, 1944, Jackson, Miss. 
Headquarters and sessions at the Hei- 


delberg Hotel, David O. Mansfield. 


P. O. Box 1696, Jackson, Miss., is act- 
ing secretary. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 17-20, 1944, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. T. W. McAllister, 1020 Grant 
Building, Atlanta, Ga., is secretary of 
the jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association. 


Triple Mill Supply Convention, 
May 22-24, 1944, at the Palmer House, 
Chicago, Ill., ocmprising the Southern 
Supply & Machinery Distributors’ 
Ass’n, E. L. Pugh, 314 Volunteer Build- 
ing, Atlanta, Ga., secretary; National 
Supply & Machinery Distributors’ Ass'n, 
H. R. Rinehart, 505 Arch St., Philadel- 
phia, Pa., secretary, and American Sup- 
ply & Machinery Manufacturers’ Ass’n. 
H. Kennedy Hanson, 1108 Clark Build- 
ing, Pittsburgh, Pa., general manager. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on page 78) 


1—Answer: (1) advertising; (2) 
solicitors or outside salesmen; (3) 
store salesmen; (4) window displays; 
(5) store or interior displays; (6) gen- 
eral publicity. 

2—Answer: Tax is 40 cents. It 
should be shown as a separate item on 
the sales slip. Example: leather bill- 
fold $2.00; Tax 40 cents; total sale 
$2.40. 

3—Answer: (1) it must be seen, 
(2) read, (3) understood, (4) believed, 
and (5) acted upon. 

4—Answer: Mother’s Day — May 
14th; Moving Day—May Ist; Decora- 
tion Day—May 30th; June Brides. 

5—Answer: Mark-down of 18-2/10 
per cent of the former retail price. 
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Catering to Farmers 
Swells Goodall’s Sales 


(Continued from page 62) 


ized when I opened this store that 
| should know everything I could 
about regulations affecting the 
hardware business in wartime. | 
put in many a night studying these 
regulations and it helps me im- 
mensely.” 

At the rear of the store, he has 
a fine service shop. He can do 
almost any sort of repairing but 
he sticks largely to milking ma- 
chines, washers, vacuum cleaners 
and other items that his custom- 
ers bring into him. 

“The bulk of my repair work 
is on milking machines,” says 
Mr. Goodall. “I am _ known 
throughout this area and when 
farmers have milker trouble they 
get in touch with me. I expect 
this service shop will become bus- 
ier and busier as the war goes on.” 


War-Time Lines Attract 
Traffic to Waters’ 


(Continued from page 74) 


piece sets in non-open stock in a 
range from $3.98 to $22.95. Pot- 
tery sells well in 20-piece sets at 
$3.98. 

Among these dinnerware groups, 
by far the biggest favorite is the 
32-piece set at $7.95. With an 
Army post 15 miles away, Manhat- 
tan has a heavy patronage from 
both enlisted men’s and officers’ 
wives. Housekeeping arrange- 
ments are sketchy at best, and in- 
expensive sets are in demand. 

Coffee makers in the four-to- 
eight-cup size at $3.95, have been 
a sell-out. Three lines of cooking 
glassware backed by quality and 
national advertising give daily 
turnovers in the store. 

Luggage is proving a splendid 
item in non-scuffable composition, 
leather trim. Because it is a space 
eater, luggage at Waters’ is sold 
wholly from a ledge trim. 

Bowl churns, gallon size, with 
a small dasher or beater, move 
well in this agricultural area. Salad 
sets and salad bowl sets priced 
under a dollar, are winners. A 
two-flower-pot-bracket for kitchen 
windows, at 33 cents was a sell- 
out. : 
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YOUR CUSTOMERS NEED 
THIS REPAIR ITEM 
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ACME TACK.- 
POINT CORRU- 
GATED FAST- 
ENERS. 


IN 100 POUND KEGS for bulk sales. 
In addition, there are standard cartons 
of 500, 1000; boxes of 100 fasteners, 
ten boxes to a carton; also in boxes of 50 
fasteners of one size .. . 4” x 4; Yo" x 5: 
53g” x 5. A display carton contains 12 of 
these boxes. 


Corrugated Fasteners remind your cus- 
tomers of the wooden articles at home, 
waiting to be fixed. With its Repair label, 
this attractive carton of Acme Fasteners is 
a silent salesman tor you. 

TIES-IN WITH CONSERVATION 

Always in demand, this repair item is 
needed today more than ever. Things have 
to last! Repairing and fixing up are orders 
of the day. And Acme Fasteners fit right 
in with these requirements. 


iT'S EASIER TO SELL THAN EVER 


Just set the Acme Fastener display box 
on your counter and watch it go to work 
for you. Anyone who can use a hammer is 
a prospect for this inexpensive item— 
homeowners, cabinet makers, wood hobby- 
ists, etc. 


FOR "FIXING" WOODEN ARTICLES 
Acme Fasteners are used to repair all 
types of wooden articles. The Tack-Point 
feature assures easy driving. Long, beveled 
points, sharp cutting edges penetrate, but 
do not crush the wood fibres. Get all the 
facts today. 
IF YOUR JOBBER CAN'T SUPPLY 
YOU, WRITE US DIRECT. 


#839 Large, Solid Unbreakable 
Amber Handle Wood Chisel 
Finest chisel tool steel; tested to cut ebony wood; 
precision ground; extra sharp edges. Packed '/2 


doz. in a box. 


No Priority Necessary 50c : 
eac 


Regular 69¢ Value 


To Retail at 


#25 Socket Chisel Handle 
Solid Am 


ber 


Hammerproof — Crackproof 
Tapered to fit all socket chisels 35c . 
eac 


up to Il/,". 


To Retail at 


24 Tang Chisel Handle 
* Soild Amber 


Hammerproof — Crackproof 
Will fit tang chisels up to 114" 


To Retail at 25¢ each 


Order from Jobber coor. 
Jobbers: Write for Salesmen's Catalog Pages 


aU Gt Gl a ee oo} Haas of om 


207 West 25th St., New York 1, N. Y. 





New York Representative: A. E. Fuller, 16 Hudson St., New York 13, N. Y. 
Midwest Representative: Lynn-Paul & Associates, 209 No. Jefferson St., Chicago, Ill. 








Play Up the Lawn and the Kitchen 
During Early May 











FINE GAROEN SEEDS 
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EVERYTHING FOR 
VICTORY 
GARDENS 





\ 


tj: 


\\ 


— a 








GARDEN FERTILIZER 
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LAWN AND 
GARDEN 
WINDOW 


MERCHANDISE: 


Plant food, bone 
meal, flower seeds, 
garden seeds, gar- 
den hand _ tools, 
trowels, diggers, 
rakes, hoes, shovels, 
garden forks, prun- 
ing shears, garden 
wheelbarrows. 


BACKGROUND: 
Center panel of light 
green _ corrugated 
board or painted 
wallboard. Side 
panels of buff corru- 
gated board. Cut-out 
letters in various 
spring pastel colors. 


HARDWARE AGE Original Window Display IDEAS 























KITCHEN 
34 STOOLS 


TO MATCH YOUR 
KITCHEN COLOR 
SCHEME 
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GARBAGE 


CANS [7 ) 


10 GAL. CAPACITY 
LO COVER 














KITCHEN 
STOOL 
WINDOW 


MERCHANDISE: 


Several types of 
kitchen stools in vari- 
ous colors. 


GARBAGE CAN 
WINDOW 


MERCHANDISE: 


Garbage cans, pails, 
other galvanized 
ware. 


BACKGROUND: 


Center panels of 
light green corru- 
gated board or 
painted wallboard. 
Side strips of buff. 
Cut out letters in a 
variety of spring 
pastel colors. 


HARDWARE AGE 



























What Is the Length 
of Any Roll? 
[ SE this simple chart when you 
want to know the number of 
feet of material in any roll—belting, 
paper, insulation, wire - netting, 
cloth, rugs, carpets, sheet metal, etc. 
This sketch shows how to measure 
the roll. The distance “X” must be 
measured in inches exactly as 
shown. Only one measurement is 
necessary because this chart is based 
on a simpler formula than the one 
that is usually given in books and 
elsewhere. For example: How many 
feet of material in a roll which has 
20 turns, the distance “X” being 10 
inches? 
: The dotted line drawn across the 
; chart shows how easily the length 
- is found. It is a little over 52 ft. This display of lawn needs of all types attracts the early buyers. 
be Simply connect the 20 in column A 
. with the 10 in column C and the an- ‘ 1 
‘ P : 
> cis by adel i alee Displays Lawn Items on February 
2 It will be noted that the range of N early display of lawn items in the accompanying illustration, re- 
the chart is great enough to cover “X finds a lot of responsive cus- veals a lot of lawn seed of various 
fa easily any ordinary roll. You needn’t tomers at the L. Ziegler Hardware types grouped in a fine mass show- 
t actually “draw a line” as was done Store, Elgin, Ill. This store gets its ing. along with fertilizer and other 
: here. Just lay a straightedge across garden table out before customers items such as grass shears, hedge 
, from known point to known point as early as February 1 every year and grass knives. Price placards 
" and the intersection with the middle and immediately begins to get sales contained prices of several items 
it column gives the length of the roll from interested cusomers. A 1944 which avoided the necessity of mark- 
s immediately. A little practice will season display at the store, as shown ing prices on each item displayed. 
, soon make you an expert. 
4 bs 
: ey cex? 
= XLO 
} 2.5 r 
+ _ t A 
Cc 0.7 LJ, 2 
na ~ t 
ra + - Pe . 
| et ; a Convenience in handling 
40 a * Le XLO Music Wire is provided 
i 4 = oye : 
a- ue t by the familiar red and si!ver 
+5 r) 75 ‘ 
= x co boxes which come to you 
: 2 3 ee with wire in units of !/, lb., 
‘= t7 
f is 3 z is > Ib., | Ib., also 5 !b. pack- 
- +o 5 ae ages. 
+10 . mad a : 
j ae I XLO Music Wire ranges in 
vo g sizes from .003" to .200" dia. 
[ 5 
ys a Stocks in Worcester, Akron, | 
eg 1e0 S +20 Atlanta, Chicago, Los An- 
4 E geles. 
. 200 
i + 30 $30 
300 E 
is +40 +400 +40 
f a 
. + 50 = 75° 
900 
r ; on See +60 
. +70 y Pies 
; H i 
+ 80 + ones - > se a ; 
1 2000 +90 » 
- 30 2] 
‘ Le } JOHNSON STEEL & WIRE CO.INC. 
ve praca camel WORCESTER 1, MASSACHUSETTS 
How to determine length of roll. we Sra hoallie ee Suir he Are 
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And Still Available for Hardware Distribution 


Ashtray Sets 


Eight piece coaster or ashtray set 
which can also be used as pintrays, in- 
dividual jelly plates and other pur- 
poses. Made of fire polished crystal 





glass, with painted flowers, four de- 
signs, an orange with orange blossoms, 
an apple, a tulip, and a wreath of for- 
get-me-nots. They are packaged in 
neat gift boxes, two layers in the box, 
with the top layer showing all four 
designs.—Leo Kaul Importing Agency, 
Inc., 115-119 Z South Market St., Chi- 
cago, Ill. 


Zeen Dry Cleaner 


Said to clean and remove dirt, grime, 


perspiration, spots and stains, from all 
types of fabrics. Maker states it will 
not fade colors or injure fabrics. Use 
either by rubbing or immersion. Non- 
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explosive if kept away from fire or 
flame. According to the maker, it will 
not streak, and is said to dry rapidly. 
Zeen Chemical Co., Cleveland, Ohio. 


Bug Duster for 
Victory Gardens 


Combination package and bug duster 
that spreads the insecticide in an even 
film. Permits dusting of undersides as 
well as top of leaves. The duster-pack- 
age contains 1 Ib. of  scientifically- 
formulated rotenone-impregnated insec- 
ticide that kills by contact, by leg 





paralysis, and by stomach ingestion. 
Said to leave no poison residue. Agkem, 
Inc., Quincey, Hl. 


Wales-Strippit Corp. 
Catalog 


Catalog “PS” which fully describes 
and illustrates the Wales Plate Set 
System, a hole punching development. 
Outlines the features of this system, 
tells how it operates, and includes a chart 
for ordering.. Also includes punch as- 
semblies and dies and Wales adjust- 
able feed carriages. Shows the plate 
set accessories and tells how they may 
be ordered. In seven steps the catalog 
explains how one may make plate set 
assemblies. All machines shown are 
fully illustrated and described Wales- 
Strippit Corp., North Tonawanda, New 
York. 


Magic Liquid Metallic 
Solder & Casein Glue 


Metallic solder for repairing hot 
water pipes, leaking radiators, all 
metals, also wood, glass, and marble. 








Maker says it may be used to fix most 
anything. l-oz. bottle, 1 doz. in a 
counter display. All purpose Liquid 
Casein Glue may be used for gluing 
furniture, cabinet making, leather, lino- 
leum, paper products, glass metal fab- 
rics, etc. Packaged in \%4 pints, 25 to 
a carton, % pints, 24 to a carton, and 
pints, 12 to a carton—Magic Iron 
Cement Co., 7324 Wade Park Ave., 
Cleveland 3, Ohio. 


Roach Tablets 
Rough & Ready Roach and Ant Tab- 


lets—simply moisten tablets with water 
and place them in bottle caps where 
needed. Cockroaches, ants and water- 
bugs are said to eat the food readily. 
In convenient packages of six tablets. 


J. T. Eaton & Co., Cortland, Ohio. 


HARDWARE AGE 
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Triogen Dust 
For Roses 


Dust can be used not only for rose 
culture, according to the maker, but 
also for protecting flowering plants and 
shrubs of every sort. Maker states that 


victory gardeners will find Triogen 








protecting vegetable 
plants during the early period of 
growth, before the fruit sets. Packed 
in 1 and 5 Jb. cartons. Rose Mfg. Co., 
Beacon, N. -Y. 


Dust useful in 


“Stars On Stripes” 
Football Game 


Said to be sturdily built, this game 
is decorated in five colors, and will 
make an impressive window trim or 
store display. Cover girl in Rose Bowl 
majorette Betty Brown. Maker states 
all plays have been checked and cross- 
checked by expert gridiron technicians. 
Can be played by two persons or four, 
or by a crowd, choosing sides for col- 
lective judgment in calling plays. It 
is indoor “proxy” football. Said to be 
ideal for service men and people who 
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Actual size is 18% by 12% 
by 1% in. Packed 1 doz. to carton or 
2 doz. to a carton. Stars On Stripes 
Games Co., Inc., Suite 1209, Grant 


Bldg., Pittsburgh, Pa. 


are ill. 





Topso, Household 
Cleaner 


For removing dirt and grease from 
venetian blinds, window shades, painted 
walls and woodwork, stoves, oilcloth 
coverings, etc. No need to mix with 
water, and according to the maker, it 
will not injure paint. Available in 
quart, half gallon, and gallon sizes. Gail 
Chemical Co., 512 Fifth Ave., New York 
City. 
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Anchor Mfg. Co. 
Ice Tongs 


This company is again producing ice 
tongs in four different types. All are 
hand forged and span 14 in. No. 10 
family ice tong is of 30 carbon steel, 
stock size 4% by % in. with three links 
of No. 10 jack chain on each side, and 
a 54 half oval handle with a spread of 
between 13 and 14 in., enameled black. 
Stronger tong, number 20, is of 40 
carbon steel 3/16 by % in. with two 
links of polished jack chain on each 
side, with a spread of between 13 and 
14 in., and a % in. oval handle. Also 
available is a “super strong” a. num- 
ber 25, of carbon steel 3/16 by % in., 
with three links of 3/16 log chain on 


each side and a hollow handle. The 
fourth model is made of 90 carbon steel 
(high grade spring steel) 3/16 by 1 


in., with three links of 3/16 log chain 
on each side of the hollow handle.— 


The Anchor Mfg. Co., McClure, Ohio. 





Six-Inch Slide Rule 


The Academic Slide Rule Co., Car- 
roll, Ohio, has made available a 6-in. 
slide rule that has not only the usual 
scales for working mathematical prob- 
lems, but also conversion tables for 





decimals, fractions; weights-quantity, 
linear-metric and scales for BTU; 
HP, areas, liquids, and other informa- 


tion often needed when using a slide 
rule. Made of durable plastic with the 
calibrations engine-turned for accuracy 
and permanence. Features a device that 
keeps the slide from coming off. Sim- 
plified, illustrated instructions are fur- 
nished free with each rule. 
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Where just as sorry as you 


are that limited available 
material will not permit the 
manufacture of as many 
Dazey Churns as you would 
like to have. What we are 
getting is being spread as far 
as possible by confining pro- 
duction to the one and two 
gallon sizes. 


Help the Food Program by 
distributing DAZEY Churns 
where they render the maxi- 
mum service—and help your 
customers by supplying re- 
pair parts and jars which are 
available. 


DAZEY CHURN and MFG. CO, 


ST. LOUIS 





MISSOURI 
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Locksmithing 
NOW MADE 
EASY! 






New course 
for prac- 
tical men, 
mechanics, 
carpenters, 
fix-it shops, ete Learn to fit keys, pick locks, de- 
code, make masterkeys It pays Send name for 
FREE details. No obligation—write today 


NELSON CO. 
321 S. Wabash, Dept C-712, Chicago 











REPAIR PARTS, 
Ctesvtdn 


WRITE TO 


A.M. Callot Supplies 
22) N.W.8 “Ave. Miami Fla 


THEY PULL—CLINCH—HOLD 


The outstanding fastener fer making. repeirins 
sereens, garde> "wrattare, frames, ete. 
ORDER NOW FROM YOUR JOBBER 


SUPERIOR FASTENER CORPORATION 











2949 Elston Ave. Chicogo (18) ill. 





7 OY 


ESTABLISHED 1888 
* Priority required. Consult your jobber 


* HANSON SCALE CO., Chicago 





Se = ee NU-WAY 
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WEANER 


SELLS ON SIGHT 





PATENTED 
BECAUSE THE PRINCIPLE IS RIGHT 
Thousands of satisfied users from coast te coast 
Jabs the Animal 
Doing the Sucking 

— An item 
SEE your’ ‘one 
AUSTIN MFG. CO., ROUND “GROVE, ie 


Weans Them the 
Humane Way 









COOK'S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, “Clip. 
Rite," "Gem" and “Gem. 
Jr." Finger Nail Clippers 
ere unovoilable. Until 
conditions permit their 
sale, remember the name: 
COOK! 

THE H. C. COOK CO. 
27 Beaver St.. Ansonia, Cona. 





Calf & Cow 





WHATS NEW 


AND STIL AVAILABLE FOR HARDWARE D/STRIBUTION 








Go-West Insect Bait 


Said to kill cutworms, snails, slugs, 
grasshoppers, earwigs, many weevils, 
and other insects, as it is made from 
ripe sweet apples, which insects are 





said to-love. Requires no apparatus to 
apply it, as it is simply scattered on 
the ground around infested plants, and 
according to the maker, is injurious 
only to insects. Available in con- 
package form. Agricultural 
Laboratories Inc., 1119 Chesapeake Ave., 
Columbus 8, Ohio. 


venient 


Picturama Paper 
Construction Toy 


For making three dimensional 
plaques from colored and die cut pieces, 
including the “sailfish” illustrated. 
“Jr/ Sportsman” trophies include bear, 








fish, deer and wild duck. Other Pictu- 
ramas offered “Young Mariner” and 
“Our Hera” series, the former including 
seascapes scene, sloop, naval observer 
and pirate burying treasure. “Our 
Hero” shows battle scenes—land, sea 


and air. Made by Rabbin-Schenkel, 
Inc.,, 60 West 33rd St., New York 1, 
N.. 3. 


Clopay Safety 
Stair Treads 


Made of sturdy composition material, 
these treads are said to be non-skid, 
waterproof, and washable. 


Can be ap- 





re 


plied with either tacks or cement. 
Available in three types for all require- 
ments. No. ST-1, black-flat, 9 by 18 in., 
packed 6 doz., ST-2, black with nosing, 
9 by 18 in., packed 4 doz., per carton; 
and ST-3, black with nosing, extra 
large, 9 by 24 in., packed 4 doz. to a 
carton. Said to be attractively pack- 
aged for counter display. Clopay Corp., 
Clopay Square, Cincinnati 14, Ohio. 





Six War Plane 
Mode! Kits 


Kits for six authentic %-in. scale 
models of war planes are now available 
through the Cleveland Model & Supply 
Co., 4508 Lorain Ave., Cleveland 2, 
Ohio. Grumman “Avenger,” which is 





illustrated, is the famous carrier-based 
torpedo bomber that is credited with 
having saved Midway. In addition to 
this model the other new war models 
in this line are Grumman “Hellcat”; 
DeHavilland “Mosquito”; English 
“Whirlwind”; German Focke-Wulf 
190; and the Jap “Zero” Fighter. 


HARDWARE AGE 
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GOOD NEWS 
ALUMINUM SOLDER 


for Immedtate 
Delivery 
DISPLAY CARD PACKING 





Automobile Repairmen — Aviation 
Mechanics — Radio Workers — Pattern 
Makers — Non-Ferrous Metal Workers 
—and For Quick Repair of Aluminum 
Household Utensils. 


Prompt delivery on Lenk Aluminum Super- 
Solder. For all aluminum to aluminum or 
brass, copper, etc. bonding work. No acid or 
flux needed. Low melting point... high 


tensile strength . . . virgin metals. 


USE LENK SOLDERS AND ° 
SOLDERING EQUIPMENT 


AA-5 
RATING 


PROMPT 
DELIVERY 


aLuminum 














MANUFACTURING CO. 








4 SELL IT ie 


THE YEAR ROUND! 
*K 





THE NATIONALLY 
ADVERTISED 


LIQUID PLANT FOOD 





It’s Available NOW for Immediate Sale! 
There's a steady demand for KEM because 
it has such a variety of uses. At any time— 
during any season—there’s always a job 


for KEM: 

INDOORS OUTDOORS 
for for 

HOUSE PLANTS FLOWERS 

AQUATIC PLANTS VEGETABLES 

CUT FLOWERS SHRUBS 










SEEDLINGS TREES - LAWNS 








SS SBP) Here's proof of KEM’s 
SS ‘ 
> effectiveness—not a 


customer complaint in 
5 years! 


DRDER KEM TODAY! 


Kem-ical Corporation 
East Paterson, N. J. 



















*Trademark, Patent Pending j 
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Electrical Living 


| Booklet by Westinghouse 





Describes “Electrical Living in 
1944,” and is designed for builders, 
contractors, architects, engineers, and 
allied interests. Explains the need for 
better wiring for better living in post- 
war homes. According to this 64-page, 
fully illustrated book, the better wired 
home of 1944 will have enough out- 
lets for present and anticipated appli- 
ances and lighting needs; enough cir- 
cuits to distribute the electrical load 
properly; enough switches for safety; 
modern protection for all electrical cir- 
cuits, and wiring and wiring devices of 
high quality. Plans for an average- 
priced post-war home described in the 
book include 18 individual electric cir- 
cuits to make unnecessary any future 
expensive wiring additions, and to pro- 
vide improved service from electrical 
appliances. Wiring diagrams, and a 
complete floor plan explain why each 
circuit is necessary, and how the elec- 
trical load should be distributed. Copies 
are available from the Better Homes 
Department, Westinghouse Electric & 
Mfg Co., 306 Fourth Ave., P.O. Box 
1017, Pittsburgh 30, Pa. 


Garden Buggie 


Said to be strong and durable this 
garden and utility cart is so light a 
child can use it, states the maker. It 
weighs 71% lbs., and will handle 75 lb. 
loads. Body rests on ground for easy 
lading, and swings on pivots between 
handles. Pivoted body makes for easy 
dumping of load. Body said to be eas- 





ily inserted or moved from frame by 
pressing inward on sides of body at 
pivots. Can be used for hauling grass 
cuttings, leaves, garden dirt, fertilizers, 
tools, plants, hose, garbage, and shop- 
ping bundles. B. C. Jarrell & Co., Hum- 
boldt, Tenn. 


Du Pownr 
SEED DISINFECTANTS 


1. Help Farmers 
Crops. 

2. Give you a Fair Margin and Real 
Profits. 

3. Supplies Available NOW. 

4. In Demand these days more then 
ever. 

S. Are backed by National Advertis- 
ing in nearly every Farm Paper and 
on many Radio Stations. 


produce Bigger 


That, in a nutshell, is why you should 
sell Du Pont Seed Disinfectants. 
There’s a product for every major crop. 
ARASAN — For Peanuts and certain 
Vegetables. 

2% CERESAN—For Cotton, Peas and 
Narcissus. 

New Improved CERESAN—For small 
Grains, Peas, Sorghums, Cotton, Flax. 
SEMESAN—For Vegetables and Flow- 
ers. 

SEMESAN BEL—For Irish and Sweet 
Potatoes. 

SEMESAN JR.—For Field, Sweet and 
Pop corn. 

Write for free advertising mats or 
electros for use in your local news- 


eee SUPING 


DU PONT SEMESAN CO. (Inc.) 
Wilmington 98, Del. 








KNIVES 


that Recommend 
Merchant and Manufacturer 


For over, half a century HYDE products have 
enjoyed respected leadership among craftsmen. 
We believe that there is no sales-appeal which 
can compete with finest quality as a business- 
builder for you. 

Among our hardware items are Putty knives 
and Scrapers, Wallpaper. knives, Rollers, and 
Trimmers, Shoe, Roofing and Linoleum knives. 


-_ 





VICTORY. 


Buy as 
War Bonds as you can. Order only 
those HYDE products you NEED. 


UNTIL many 


engaged in essential 


DE 


| MANUFACTURING 


~ SOUTHBRIDGE, MASS. U.S. A. 


Our plant is 
war work. 


CO. . 
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this heavy duty 


ICE PICK 


... one of a fine 
family of HAND TOOLS 


Members of the Briddell fam- 
ily of hand tools don’t look 
much alike, but they have 
one quality in common. You 
guessed it—Briddell quality! 
Every one’s made as good as 
we know how, to make work 
easier for the folks that use 





‘em to earn a living. 


ICE PICKS +» OYSTER AND CLAM KNIVES - TONGS 
AND RAKES - CLEAVERS - WRECKING BARS - AWLS 
ANCHORS + GRAPNELS + OTHER ITEMS 


CHAS. D. BRIDDELL, INC. 


CRISFIELD, MARYLAND «+ Craftsmen in Metal since 1895 








Until R/M Woven Glass and woven asbestos wicking can be had 
egain, R/M Tri-Ply Wicking will do...and do very weil. Here’s why: 
1. Hard outer ply resists wear and tear. 
2. Middle layer of crimped asbestos felt sends fvel 
racing-to-the-rim. 
3. Inner layer of soft asbestos paper keeps fuel-supply 
uniform. 
4. Rippled construction permits wick to be rolled without 
buckling. 
5. Tri-Ply construction effects complete fuel-vaporization. 


R/M Tri-Ply Wicking comes 7%”, 1”, 1%”, and 144” wide — SIX FEET 
TO THE BOX, 12 boxes to the carton. Also in cartons of 100 feet. 
Ask your jobber. 


NO STRIAL SALE 


BESTOS-MAN 


RAY HATTAN, INC. 
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WILLIAM P. SCHLOS- 
SER, formerly secretary- 
manager of the Hellman Hard- 
ware Co., Los Angeles, Cal., 
is 83 years of age and has 
spent 61 years in the hardware 
business. Mr. Schlosser was 
born Feb. 4, 1860, in York, 
Pa., and in 1869, at the age 
of nine, was brought to Cali- 
fornia. In speaking of that 
trip he says, “Although 74 
years have passed, the won- 
ders of that trip remain vivid- 
ly in my memory. No living 
person will again witness the 
sight of bands of Indians and WILLIAM P. SCHLOSSER 
great herds of buffalo roam- 
ing the great plains of the 
West. The railroad trains of those days were of the old 
open platform variety. For a bed, we placed the seat 
cushions lengthwise from seat to seat. The coaches were 
heated by the little cannon-style stoves at each end. If 
you happened to draw a seat near the stoves, you would 
roast, and in the middle of the car you would freeze, so 
there was little choice as to location.” In May, 1882, 
Mr. Schlosser entered the employ of the hardware firm 
of W. C. Furrey in Los Angeles. The firm passed through 
successive stages, becoming W. C. Furrey Company in 
1892 and becoming incorporated as the Hellman Hard- 
ware Co. in 1923. Mr. Schlosser’s first position was that 
of stock clerk and he progressed to shipping clerk, to 
salesman and finally to secretary-manager of the com- 
pany. He retired from active duty three years ago but 
still maintains an office with the company. Mr. Schlosser 
was married Sept. 29, 1883, and on Sept. 29 of last year 
he and Mrs. Schlosser celebrated their 60th wedding anni- 
versary. As to hobbies, he says, “If fraternal work is a 
hobby, then that’s it.” 
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E. F. CARLSON, vice- 
president of the Warner Hard- 
ware Co., Minneapolis, Minn., 
is 71 years of age and has 
been identified with the hard- 
ware business for over 51 
years. Born October 5, 1872, 
Mr. Carlson first entered the 
business during the summer 
of 1892 when he was asso- 
ciated with a retail firm in 
Iowa. On March 1, 1893, he 
entered the employ of the 
Warner Hardware Co. as a 
delivery boy. In 1895, F. R. 
Warner, president of the firm, 
promoted him to the position 

E. F. CARLSON of manager and buyer for the 
; tool department. In 1901 he 
was named vice-president of the company by R. L. 
Warner, who was its head at that time. Three of his 
seven children are associated with the company. Merle, 
who is now with the armed forces, is a director of the 
company and succeeded his father as head of the tool 
department. Another son, Douglas, is an industrial tool 
salesman, and a daughter, Marjorie, is her father’s 
private secretary. Mr. Carlson is a member of the Opti- 
mist Club and has been a life-long member of Covenant 
Tabernacle Church. He admits to one of the best hobbies 
anyone in the hardware business can have. It’s buying 
and selling tools. Officials and employees of the Warner 
Hardware Co. united in honoring him in recognition of 
his 50 years of service with the firm. Emil Anderson, 73 
year of age and the first man to be hired by Mr. Carlson, 
presented him with a plaque signed by all employees 
of the organization. 


ALVIN RICH, curator of 
Ohio, Historical Museum, spent 
a full 50 years in the hard- 
ware business prior to his re- 
tirement last June. Mr. Rich, 
who is 72 years of age, was 
born in Wooster, March 24, 
1871, and entered the hard- 
ware business in 1893 in his 
uncle’s employ in the store of 
C. C. Schlatter Co., Fort 
Wayne, Ind., in 1893. He re- 
mained there until 1895 when 
he moved to Wooster, Ohio, 
and entered business as Alvin 
Rich & Co. On June 12, 1943, 

ALVIN RICH he sold his business and re- 
tired from active participation 
in hardware. Since then he 

has devoted all of his time to the Wooster Historical Mu- 
seum which was begun 40 years ago and in which he has 
always been interested. He has been its curator for 20 
years. Mr. Rich has been a director of the Commercial 
Banking & Trust Co. in Wooster for 40 years. In addi- 
tion, he is a charter member of the Wooster Rotary Club, 
a 32nd degree Mason and a member of the Lutheran 
Church. His principal hobbies are collecting porcelains, 
paintings and other works of art. 
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A NEW PROFIT OPPORTUNITY 
WITH A PROVEN 















Kryocide (STRAIGHT) 1 Ib. 
This famous insecticide—widely used for effec- 
tive protection of commercial crops —is now 
available for retail sale to Victory Gardeners, 
The home garden market is immense—will be 
bigger than ever this year. Don’t miss the 
‘3 rofit possibilities of this fast-selling necessity. 
‘ryocide proves unusually popular for its 


nt 

oe Ys 

?’ ease of use—its good coverage — its lasting 
—<——— qualities—and the remarkable job it does 


in controlling destructive chewing insects. 
reper Be prepared to cash in on the 
1 ib. national advertising pons 
Order now! Get in touch with 


Alse in 3 tb. Begs your jobber—or write to Dept. HA. 


PENNSYLVANIA SALT 


mabe tae PO + ain 


1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 
New York © Chicago « St. Louis ¢ Pittsburgh « Minneapolis « Wyandotte « Tacoma 





DEPENDABLE CHAMPION 


SERVICE PRODUCTS 
FOR SIXTY-ONE FOR WAR 


YEARS AND PEACE 





Sereen Hardware 


means double satisfaction 


It satisfies those who use it 


and those who sell it. 


* Good profit * 


and reorders * 


* 


THE CHAMPION HARDWARE COMPANY 
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ars GO-WEST 


INSECT BAIT 


KILLS Cutworms, 
| Grasshoppers, Earwigs, many Wee- 
vils and other insects. A true bait 
—not a dust or spray. Made from 
sweet apple parings. Protects veg- 
etables, flowers, shrubs, ete. 


Snails, Slugs, 





Ask your jobber—or write. 


AGRICULTURAL LABORATORIES, Inc. 
1122 Chesapecke Ave. Columbus 2, Ohio 





—— + LONG LASTING 
—— ALL PURPOSE 


NSURED 


Every sign sold is 
another display for you. 


= REFLECTO LETTERS CO. 


2 112 W 27 ST. NEW YORK LN Y¥ 








KEY BLANKS 


from 
“America’s Largest Exclusive 
Locksmith Supply” 


In oo | use any stand- 
ard manufacturer's number. 
{f the original blank is not 
available, we will endeavor 
to ship the proper substi- 
tute. 


WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 


SKILLMAN 


Manufacturers 


°) BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 
A Dependable Product 
PROMPT SHIPMENTS 
SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U.S.A. 





















A COMPLETE LINE 


76 Y. Cars 'Reoulaliore 
“at Ke Fradc 


your 
JOBBER 


AMERICAN SHEARER MFG. CO, nasnua, wn. 
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Garden Tools Get the Spotlight 


This centrally lo- 
cated display ta- 
ble featureda 
number of small 
garden tools and 
insecticides in L. 
A. Olson's store 
in Madison, Wis., 
and attracted a 
great many gar- 
deners. All of 
them needed some 
of the tools for 
transplanting and 
the insecticides 
were also in de- 
mand _ threughout 
the season. 








An Early Start Builds Business for Hancock's 


(Continued from page 83) 


siderably, he reports. 
placed ads in the local newspaper 
help to build business volume. 


given outdoor displays during the 
season when the weather is warm 
and this helps to boost sales con- 
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This rack, 8 ft. high and 5 ft. wide, is devoted te the packaged seeds. 
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Missouri Convention 


NAME & PLACE—Missouri Re- 
tail Hardware Association, 46th an- 
nual convention, March 14-15, 1944, 
at the Jefferson Hotel, St. Louis, Mo. 


OFFICERS—All officers re- 
elected. President R. E. Williams, 
Silex; vice-president, Adolphus 
McH. Riggs (U.S.N.R.), Kennett; 
treasurer, J. W. Giesler, St. Louis; 
secretary, L. C. Kreh, St. Louis. Di- 
rectors: O. D. Bradley, Troy; Milo 
H. Walz, Jefferson City; Carl [. 
Hanneke, St. Louis; A. D. Niehaus, 
St. Louis; Ben Dierkes, St. Louis; 
Herbert E. Brown, Trenton; G. O. 
Busch, Union; H. C. Mell, Farming- 
ton (all re-elected) ; H. C. Whitaker, 
Portageville (new). 


ADDRESSES—Clifton Rodes, 
sales manager of Belknap Hardware 
& Manufacturing Co., Louisville. 
Ky., and guest speaker at a lunch- 
eon meeting, was optimistic about 
the future. “This is a shining chapter 
in individual stores’ history,” said 
Mr. Rodes. “Even though the basic 





ages. When they understand the 
reasons for the restrictions they will 
bear them better. Substitute mate- 
rials and merchandise have been 
bought in large quantities by many 
dealers, and the time will soon come 
when they will become shelf warm- 
ers if you don’t clean them out be- 
fore regular merchandise returns.” 

One of the most interesting and 
informative speeches of the conven- 
tion was the one on “Plastics in 
Hardware,” given by J. Kenneth 
Craver, Monsanto Chemical Com- 
pany (Research Laboratories). Mr. 
Craver explained the difference be- 
tween the two different types of 
plastics . . . thermoplastics, those 
that can be softened by heat, and 
thermo-setting, those that cannot be 
softened by heat. Mr. Craver listed 
over seventy-five different types of 
hardware items of plastics as a par- 
tial list of those now available. 

In discussing “Today and Tomor- 
row,” Hobart Thomas, director of 
service NRHA, Indianapolis, Ind., 


advised “The big post-war battle in 








DELIVERS THESE 
FAMOUS QUINTS 


Every one a store traffic builder for you. Packed 
24 to a colorful counter display. Available 10 
SF GO ac xnevddosénseses ‘ Cc. 


“LITTLE DOC” PAINT BRUSH CLEANER 


Makes old brushes new, clean and soft. A “natural” 
for hardware stores. 


“LITTLE DOC” WINDOW CLEANER CONCENTRATE 
Enough to make 3 gals. of top-notch window 
cleaner. 


“LITTLE DCC” TEN MINUTE CAR WASH 
Enough to wash 3 average size cars for a dime. 


“LITTLE DOC” RUG and UPHOLSTERY 
CLEANER CONCENTRATE 
Ample to clean a 9x12 rug or average 3-piece living 
room suite. 
“LITTLE DOC” REFRIGERATOR CLEANER 
A builder of women’s trade. Cleans, polishes, disin- 
fects, leaving refrigerator sweet and sanitary. 
Pet “Little Doc” new items 
te work for you. Write tedey. 











vell products of pre-war hardware have the retailing of hardware will be 
per faded out completely, still the fought in the sales promotion front. GUS. J. SCHAFFNER COMPANY 
nee. industry has carried on. Some It may not be a struggle for exist- : ALIFORNIA AVI AVALON 2PA 
prophets predicted two years ago ence. but the independent retailer’s 
that independent merchants would hope for a reasonable operating 
pass out of the picture. We don’t profit will depend largely on how 
have that worry now... it’s just a well he meets the competition of aaah COTTER PINS 
matter of getting goods. Keeping up modern merchandising methods.” 4 
the morale of the customers is of The banquet and dance held in 6” 
vast importance. Dealers should ex- the Gold Room of the Hotel Jeffer- 
plain the reasons behind govern- son on Tuesday, March 14, was the 
ment priorities and the necessity for high spot of the social activities of 
regulations and the resultant short- the convention. 
| 
| 
PRODUCES PERFECT COTTER PINS 
Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements, Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 
ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 
MISSOURI OFFICERS—Left to right. front row: G. O. Busch, Union, director: | 
R. E. Williams, Silex. aad ©. D. Bradley, Troy, director, and Carl I. SOLO PRODUCTS CORPORATION 
Hanneke, St. Louis, director. Rear row: A. D. Niehaus, St. Louis, director; | 395 Fourth Avenue, New York 16, N. Y. 
B. L. C. Kreh, St. Louis, secretary: and J. W. Giesler, St. Louis, treasurer. | 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... - Ome 
All — maximum, 50 words.. 5.00 
Each additional word ........ 08 


Positions Wanted 
sy Saat set solid, maximum, 


4 low Seven Werds for Keyed Address or Your Address 


BOXED DISPLAY RATES 
_  f PAs eee ee pe peed $6.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 


Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to boz 
— advertisers unless accompanied by 


ient postage for remailing. 
HARDWARE AGE is published every other 


Thursday. Classified forms close 15 deys 
previous to date of publication. 


Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 








Essential Workers Need Release Statements 








FACTORIES 
WANTED 


Now and post-war that are able to 
make items for sale to Depart- 
ment Stores, Hardware or Plumbing 
Trade. National sales organization 
sufficient to sell entire output. 
State items you can make. 


FOSTER SUPPLY CO. 
1549 Hertel Ave., Buffele 16, N. Y¥. 








SALESMEN 


for short line of all wood, low priced toys for 
Department Stores and large Hardware deal- 
ers in practically all territories, as up to now 
chiefly sold through chain stores. Prompt deliv- 
ery. Also for some territories on ice refrigera- 
tors. C ission State qualifica- 
tions fully. Statement of availability required. 
Address Box H-407, e of HARDWARE AGE 
100 East 42nd a. New York 17, N. Y. 





SALESMAN 


Well Established Eastern Hardware 
Manufacturer desires salesman for cov- 
ering all or substantial part of Pacific 
Coast territory. Required to have 
acquaintance with jobbers and dealers 
to devote himself exclusively to our 
line of shelf hardware, including Build- 
ers .hardware specialties. Opportunity 
now for good man to start and build 
for post-war sales. Salary and expenses 
now, with commission incentive after 
war. No reply considered from sales 
agencies, or distribution organizations. 
Want a man who will be one of our 
own organization. Right man in time 
will manage our contemplated Pacific 
Coast branch. Statement of availability 
required. Reply giving experience to 

Box H-409, care of/ HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 














BUYER WANTED 
EXPERIENCED FOR TOOLS 
Shelf and Builders Hardware—Housewares by a 
Young Progressive Philadelphia Jobber—Must 
know Hardware—Excellent Opportunity—Reply 
with Full Particulars to 
Box H-373, care of nAnpwans Aes. 
100 E. 42nd Street, New York 17, N. 
Statement of availability required. 





MANUFACTURERS 


Am returning | to my Pacific Coast petroleum 
next S . My trade mostly with 

hardware jobbers past thirty years. Cover en- " 

tire Coast, am able to take one extra line, pre- 

fer tools. Best references. _ Firm — be Al 

well tab! basis only. 

aes Box H-405, care of WARDWARE AGE 

00 East tind st. N New York 17, N. Y. 








Distribution — Present and Postwar 
Established — Reliable — Aggressive 
Selling Agents 
ANCO CORPORATION 
Pittsburgh, Penna. 

Branch Offices 


New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 


carry the accounts or you can bill direct. 


Write for further information and 
references. 








EXPORT AGENCIES WANTED 


Our firm established 1914, with old contacts 
in all foreign markets, specializing in the 
electrical, hardware and automotive fields, 
is interested in making additional arrange- 
ments for exclusive foreign representation of 
allied lines which do not compete with those 
already represented. 


Ato. Oe H-406, care of Hardware Age, 
00 East 42nd St, Now York 17, N.Y. 


























KEYS: ALL NEW: CLOSEOUT: ASSORT- 
MENT of keys, packed 5 gross in a box. Bit 
keys, assorted cuts and blanks. Suitcase: cabinet: 
chest lock. 5 gross $8.75, 10 gross $16.00. Mail 
check with order. Prompt shipment. Hardware 
Sales Co., 1969 North Ave., Bridgeport 4, Conn. 





TO; MANUFACTURERS’, ATTENTION!!! 
A DISTRIBUTOR needs new lines for Hard- 
ware Dealers and Jobbers; Housewares and Ap- 
pliance Departments. Established trade, headquar- 
ers Cincinnati. Our Associates require new 
items, covering trade Pittsburgh to Chicago, in- 
cluding Ohio Valley and Great Lakes Cities. Ad- 
dress Box H-396, care of Harpware AGE, 100 
East 42nd St., New York 17, N. Y. 





FACTORY SALESMAN NOW EMPLOYED 
AND well established in two Southern States 
calling regularly on the retail hardware trade 
wants connection to fit in with present work. 
References. Earnings must net $500.00 monthly. 
For details write Box H-400, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





DISTRIBUTOR—Interested in acting as dis 
tributoy.or manufacturer’s representative for New 
York City and any parts of the eastern 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable te make deliveries at present, interested in 
discussing post war representation. Address— 
ge Wolff, 420 Lexington Ave., New York 
7 BB. VF 





ATTENTION MANUFACTURERS! 
HIGH GRADE SALESMAN wants to represent well- 
rated manufacturer in Chicago and Middle West on 
Commission Basis. 

Mterested in tested repeat products be 
sold to Hardware and auto ——— jobbers, 2 Mail 
Order Houses and Hou Chains. 

Acquaintanceship of twenty onty (20) years and substantial 


following. 
JOHN C. McCARTHY 





6627 Glenwood Ave., Chicage 26, III. 








i 


HARDWARE MAN—SUCCESSFUL BUSI- 
NESS RECORD with sales ability wants con- 
nection with reliable manufacturer who would be 
interested in opening office in the South. Am 
well established and have excellent references. 
For details write Box H-399, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 





MANUFACTURERS‘ REPRESENTATIVE 
WOULD LIKE TO contact manufacturers who 
want substantial representation in Missouri and 
Southern half of Illinois: calling on hardware and 
lumber trade on strict commission basis. Have 
about 500 credit approved accounts and call on 
trade every 90 days, have lots of road sales ex- 
perience. Address Box H-403, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 
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Chassihied Opporvtunitiern Section... 





Essential Workers Need Release Statements 








REPRESENTATIVES WANTED 
by manufacturer to sell insecticides and 
garden supplies to Hardware Dealers and 
Department Stores. Statement of availab‘l- 
ity required. 

Plant Products Company, P.O. Box No. 773, 





Church Street Annex, New York 7, N. Y. 





HARDWARE BUSINESS 


A 40-year old, successful, going hardware and 
mill supplies “business is for sale because of 
the recent death of the owner. Annual volume, 
$100,000; profitable. Clean inventory. Complete, 
with buildings; well located, Philadelphia. Rare 
opportunity. Responsible inquiries invited. 
Address Box H-410, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








GROMMETS 


500 Gross #2 Zinc Grommets .40 per Gross 
B. B. SHOT-STEEL. 

Zinc-coated—Rustproof—Clean. 

Put up in 8 oz. bags—$!.20 per Dz. Bags. 

Minimum order 50 Dz. Bags. 


PENNY ARCADE CO. 
326 ST. PAUL PL., BALTO. 2, MD. 











MANUFACTURERS LINES WANTED- 
WE AS selling agents want to represent you on 
a commission basis in the States of Pennsylvania, 
New Jersey, Delaware, Maryland, and the District 
of Columbia. Twenty years’ acquaintance with 
the trade will furnish references as to our ability 
from manufacturers we now represent on the 
above basis. Answers to Box H-401, care of 
Harpware Ace, 100 East 42nd St., New York 
i. me Be 


WANTED SALES POSITION—WOULD 
LIKE TO contact reputable manufacturer seek- 
ing substantial representation throughout greater 
New York and New England. Excellent follow- 
ing. At present employed. I have built substan- 
tial distribution on new products to the key 
accounts among the wholesale hardware, house- 
furnishing and mill supply business. Address Box 
H-390, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


CONNEC. 


ESTABLISHED AGENCY. IN 

TICUT AND Western Massachusetts. Will con- 
centrate on a few items that are sold to in- 
dustrial plants through distributors. Lines wanted 
immediately. Many years’ experience in develop 
ing hardware, mill supply and electrical distrib. 
utors and selling to industrials through missionary 
work and demonstrations. Address Box H-408, 

42nd St, 


care, of HARDWARE Acer, 100 East 
New York 17, N. Y. 


— ESMAN WANTED, BY LARGE JOB 
BER, to sell brushes, dropcloths, aluminum paint, 
etc. To paint and hardware dealers, commission 


basis, territories protected. Statement of avail- 
ability required. Address Box 533, 1474 Broad 
way, New York, N. Y. 





ACCOUNTS WANTED — REPRESENTA- 
TIVE ESTABLISHED SINCE 1928 calling on 
hardware jobbers, glass and paint wholesalers, 
mill supply distributors and sash and door jobbers 
interested in additional lines of available goods 
for Southwestern territory. Address Box H-361, 
care of Harpware Ace, 100 E. 42nd Street, 
New York 17, N. Y. 








WANTED—POSITION AS SALES MAN- 
AGER or General Manager. Have a Nation 
Wide acquaintance in hardware wholesale field 
and have handled sales to mail order and five 
and ten cent trade. Successful record over twenty- 
five years. Could take over full responsibility of 
Sales Production Management and Advertising. 
Draft exempt. Excellent health. Willing to move 
anywhere. Opportunity to produce and stable 
connection more important than starting salary. 
Address Box H-392, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 





POSITION WANTED — GEORGIA HARD- 
WARE MAN, draft exempt, experienced and 
capable of shouldering responsibility, desires per- 
manent connection with some reliable manufac- 
turer that is interested in establishing an office 
and sales room in Atlanta. Warehouse space 
available if needed, Have traveled Atlanta area 
for number of years. Address Box H-381, care of 
Harpware Acz, 100 East 42nd Street New York 





17, N. Y¥. 
FOR SALE. HARDWARE, PLUMBING & 
HEATING business in one of best business 


towns in Southwest. Exceptionally large trade area. 
Established 50 years. Average volume $60,000.00 
a year. Invoice about $22,000.00. Address Box 
H-386, care of Harpware AGE, 100 East 42nd 
St.. New York 17, N. Y. 





DISTRIBUTOR, who can function as MAN 
UFACTURERS REPRESENTATIVE seeks re- 
liable lines for Hardware Jobbers, Electric and 
Mill Supply trade; Large Industrial, War Con- 
tract Plants, STOVES AND RANGES, Cooking 
and Heating (Gas, Oil, Coal) now or will nego- 
tiate for future connections. Mid West Terri- 
tories. Address Box H-388, care of Harpware 
AcE, 100 East 42nd St., New York 17, N. Y. 





RETAIL HARDWARE MAN WANTED 
EXPERIENCED, capable retail hardware man 
for sales and display work and to assist in man- 
agement. Exceptional opportunity for man of 
ability and character. Permanent position, good 
salary. Write full details as to experience, age. 
etc. Statement of availability required. Address 
Reynolds Hardware, Niles, Michigan. 














LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE BY EXPERI- 
ENCED SALES ORGANIZATION . . » BOS- 
TON SHOWROOM AND yt HOUSE... 
DUN & BRADSTREET R ATED LAN 
tr POST WAR NOW. ADDRESS PERKINS 

LES CO., 610 NEWBURY STREET, 
BOSTON 15, MASS. 





SALESMAN FOR SOUTHEASTERN TER- 
RITORY AVAILABLE. Well acquainted with 
southern hardware wholesalers’ selling and buying 
staffs. Was jobbers salesman and sales manager. 
Now represents nationally known manufacturer. 
Prefers line sold through wholesalers, specialized 
in cutlery tools, could handle any lines sold 
through hardware channels. Address Box H-404, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 


MAN WITH HARDWARE EX- 
Prefer one able to arrange window 
but not essential. State draft 


WANTED 
PERIENCE. 


and floor displays, 


status, age, etc.. when replying. Statement of 
availability required. Address Box H-398, care 
of HARDWARE Ace, 100 East 42nd St., New York 
17, N. A 


CLERK: 15 YEARS’ THOROUGHLY EX- 
PERIENCED IN Hardware. Exceptional Sales 
Ability. Honest, reliable and trustworthy. Can 
furnish best of references. Address Box H-402, 
care of Harpware AGE, 100 East 42nd St., 
New York 17, N. Y 





LINES WANTED AS A MANUFACTURER'S 
AGENT calling on the jobber trade in the follow- 
ing States: Iowa, Minnesota, North Dakota, 
South Dakota, Nebraska, Missouri and Wisconsin. 
Address Box H-382, care of Harpware AGz, 
100 East 42nd Street, New York 17, N. Y. 





WANTED SIDELINES FOR PAINT AND 
hardware outlets in Eastern Pennsylvania only 
on a commission basis. I’m draft exempt and 
drive a car in excellent shape. Please send details, 
rate of commission, when paid a freight allow- 
ance, and so forth. Address P. H. Maier, 230 
Hanover Street, Wilkes-Barre, Pa. 
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THIS 
QUALITY 

SLIDE eae, 

RULE NEW Son cH 

s 486 | SLIDE RUL 

BY U. S. 

ARMY, | rai SSRML T'S Sits handy sine wth ofl scales to 
OHIO STATE] Stpinecricg probiems't tne 
UNIVERSITY | isin sete "Bru ie rears Maearsmeirie, se Complete 

: : pRosiim 4 
snd Usierity| SEATS eer etic rman on tame ‘emus 
o innesota 
LESS THAN DOZEN 75¢ EACH 





$1.00 
RETAIL 


Per Dozen 
Gross Lots 


ACADEMIC SLIDE RULE co. 


WHOLESALE DEPT. H CARROLL, onto 


Immediate Deliver on 


Sat KITCHEN ITEMS 


Selling 


a a = 


Apartment-Size 
ROLLING 
PIN 


WRITE for 


ORDER TODAY 









Little Dandy 

POTATO 

MASHER 
Priced right—in dozen 
lots—to give you a 


good markup. 


illustrated circular and price list on other ration- 
proof all-wood hardware store sellers. 


NOCKONWOOD INDUSTRIES, Ltd., Dept. A, Bloomfield, lowa 





Keep this PRroFit-PicTURE 
in your mind 


CHORE GIRL will be back again 
—when copper is available for 
cleaning use. In the meantime, 
don't forget her. Your customers 
won't. After the war, housewives 


CHORE GIRL will appreciate this famous 


little cleanser more than ever. 


METAL TEXTILE CORPORATION 
Orange, N. J. 


Genuit® DOMES 2° SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
“Domes of Silence” 








BONY \, 











NN 



























Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Norseless. Sizes for metal beds, wood beds, large 
chairs and ail all furniture. 


Ask your Jobber 


DOMES of SILENCE a, 35 Pay St. 
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OQndex So 


Rdwenrtisera 





A 

Academic Slide Rule Co. 
Acme Steel Co. 
Agkem, Inc. el ad 
Agricultural Laboratories 
Allen & Co., Inc., S. 
American Chain & Cable Co. Inc. 
American Chain Div. 
— Molded Products Sales 

DP 02s COs Ads Bout ect.descuet de 
American Shearer Mfg. Co. 
American Wire ae Corp. 
Anderson Box Co. .......... 
Armstrong Bros. Tool ‘Co. 
Assoc. of Gas “weasmnede a beenet 

Manufacturers ..... 
Austin Mfg. Co. 


B 

Becker-Bischoff Chemical Co. 
Behr-Manning Corp. 
Bernett Co., The ecnbane Div.) 
Bissell Carpet Sweeper Co. 

Boston Woven Hose & Rubber Co. 
Briddell, Inc., Chas. D. 
Briggs & Stratton Corp. 


ear 

Champion Hardware Co. 

Christy Company, Inc. 

Clarke Sanding Machine Co. 

Collins Company 

Collot Supplies, A. M. 

Columbian Rope Co. 

Columbus-McKinnon Chain Corp. 

Consumers :s Co. 

Cook Co., Cc. 

Corning Sloss Works “(Consumer 
Products Div.) 


Datom Co., The 
Dazey Churn & Mfg. 
Devoe & Raynolds Co., Inc. 
Domes of Silence 
Draper-Maynard Co. 
~— Therm Div. of Motor Wheel 

orp 
duPont de Nemours & Co., Inc., 

E. |. (Duco Cement) 
Du Pont Semesan Co., Inc. ...... 
Dutton Lainson Co. 


E 
Economics Laboratory, Inc. 
Ediund Co. 
Electro-Line Fence Co. 


F 
Fairmount Tool & Forging Co. .. 
Farm Journal 
Faultless Caster Corp. 
Flex Blade. Works 
Fuller Tool Co. 


G 
’ Gas Appliance & Equipment Mfg. 


Pe er re 
General Electric Co. Appliance fhe 

Merchandisin he 
Gilbert Clock William L. 
Gillette Safety oo  - Saxase 
Glad Rag Products Corp. ... 
Glenwood Range Co......... 
Goulds Pumps, Inc. 


H 
Hanson Scale Co. 
Hodell Chain Co. 
Hooven & Allison Co. 
Hoover Co., The 
Hyde Mfg. Co. 


! 
Independent Lock Co. 


J 
Johnson & Johnson (Filter Div.).. 
Johnson Steel & Wire Co., Inc. 


K 
Kaul Importing Agency, Inc., 
Kem-ical Corp. 
Knapp-Monarch Co. 


Londers, ~ & Clork oan 
Larson Co. ae o. 
Geween Co.; Fi Fei’... ccc ceea es 
Lenk Mfg. ‘Co. 
Leyse Aluminum Co. 
Lucas & Co., John ......... 
Lufkin Rule Co., The ..... 


47 
119 


RB sRY 


38 
121 
71 


89 
129 


ay 


46 
117 


M 
Macklanburg-Duncan Co. 


seerTs: 75 
Monsfield Tire & Rubber Co. ... 129 
Master Rule Mfg. Co., Inc. ..... 70 
McCormick & Co. (tron Glue 
Div.) ; : 113 
Metal Textile Corp. 128 
Meyercord Co. (Nameplate Div.) 10 
Miller, Inc., Robert E. 128 
Siete Tele Co. ............000- 42 
Minute Mop Co. soa an, 
Moore Push Pin Co. ... .. 129 
Mortell Co., J. W. . bikes 
Moto-Mower Co. ikiniva: 
Myers & Bro. Co., F. E. eo 


N 
National Lock Co. ..... — 
National Mfg. Co. .............. 
Nelson Co. 


Nicholson File Co. . 50 

Nockonwood Industries, “Ltd. |... 128 

North Bros. Mfg. Co. ............ 9 
° 

O-Cedar Corp. ... & 
P 

Pennsylvania Salt Mfg. Co. ...... 123 

Perfection Stove Co. .. a ae 

Peters a Tr, 

Phoenix Mfg. cen Ce 


Brush 


=e hes “Glass Ge, 


Pittsburgh Steel Co. .. 
Puritan Cordage Mills 





“ 
Raybestos-Manhattan, 
trial Sales Div.) 
Reflecto Letters Co. 
Remington Arms Co., ; 

Reynolds Wire Co. on 
Rich Ladder & Mfg. Co., we su, 2 
Rockford Brass Works 


Inc. a 
| 








OME, MR. onac nsemsodecrcoes 7 
Russell, urdsall & Ward Bolt & 
oe is eae eens 6 queens 5 
Samson Cordage Works ......... ' 
Savage Arms Corp. ...........+-. 3% 
Schatrner Co., Gus J. ........... 3 
Schalk Chemical Co. ........... 110 
Shapleigh Hardware Co. ....... 132 
Shetfield Bronze vonsnelh & Stencil 
Co., Inc. oa 129 
Silex ‘Co., NE as leied easels 77 
Simonds Saw & Steel Co. ........ 43 
Skillman Hardware Mfg. Co. ... 124 
Smith, Inc., Landon P. .......... 131 
Socony-Vacuum Oil Co., Inc. .... 17 
Soilicide Laboratories ............ 49 
So-Lo Works ...... ida haodinad 13 
Solo Products Corp. we .. 125 
South Bend Toy Mfg. Ca.... it 
a Hdwe. Mfg. Co., The. 24 
PTE Sidesccececensevs 13 
Stanley ate dards <avaap tsa 4 
Stevens Walden, Inc. ............ 68 
Superior Fastener OY . 120 
Supplee-Biddie Hardware Co. ... 67 
Swift & Co. "Vigoro Div." ia 
T 
Tennessee Enamel Mfg. Co. % 
Tobacco By- vennnel % Chemical 
Dh. agennip-ankdbhadoadnskees 32 
| 5 ROR ee rrr cee 73 
Turner, Day & Woolworth Handle 
Co. 32 
Union Hardware Co. ............ 102 


United Gilsonite Laboratories ... 113 


United States Plywood Corp. 
(Weldwood Div.) . pean ail) 
w 
Wenzel Tent & Duck Co., H. 9 
Westinghouse Elec. & Mf “ Co. 
(Elec. Appl. Div.) .... 44-45 
Whitlock Supply Co. .. coe fan 


Whitney Seed Co., Inc. ‘oe: 


Wickwire Spencer ‘Steel Co. ...... 29 
Will & Baumer Candle Co. — 
Wilson-imperial Co. .... . 9 
Winchester Repeating Arms Co. 4! 
Witt Cornice Co. 13 
Woodenware Products ‘Corp. 2 124 
Wooster Brush Co. 2 


Wright Steel & Wire 'Co., 6. F. 32 
Wrought Washer Mfg. Co. — 





Y 
Yale & Towne Mfg. Co. ......... 3 
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A NAME THAT GUARANTEES 


SUPERIOR QUALITY 
BRIGHT WIRE GOODS 





CHAS. 0. LARSON CO. 





Push-Pins 
Push-less Hangers 


Sell them TOGETHER for every 
pin-up or hang-up need. 44 
years of dependable service. 
Ask your jobber. 





Give m7 to the 


Red SS ieee 


War Fund 














Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 
use Columbian. 


COLUMBIAN ROPE CO. 


uburn, ‘The Cordag 
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. STERLING, ILLINOIS 





a 












INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 

@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS 

write for particulars 


FAULTLESS CASTER CORP. 






Evansville, Indiana 


Branches i 





We a 

TIRE & RUBBER CO. 
MANSFIELD, OHIO 

Distributed Thru Wholesalers Only 
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RED CROSS 
a 


This space is contributed to the American Red Cross 


HARDWARE AGE 
Owned and Published by 


CHILTON COMPANY 


by 
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ITS ALL IN 
THE WHEEL 





Red Devil: GLASS CUTTERS 


Precision-made wheels, designed 
and manufactured by exclusive 
Red Devil methods, assure that 
each and every RED DEVIL GLASS 
CUTTER is alike, one to another, 
in quality and performance. 


RED DEVIL GLASS CUTTERS cut 
more glass and cut it better. 


Modern-line handles, designed to 
comfortably fit the hand — mean 
effortless accuracy, no matter 
how long the job. 


You don’t get “glass cutter 
thumb” or callouses between the 
fingers when you use a RED DEVIL 
modern-line GLASS CUTTER. 


LANDON P. SMITH, INC., IRVINGTON, N. J. 














Har Fh — a 


WILL RETURN 
With VICTORY © 





The Superior Material and precision skill required to keep DiamMovD EDGE 
and KEEN KUTTER Pocket Knives ‘Star Performers” for more than 70 Years 
is now serving our country but, it is reassuring to know that the fine 
Tools and Cutlery, under both names, will Return when Victory is won. 


DiamMovd EDGE and KEEN KUTIER will keep pace with Modern Progress in the Future as in the Past. 


SHAPLEIGH HARDWARE COMPANY 


ST.LOUIS 











Shapleigh National Series No. 2423 








